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Top Cars 


5 Pos. 


» 1—1,359,337 
| 2—1,299,932 
‘ 646,994 
557,994 
501,724 
448,310 
312,738 
244,179 
132,847 
113,969 
99,744 
83,742 
$1,991 
44,536 
38,376 
27,600 
5,882 
911 


one state for Nov.: 
Make 1954 Pos. 


Chev. 
Ford 
Buick 


en NO Sn vem Sse a ee eae 


1,144,932— 1 
436,028— 3 
Plym. 316,996— 5 
Olds. 344,003— 4 
Pontiac 280,037— 6 
Mercury 235,544— 7 
Dodge 123,665— 8 
Chrysler 81,177—10 
Cadillac 91,029— 
DeSoto 62,417—13 
Stude. 77,083—11 
Nash 71,476—12 
Packard 34,437—14 
Hudson 29,763—16 
Lincoln 
Willys 
Kaiser 
130 Continental 
41,938 Misc. 23,647 
Total All Makes 
6,042,874 4,529,539 
Further details on Page 40. 
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15— 
16— 
li— 
18— 
19— 


15,611—17 
8,042—18 


New-car registrations for ten | 


1,122,251— 2 | 


31,401—15 | 
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ae rapidly in the last 
month, the U. S. stockpile of | 
unsold new cars now tops 700,000 
| units—the highest level ever re- 
|corded for this time of year. 

An Automotive News count, 
completed last week, showed that 
as of Dec. 1 there was a potential 

| inventory of 709,689 new cars in 
the field. 

A month earlier, before 1956- 
model production got into high 
gear, dealers had 569,335 new cars 
on hand, according to a revised 
tabulation. For December, 1954, the 
total stood at 265,153 units. 

* * * 
Spee continued outpouring of cars 
from the factories, in the face 
of sales that haven’t kept pace, has 








Further Franchise Gains Eyed . 


Lurtice Okays Parley 


By William Ullman 

Washington Correspondent 
W7ASHINGTON. — In a reversal 
of form, Harlow H. Curtice, 
esident of General Motors, has 
wited the nation’s top auto-dealer 
okesman to Detroit for a discus- 
n-of factory-dealer differences. 
_ Frederick J. Bell, executive 
Vice-president of NADA, revealed 
it week that he had received 
: the invitation at the conclusion 
of Senate hearings on GM opera- | 
tions. 
; Bell hailed the Curtice move as 
"an indication that perhaps some | 
mple remedies can be found 


M Dealers 3-1 
or U.S. Action, 


Mflonroney Says 


yTASHINGTON.—Among General 
: Motors dealers who replied to 
Senate questionnaire, 73 percent 
a the need of congressional 
intervention in the problems of auto 
Tetailing, it was disclosed last week. 
' The view was expressed by 
|) 6,047 GM dealers out of 8,276, 
'} according to Senator A. S. Mike 
F “Monroney, Oklahoma Democrat 
and chairman of the automobile 
ctoting subcommittee. 
Another 869 dealers—or 10.5 per-| 
tent of the GM respondents—saw| 
Mo need of Federal help, Monroney| 
Said, and the remainder didn’t! 
now or didn’t answer. 
a x * | 
J) PALER sources said they re-| 
garded the Monroney findings 


refutation of testimony offered | 


By William F. Hufstader, GM dis-| 
re ibution vice-president, before the 
Senate antitrust and monopoly! 
‘Subcommittee. 

‘In his documented attack on 
the complaints aired by dealers | 
and cancelled dealers, Hufstader 
‘implied that the particular wit- 
nesses called by the subcommittee | 
| were not typical of the great body | 
of GM dealers. 

Hufstader left the unmistakable | 
mpression that the dealers who) 
estified were failures in some way 

(Continued on Page 8, Col. 5) 


which conceivably 
need for legislative a 
* * * 
ELL wired the GM ‘board of 
directors, meeting in New York, 
that extension to five years of the 
one-year selling agreement between 
GM and its dealers was a step in 


tion. 


| the right direction. 


Bell said, however, that pro- 
longation of the contract would 
be of no great benefit unless cer- 
tain inequities were removed. His 
telegram was addressed to Al- 


fred P. Sloan jr., chairman of the 


board. 
The message urged that aiaie’ 
representation . be permitted for 


| dealers involved in contract-cancel- 


lation appeals before the GM 
dealer-relations board. Bell said 


|that such hearings could not now 


be considered impartial and noted 
that the GM general counsel him- 


self took part as a member of the} 


board. 
cs * * 


ARLIER, the Senate antitrust | 


and monopoly subcommittee was 
told by William F. Hufstader, GM 


| distribution vice-president, that 


dealers were not permitted to have 
counsel at appeal hearings because 


these were not trials. Only mem-) 


bers of the dealer’s business fam- 


| ily may attend. 


Bell offered to help GM clean 
up new-car bootlegging as it af- 
fected GM dealers. He said NADA 
could furnish serial numbers and 
other information on bootlegged 
vehicles. 

As the Senate subcommittee 
closed out public hearings in its 

(Continued on Page 44, Col. 1) 


Service 


Alliance? 


In an effort to meet the grow- 
ing service problems, a con- 
tractual alliance between new- 
car dealers and selected inde- 
pendent repair shops is being 
discussed in trade circles. See 
story on Page 17. 


pia 


DETROIT, DECEMBER 19, 1955 


started some odd rumors. One of 
them has it that field stocks are 
being built up in anticipation of 
|}some unusually early new-model 
introductions next summer. 

“But I won’t buy that,” says 
one dealer. “Next summer is a 
long way off. It’s just a case of 
each make trying to get the 
jump on the other, as always, but 
I would still characterize the ’56 
market as untested. 





'The late 


‘It is true, however, that the 
public is being packed full of g 
about the upcoming ’57s. Everybo@y 





knows that 1957 will be a yea of | 
major body changes, and pfaga-| 
zines are taking advantage ff this) 
to publish articles titled: /Should | 
You Wait Until 1957 Before You} 
Buy Your New Car?’ 

“These alleged 
enough to get pros 
confused.” 


| 
gxposes are) 
pects well 


* * & 

ILE some dealers complain 

of selling mew models at'| 
clean-up prices, ofhers do not ap- 
pear too concern about the state | 
of today’s new-cd@r inventory. They | 
point out that s are still fresh) 
merchandise th the appeal of 
newness. Dealérs agree that the} 
No. 1 sales pgint is appearance. 


“For ~~ time in 20 years,” 
says a sterner, “I can brag 
wholeheartedly about the looks of 


GM Genuine Parts Ads 


Brigdg FTC Complaint - | 


SHINGTON.— The Federal | 
e Commission charged Gen- | 
éral Motors last week with false | 
advertising in connection with 
“genuine” Chevrolet parts. Hear- 
ing has been set for Feb. 14 in | 
Detroit. 
FTC charged that GM adver- 
tises that Chevrolet replacement | 
parts are designed and exclusively | 
made by it or for it, are identical 
to parts used in Chevrolet cars 
at the factory and are superior | 
to all other parts on the market 
for Chevrolets. FTC asserted that 
GM buys many Chevrolet replace- | 
ment parts from manufacturers | 
who sell identical parts to others. °| 
GM calls the parts it buys “genu- | 
ine” while implying that identical 
parts sold by others. are spurious, 
FTC said. 


| 
| 
| 


my line. Who'd ever. have believed | 
it would someday be the most) 
beautiful car on the market? All 
this and pushbuttons, too.” 

One volume operator is willing to | 
accept high stocks as a necessary | 
adjunct of a volume market. “I’ve | 
been around longer than some of | 
these joes,” he says, “and I’m not | 
going to start worrying until, if | 
ever, it begins to look like 1941! 


| all over again. But then I'll really 
| head for cover.’ 


He may have something there. 
summer of 1941 was a) 
period of fearful dealer mortality. | 
Extraordinarily heavy new-car| 
stocks brought on~panicky price | 
cutting. 


+ * * 


Wt war on the horizon, car) 
production for the year was) 


| stepped up to 5,108,992 units. Regis- | 


trations, meantime, totaled 3,731,166. | 

At the time of the Pearl Harbor | 
attack in December, 1941, the Gov- | 
ernment froze new-car sales. Pro- | 
duction continued into 1942, and an | 
additional 205,877 ears were rolled 
out before the last assembly line | 
was dismantled Féb. 10. 





Government agencies corralled | 


A 


* 
LB 
MY 


This tissue includes the monthly 
SERVICE SECTION 


Entered as Second Class Matter 
at the Postoffice/ Detroit, Mich. 


$8 Per Year, 25c Per Copy 


Output Surge Puts 709,000 in Dealerships. .\,,. 


56 Stocks Soar to W, fnte¥ Record 


be better able to control their own 
affairs hereafter.” 
* * * 
F there is any single major de- 
terrent to a healthy selling sea- 


“I rlise,” adds the volume son, it is the matter of price 
dealer/ “that smaller dealers face) increases and buyer insistence on 


a fay different inventory problem|geais that match the 55 cleanup 
thay’ I. But I think that many of' transactions. 

thg have become emboldened by Dealers in some rural areas 
tbe Senate investigation and will (Continued on Page 4, Col, 1) 


) for eventual essen- 
location—a goodly 
view of the circum- 


some 650,0 
tial-use 
number 
stance 


Dealers’ Total New-Car Stocks 


{In Field and in Transit to Field) 


y 709,689 Cars 


GI) 569,335 Cars 


Jan. 1, 1955 


4 3 
rereerv at bid & 


362,381 Cars 


i 
PREVIOUS RECORDS 
HIGH Low 

848,498 Cars—June 1, 1955 157,607 Cars—Nov. 1, 1954 


— Automotive News Compilation 


AMC Gives Its Dealers 


Big Voice in Policy 


BOLD eight-point program de-| of cancellation grievances, unethi- 
signed to give dealers a greater cal sales tactics, new-car bootleg- 
voice in company policymaking, | ging, “overproduction” and fran- 
including the! chise duration. 

shaping of fran- | AMC thus becomes the first car 
chise agreements,| maker to announce an overhaul of 
was announced | franchise policies since the exten- 
last week by) sion of General Motors dealer con- 
George Romney, | tracts to five years. Other producers 
president of)also are contemplating changes. 


American Motors | 

Corp. | es new AMC program calls for: 
The program is 1. Establishment of a company- 

(Continued on Page 42, Col. 3) 


AMC’s answer to| 
Car Production 


such industry-| 
Slowing Down 


wide dealer sore-| 
spots as handling | 

By Martin L. Whitmyer 
Staff Writer 


GM Hearing | 
| (CESSATION of Saturday assem- 


Roundu 
p bly operations at three General 


@ How GM looks at distri- || Motors divisions plus work stop- 
bution. Page 2. | pages due to parts shortages at De- 
GM replies to dealers who || Soto, Chrysler division and Pack- 
testified at hearings. Page 2. | ard dropped weekly car output to 
Testimony on replacement | 168,467 units last week, or 5.9 per- 
parts program. Page 40. cent below the previous week’s 

a . | production of 178,409 cars. 
Automotive Washington }| Last week’s output was 164.9 
gives a personal look at || percent of Automotive News’ 
the windup of hearings. || three-year index, compared with 
Page 14. the 174.7 percent compiled the 
Curtice’s explanation of previous week. 
low dealer profits in 1954. Despite the cutback, car produc- 
Page 2. tion was running nearly 11 percent 
Head of independent deal- | above the 152,022 cars built during 
ers tells makers: “You || the same week a year ago, and bet- 
build ’em, we'll sell ’em.” || ter than 10 percent above the aver- 

Page 2. 


| age week of this year. The first 50 
(Continued on Page 45, Col, 3) 
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’ Executive Explains GM Policies .. . 








Hufstader’s Franchise Statement 


ee are excerpts from | 
a statement by William F. Huf- 
stader, General Motors vice-presi- 
dent-distribution, before the Senate 
Antitrust and Monopoly subcom- 
mittee: 

Several of the witnesses who have 
appeared before you have com- 
mented on the General Motors sell- 
ing agreement. The form of an 
agreement between a manufacturer 
and a retailer must necessarily de- 
pend upon the nature of the rela- 
tionship between them, and the 
rights and obligations of each. 

The word “retailer” is suscepti- 
ble of a fairly broad range of 
definitions. At one end there is 
the merchant who buys from a 
manufacturer or wholesaler one 
or a number of more or less 
standard items for resale—cloth- 
ing, furniture, groceries and the 
like. Such a merchant is practi- 
cally as well as legally independ- 
ent of the manufacturer. The 
latter is nothing more than a 
source. 

At the other end of the retail dis- 
tribution scale is the agency rela- 


Detailed Replies 
To 13 Dealers 
Presented by GM 


ASHINGTON.—Detailed rebut- 

tal was General Motors’ answer 
to dealer testimony before the Sen- 
ate antitrust and monopoly sub- 
committee. 

Here, in condensed form, are 
GM’s replies to 13 complaining 
dealers, as given to the committee 
by William F. Hufstader, distribu- 
tion vice-president: 

+ oo 

Epon C. Conrap 

Conrap Morors, INc. 

SPRINGFIELD, O. 

M NOTED that Conrad had been 

a Pontiac dealer from 1933 un- 
til Nov. 9, 1955. His total gain from 
Oct. 1, 1936, to Sept. 30, 1955, GM 
said, aggregated $723,606. 

The basis of GM’s complaint 
was Conrad’s sales performance. 
According to GM_ figures, his 
“efficiency” ranged downward 
from 85 percent in 1951 to a low 
of 64.5 percent in 1954. 

According to GM, Conrad had a 
“car loss” of 39 cars in 1951, 40 in 
1952, 75 in 1953, 100 in 1954 and 70 
in the first six months of 1955. 

* * ” 


* 


(Pontiac) 


Dg ghaley six followup meetings, 
GM said, Conrad failed to make 


progress. On July 7, 1955, Conrad 
(Continued on Page 41, Col. 1) 


Business 
Barometer 


Auto Production — 195,040 cars, 
trucks in week vs. 173,906 year ago. 

Business Failures—219 in week 
vs. 223 year before. 

Department Store Sales—Up 3 
percent from year before. 

Electricity Output—11,359 mil- 
lion kilowatt hours in week, up 18.2 
percent from year before. 

Jobless Claims — 
301,700 year ago.” 

New-Car Registrations—<6,042,- 
874 in 1955 to date vs. 4,529,539 
year ago. 

New-Truck Registrations —790,- 
157 in 1955 to date vs. 700,120 year 
ago. 

Oil Stocks — 257,693,000 barrels, 
a decrease of 46,000 barrels in week. 

Steel Output — 99.3 percent of 
capacity estimated vs. 101.1 percent 
week before. 

Used-Car Prices — $934 in De- 
cember to date vs. $943 in November. 

Wholesale Prices—i11.1 percent 
of 1947-49 index, unchanged from 
week before. 


238,800 vs. 


* + 


Common Stocks 


1955 
High 
13% 

101% 
54 
5 

15% 


Dec. Dec. 
14 7 
8% 8% 
885 92%, 
46% 47 
4% 3% 
W 9%, 


31.90 32.33 


Low 
8% 
66% 
43% 
2% 
9 


Am. Motors 
Chrysler 
GM 

Kaiser 

S-P 


Average 





tionship. Here the retail operation 
|is managed by the legal agent of 
the manufacturer. It may be a 
branch or a subsidiary of the man- 
ufacturer. An agent is neither prac- 
tically nor legally independent. 

* * + 


Mutuality of Interest 


| poe a practical standpoint the 
automobile dealer’s relationship 
to the manufacturer lies somewhere 
between these two extremes. Le- 
gally he is not the agent to the 
manufacturer. Yet, in his commu- 
nity he is looked upon as the manu- 





facturer’s “representative.” 

The goodwill and degree of busi- 
ness success he is able to earn in 
his community depends importantly 
upon the quality and value of the 
product with which the manufac- 
turer has provided him. Conversely, 
the good will and success the man- 
ufacturer enjoys are determined in 
substantial degree by how well his 
“representatives” —the dealers — 
perform their functions. 

Automobile an Unusual Prod- 
uct: Unlike thousands of items 
customers buy “off-the-shelf” 
every day, the automobile is an 
unusual product in a number of 
respects. This fact has important 
bearing upon the factory-dealer 
relationship. ... 

The facilities and organization 
required by the dealer to effectively 
display, sell and service automo- 
biles necessarily represent a sub- 
stantial investment. Similarly, the 
manufacturer requires substantial 
investment and an organization to 
design and produce progressively 
better cars in volume. 

In view of these unusual aspects 
of the automobile as an item of 
retail merchandise, it is evident 
that orthodox “off-the-shelf” mer- 
chandising methods are not appli- 
cable. Indeed, “department store” 
distribution of automobiles has been 


tried and each time has failed. 
ok a * 


The Franchise Relationship 


i THE automobile industry the 
franchise relationship has been | 
evolved as the approach best suited 
to our type of product and to the) 
mutuality of interests existing be- 
tween manufacturer and dealer. It 
|is designed to serve those interests 
|and the interest of the customer. 
The agreement sets forth the 
conditions governing the purchase 
at wholesale of automobiles by the 
dealer. The latter is obligated to 
purchase only when he places an 








a commitment to purchase is un- 
| doubtedly implicit 


|ment. The manufacturer, on the 


order, and not otherwise, although | such 


in the agree-|« 


}Other hand, has no obligation to! 


}sell until he accepts an order. 


| Again a commitment is implicit in| 


| the agreement. 


involves risk and this is as true 
| ot automobile retailing as it is of 


‘Curtice Says Flop 
Of Other Makes 
Hurt GM Dealers 


WASHINGTON. — Because the 
| cars offered by other makers lacked | 
‘appeal, the profits of General 
| Motors dealers suffered.a setback 
|last year, according to GM Presi- 
| dent, Harlow H. Curtice. 


Curtice put forth the cxnhuiabtéial 
| in testimony before the Senate anti- 
; trust and monopoly subcommittee. 
| He had been asked why, according 
| to GM’s own figures, return on 
investment went up for the cor- 
poration in 1954 but went down for 
| dealers. 
| Curtice said that the situation 
| reflected competition in the market- 
place. GM’s competitors in 1953 and 
1954 marketed products which were 
|not popular with the public. . 
Naturally, Curtice said, long 
trades elsewhere had an effect on 
GM dealer prices. It was a case of 
“circumstances beyond our control,” 
he said. 
| GM told the subcommittee that 
| reports filed “by dealers who did 85 
| percent of the volume in GM prod- 
jucts showed a net return on 
investment of 9 percent after taxes 
in 1954. For the same year, GM’s 
j|return was put at 23.5 percent. 





| Risks assumed. All enterprise | 


automobile manufacturing. The 
dealer, often assisted by the man- 
ufacturer, provides capital for his 
facilities. This investment in fa- 
cilities becomes a calculated risk 
for the enfranchised dealer. 

A greater risk assumed by the 
dealer is his complete reliance upon 
the manufacturer to supply him 
with a saleable product that has 
customer appeal. The dealer’s prof- 
its are satisfactory, or less than 
that, depending upon how well he 
controls his operating costs and 
expenses. But the opportunity for 
profit is created by the manufac- 
turer in the first place. Unless the 
manufacturer supplies a product 
that appeals, that has value, and 
sells in appropriate volume, there 
will be no profit for either. 

* * * 


Maker’s Risk Held Greater 


HE manufacturer bears these} 


| 





| Santa's ‘Little’ Helper— 


Elected “queen” of America’s Chrysler 
| dealers, Joi Lansing will help James Dunn 
as Santa in ‘There Is A Santa Claus,"’ one 





AMC Cuts Loss 
To $6.9 Million 


Cash Sales Increase 
Reported for Year 


DETROIT.—A net loss of $6,956,- 
425 for its first full fiscal year, 
ended Sept. 30, has been reported 
by American Motors. 

This compares with a net loss of 
$11,071,237 for the previous fiscal 
year, which included Hudson’s loss 
for only five months after the 
merger with Nash-Kelvinator. 

Sales in the 1955 fiscal year 
were $441,127,272, compared with 
$400,343,511 in the previous fiscal 
year, President George Romney 
said. 

AMC’s annual report attributes 
approximately 85 percent of the 
1955 loss to unusual expenses and 
low output during the first half, 
when car production was restricted 
by the consolidation of Hudson and 
Nash assembly plants in Wisconsin. 

In addition, it was said, stepped- 


same risks of investment and) of Chrysler's “It's A Great Life’ TV| up expenditures for tooling and 
ability to produce a saleable prod-| 


uct. In addition he assumes several 
other types of risk. One is high 
(Continued on Page 6, Col. 1) 


Senate antimonopoly subcommittee 
not to consider changes in the anti- 
trust laws that would permit auto 
manufacturers to cancel dealers 
who sell bootleg cars. 

The appeal was made on the 
final day of the subcommittee’s 
probe of General Motors by Ray- 
mond R. Dickey, of Danzansky & 
Dickey, general counsel of the 
NIADA. 

Dickey summed up his testimony 
by quoting Stacy Rowell, NIADA 
president, as saying, “You tell the 


|committee to let the automobile 


manufacturers produce all the cars 
they can—and we'll sell them and 
the public will buy them and no- 
body will get hurt except the fellow 


| who doesn’t know his business.” 


Discussing the reported remark 
of Senator Joseph O’Mahoney, 
chairman of the subcommittee, that 
perhaps some waiver of the anti- 


|trust laws should be permitted to 


stop bootlegging, Dickey said he 

was surprised that the subcommit- 

tee would give consideration to 

“special interest legislation.” 
* x 


+ 
E do not feel,” he said, “that 


the franchised autemebiie automobiles. We join him in this 


But we think the first step! 


dealer has a vested interest war- 


AMC Confirms Report 
Of New V-8 Engine 
DETROIT.—American Motors 

Corp. last week confirmed reports 





comedy shows, on Christmas Day. Co- 


| starring Michael O'Shea and Bill Bishop, 


the comedy shows are sponsored by 


| Chrysler Corp. and Chrysler dealers. 


NIADA Tells Makers: 
‘Build ’Em, We'll Sell "Em’ 


ASHINGTON.— The National | ranting the legislative protection of 


Independent Automobile Deal- | the Congress of the U. S. in selling 
ers Assn. has strongly urged the | automobiles. 


| 
| 





that it is tooling for an entirely | 


new V-8 engine. 

The company said details of 
the new engine program will be 
announced when production gets 
under way after the first of the 
year. 














“If the members of this commit- 
tee read the automotive trade 
press, you will have read of many 
complaints by dealers about 
‘shoppers.’ The fellow who tries 
to get the best price he can in 
the purchase of a new automobile 
is apparently looked upon with 
considerable disdain by many 
franchised dealers.” 

Dickey declared that it would be 


completely inconsistent of the anti- | 
monopoly subcommittee to perpetu- | 


ate a monopoly by tightening the | 


hold of the auto maker even more} 


strongly on the retailer and on the 
consuming public. 


He continued, “The consumer has 


started to do some shopping. Why | 
not allow him to shop as he} 
pleases and not attempt to restrict | 


the availability of merchandise into | 
the hands of a favored few.” 
* * * 


‘meow CURTICE, president | 


of GM, said to you yesterday | 
that he hoped there would be no 


Federal bureaucracy controlling | 


the production and distribution of 


hope. 
toward 


to any segment of the automotive 


industry.” 


He testified that it was tradi- 
tional in America that where ex- 
emptions to these laws are granted, 
the industries so excepted have 
been subject to Federal regulatory | 
boards so that the public will be| 
protected in the absence of com- 
petitive factors. 


Crowds Jam Los Angeles Show— 
Shown above is part of the crowd that attended the 11-day Los Angeles Interna- 


tional Auto Show which was held at Pan-Pacific Auditorium. 
“finest Auto Show ever seen on the West Coast” 


the 


It was reported to be 
and was sponsored by the Los 


Angeles Motor Car Dealers Assn. Charlies D. Elmendorf was show manager. 


it would be to give any| 
special privileges and special ex- | 
|emptions under the antitrust laws | 


additional facilities in product de- 
velopment programs totaled 
approximately $33 million in 1955. 

One of the 1955 costs was writing 
down Detroit plants made idle in 
shifting Hudson manufacturing by 
a charge of $12 million directly 
against earnings retained for use 
in the business. 

Net working capital was $62,- 
407,179 at the close of the 1955 

fiscal year, compared with $82,- 
084,505 a year ago. 

Cash was $37,859,347, compared 
with $45,402,788 and_ inventories 
were $89,553,762, compared with 
$80,616,002 a year earlier. 

AMC had bank loans cf $36,500,- 
000 on Sept. 30 and an aggregate 
bank credit of $73,000,000. Its loans 
a year ago were $29,200,000. 

AMC produced 153,522 cars in 
the 1955 fiscal year, or 34.7 per- 
cent more than in the preceding 
year, Romney said. Rambler pro- 
duction was up 140 percent, he 

said. 

Total unit output of appliances, 
including commercial products, was 
| up 18.1 percent, he said. Household 
| appliances were up 29 percent. 

Romney said this gain exceeded 
the increase for the appliance in- 
dustry as a whole. 


Abernethy Uppe 
‘To Head AMC’s 
‘Auto Marketing 


DETROIT. — Roy Abernethy last 
week was promoted to the newly- 
created position of vice-president in 
|charge of auto- 
|motive  distribu- 
tion and market- 
|ing for American 
Motors. 

Abernethy, 49, 
has been Nash 
|sales_ vice - presi- 
|dent since Octo- 
ber, 1954. In his 
| new post, he will 
coordinate the 
| sales programs of 
all American Mo- 
tors cars, a function carried out 
personally by President George 
|Romney during the reorganization 
period following the merger of 
Nash-Kelvinator and Hudson 19 
months ago. 

The Hudson sales division will 
continue under the immediate di- 
|rection of N. K. VanDerzee, vice- 
| president. A successor to Aber- 
nethy in the post of Nash sales 
vice-president will be announced 
this week. 

Abernethy served in executive 








Roy Abernethy 


%\ sales positions with Packard and 


| Kaiser- wae before jolaning Nash. 


‘Pa. H ouse » Vetoes 


License Fee Hikes 


| HARRISBURG, Pa. (UTPS) — 
| Measures to increase license fees 
of cars and light trucks, part of 
|Gov. George M. Leader’s proposed 
‘highway program, have been de- 
feated in the House. 

The proposal would have: hiked 
|!auto registrations from $10 to $15; 
|“R” trucks from $16.50 to $20.00; 
“S” trucks from $26.00 to $30.00, and 
“T” trucks from $35 to $40. Weights 
in each class would have been 
boosted 1,000 pounds. 
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By John O. Munn 





INCE publication of the last col-|car, walk around it and stretch 
umn, I have left my office in| before starting out again. 


Toledo and driven with my wife to} 


In addition to this switching of 


Los Angeles to visit our career | drivers every hour, you have addi- 


daughters for six weeks. 
We are often asked 
trip is not tiresome. The fact is, 


to us it is refreshing and relaxing. | 


You are in intimate contact with 


more people. You not only enjoy | 


visiting historic places and scenic 
splendors on the way, but you be- 
come more familiar with how peo- 
ple live. 

It is nice to visit towns and 
cities that have been, to you, only 
spots on the map. It is informing 
to observe the various occupa- 
tions of people and natural re- 
sources in different areas of our 
country. It is interesting to take 
different routes each time. It is 
also interesting to take the same 
route to see the road develop- 
ments and the development of 
commerce on the highway. 

It is a trip of 2,700 miles one way. 


Would that scare you out of at-| 


tempting to negotiate it? Perhaps 
I would never attempt it if I felt 
pressed to drive on a schedule and 


reach my destination on a certain | 


day. I would take a train or a plane 
instead. 

But I will let you in on a little 
secret. We get up by preference 
early every morning. The world is 
particularly beautiful early in the 
day. There is little traffic. You get 
a little breather before breakfast. 
You always find good eating places 
along the road. 

* * * 
Share Driving Chore 
HEN when we start out, we 
switch drivers religiously every 
hour. One doesn’t realize how re- 
freshing it can be to get out of the 


Dealers No. 1 
Economic Worry, 


Banker Says 


MILWAUKEE.—Francis J. Con- 
way, president, American Industrial 
Bankers Assn., has rated the auto 
dealer situation as the No. 1 prob- 
lem in the present economy. 

Speaking at the convention of the 
Wisconsin Assn. of Finance Com- 





panies, Conway predicted that more | 


dealers will “go under” in 1956 than 
in 1955. 

Another speaker, Thomas W. 
Rogers, Chicago, executive vice- 
president, American Finance Con- 
ference, said that the pressure in 
the race between auto manufac- 
turers is forcing small dealers out 
of business. 

The trend, as Rogers sees it, is 
toward fewer dealers and elimina- 


tion of independent manufacturers. | 
other speakers at the} 


However, 
convention saw unabated high new- 
car production and sales as they 
forecast that the national prosper- 
ity would continue at least through 
1956’s first half, some thought it 
good until at least 1958. 


Index 
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if such a}! 


| tional breaks at mealtimes and for 
stopping at service stations. But if 
you are to take a trip and really 
feel relaxed and refreshed, it is 
necessary that you make this 
change of drivers each hour a 
ritual. 

So often one will decide to drive 
a little bit longer or drive to the 
next town. If you slip out of the 
routine, you will find yourself 
driving half a morning or after- 
noon. This does become tiresome 
| even though you don’t immedi- 
| ately feel it, but after you go to 

sleep at night, you see telephone 

poles flashing by in your dreams. 

Getting up early in the morning 
not only rewards you with a fresh 
new start, but it permits you to 
begin looking for a motel by 3 or 4 
o'clock in the afternoon. There are 
beautiful motels, and, although we 
have never had an advance reser- 
vation in all of our transcontinental 
trips, we have never been disap- 
| pointed. 

Of course, the early birds get the 
best choice. The newest and most 
modern motels are the first ones to 
hang up the “No Vacancy” sign. 
By arriving early in the afternoon, 
| you get the choice accommodations. 
| Then, too, early arrival has an- 
| other benefit. You can clean up and 
|rest a little before going out to 
| dinner, have your car serviced, look 
over the community or talk to fel- 
llow travellers, and_ still return 
early. We never drive at night, nor 
|do we ever exceed the speed limit. 
|We make much better time and 
| have more fun than people who 
|seem always to be in such a hurry 
land turn a pleasant tour into a| 
| race. 





Tighter Credit Reports 
Fail to Alarm Ottawa 


OTTAWA.—Dealers here re- 
portedly are not alarmed by re- 
ports that credit will soon be 
tightened. The rumors were 
started after secret talks by rep- 
resentatives of the Bank of 


Canada and chartered banks, | 


which loan money to auto finance 
firms. 


Several dealers said they ex- 
pected that most customers will 
overcome the handicap by buying 
lower-priced cars and by offer- 
ing more cash. One dealer said 
that the sales of higher-priced 
cars may be slowed down in the 
spring because of the switch to 
the cheaper cars. 





Freed Sees Industry Relations at Crossroads. . . 


Revision of Franchise 
Is Termed a Must 


SALT LAKE CITY. — Factory- 
|dealer relations are at the cross- 
|roads, but are on the right track, 
| the Utah Automobile Dealers Assn. 
was told in its convention here by 
Charles C. Freed, president, Freed 
Motor Co. (DeSoto-Plymouth) and 
NADA past president. 

Freed, referring to the General 


Motors Corp. hearings, said 
“NADA is doing its job.” He 


added that NADA wants only 
equity in its relationship with 





Ashton Heads Utah Dealers— 


manufacturers. “We are asking 
for a two-way street in this busi- 
ness,” he said. 

“We should stop seeking Utopia 
and get down to practical working 
arrangements. A new factory-dealer 
agreement for all factories is a 
must,” said Freed. 

He called for an agreement by 
the factory to buy out a dealer 
when another one comes into the 
Same area and an agreement to 
help the dealer clean up old models. 

P. E. Ashton (Buick-Chevrolet), 
Provo, is the new president of the 
association. Other officers are: Wil- 
liam T. Ralph (Chevrolet), Salt 
Lake City, first vice - president; 
Stanley Bradshaw (Buick-Chevro- 
let), Cedar City, second vice-presi- 
dent; William H. Slaugh (Cadillac- 
Pontiac), Vernal, third vice-presi- 
dent; Paul Harmon (Buick-Pon- 
tiac), American Fork, treasurer, 
and Edmund Browning (Buick), 
Salt Lake City. 

Directors are Dean A. Ander- 
son (DeSoto- Plymouth), Provo, 
Melvin R. Ballard (Nash), Salt 
Lake City; A. W. Barlett (Chrys- 
ler- Plymouth), Ogden; L. A. 
Bundy (Buick), Logan; Vern 
Davis (Oldsmobile-Willys), Price, 
and Paul Vincent (Ford), Provo. 

L. L. Colbert, president, Chrysler 

Corp., was principal speaker at a 
luncheon which also was attended 
by 300 members of the Chamber of 
Commerce. 

Colbert said production of eight 
million cars this year would make 
1955 the biggest year on record. He 
said economists say that all indi- 


Pete E. Ashton, center, Salt Lake City, has been elected president of the Utah Auto- | cations point to 1956 being just as 
mobile Dealers Assn. William T. Ralph, left, was named first vice-president, and| 00d and possibly better. 
Elias J. Strong, right, Salt Lake City, executive vice-president. 





Hearings Set in Minneapolis . . . 





Dealer Fights License Loss 





a * * 

Florida Vs. California 
| HOSE of you, who know we have | 
| spent much time in the past in| 
Florida often ask about the differ- 
|ence between Florida and Califor- 
nia. Now, we have a real reason) 
for going to California and we are 
|enthusiastic about it, but we are 
'still very loyal and enthusiastic 
about Florida. I always have felt 
that Florida is a place where I can 
get real rest and relaxation. 

One should never compare the 
vacation opportunities of the two 
| states. Both are wonderful as tour-| 
ist attractions, and both have de-| 
| veloped wonderfully from the eco- | 
nomic standpoint. 
When I first went to Florida, | 
there were but a few flea-bitten, | 
half-sized cattle. Now it is one of 
our largest beef-producing states. 
Its principal crop was citrus 
fruit. It was seasonable business, 
and when the supply was too 
great, the market would go down | 
and the orchardist would lose | 
| money. Now this is all changed. 
| Concentrates have made citrus | 

fruits a year-around business, 

and the producers stand little 
chance of a setback. 

Florida is a land of sand, sea-| 


| 
| 
| 


| shore and sunshine. There is not) 
|much variety in the scenery, but it| 
| is closest to three-quarters of the | 
population of America. It is certain 
|to be a winter vacation spot for| 
|more and more people. California | 
|has its ocean beaches, too, but also | 
| has mountains, deserts and tropical | 
| valleys. 


| There is 


just no comparison. | 


By Donald M. Lyons 
Staff Correspondent 

MINNEAPOLIS. (UTPS) 
Pentel Pontiac, Inc. has been 
granted a temporary restraining 
order preventing the Minneapolis 

City Council from revoking the 
firm’s used-car dealer license after 
the Council had voted for revoca- 
tion on recommendation of the 
license committee. 

Council action followed a com- 
mittee meeting at which com- 
plaints relating to the company’s 
dealings with customers were 
aired. The restraining order, 
signed by District Judge Paul S. 
Carroll, set a hearing for today 

(Dec. 19). 

Pentel was charged with misrep- 
resenting a used car as a demon- 
strator and with holding a cus- 

tomer’s potential tradein against 
the customer’s wishes. Ervin Pen- 
tel, owner of the firm, denied both 
charges. 

Earlier, counsel for Pentel told 
the license committee that dealers 
face “absolute disaster” because the 


| committee “does not have adequate 


provisions for hearing testimony.” 
He argued that “legitimate” com- 
plaints should be heard in court, 
not before the committee. 


Alderman Frank Moulton replied 
that the manner in which a dealer 
conducts his business is a matter 
for the council to decide. Moulton 
said he had had calls from new- 


formed by a Pentel employe the 
purchase could not be financed. She 
said her potential tradein was 
taken by the firm and she was told 
she would have to buy another car. 

It was brought out that Pentel 
returned the original tradeins to 
both customers after Pentel was 
informed that they had complained 
to the police license inspector’s 
office. 

Pentel is the second Minneapo- 
lis new-car dealer to have its 
used car license revoked. Earlier 
the council sought to terminate 
the used-car license of River Lake 
Motor, Inc. (Chrysler-Plymouth), 
but District Judge Leslie L. An- 
derson has ordered that the 
license remain in effect pending 
trial of the matter. 

At least three used-car dealers 
in the city also have had their 
licenses revoked for violating sec- 
tions of the local used-car sales 
ordinance. 














came to a head 


could have been 


Clare Briggs, 
president, point 


On the House . 


Senate GM hearings aftermath: If as much time 
and effort had been put into the problem before it 


for the hearings, endless time and paper work 


Lee Thomas has named Jim Scherrman general 
chairman of Iowa dealers’ 1956 convention. .. . 


sports car racing than see major league baseball. 





\R. I. Buyers Cross 
State Line to 
Avoid Sales Tax 


PROVIDENCE. (UTPS) 
About $20,000 in use taxes has been 
dodged by Rhode Island citizens in 
the last 14 months by purchasing 
cars outside the State, according to 
State Tax Administrator Fred M. 
Langton. 

Langton said there is nothing in 
the Rhode Island law to prevent 
registering a car here whether the 
use tax is paid or not. He asked 
budget officers for more inspectors 
in his department to check viola- 
tions of the state sales tax law by 
people who buy cars outside Rhode 
Island. 

The Rhode Island Automobile 
Dealers Assn. and State Senator 
C. George DeStefano, head of 
County Motor Sales, has sponsored 
legislation for many years to give 
car buyers credit for tradeins when 


| paying the 2 percent sales tax. 


The association reports that 


| Rhode Island is losing substantial 
|sums of money because of these 


sales by Massachusetts and Con- 
necticut dealers who openly adver- 
tise Rhode Island buyers can pur- 
chase cars without paying the tax. 






as was put into the preparations 


avoided by all sides . . . President 


Chrysler division’s sales vice- 
s out that more people watch 
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|ear dealers complaining that 














Dealer Ad Ideas 
Dealer Business Counsel 
Editorial 


| Both of them are wonderful places. | 


| “sharp” dealers were undermining 
Those of you who have travelled to the business and urging that the 


; ... Al Harris, general manager of Ed James 
, Buick, Los Angeles, says his firm expects to de- 
Wemhoff 


Highway and Safety News owed ee — =| “horsetraders” be put out of busi- liver over 6,000 Buicks in 1955. Is this the record 
“te | won derful things to see in America | ®¢8*- ; : for new-car deliveries? . .. Eastern dealer reports ‘ 
ites Waaieetn lthat it will be a long time before | One Pentel customer testified | that, of eight factory reps calling on dealers to promote the sale of 


safety belts, not one of these reps’ cars was so equipped... . 

Nice touch in Christmas letter from Walter Heiby, president of 
Precision Equipment Co., Milwaukee, who after citing his many bless- 
ings over the years, ends with this: “Today I am sending another 
letter to Santa Claus. I am asking him to forget about me this year 
but to bring to you whatever is closest to your heart and, above all, 
the peace*and quiet of this wonderful season.” That goes for me and 
all of us here at Automotive News, too. 


Obituaries 
Personnel (Factory) | 


that he bought a car from the 
firm which showed 134 miles on 
the speedometer. He later learned, 
he said, that the car, which was 
represented to him as a demon- 
strator, had more than 5,000 miles 


|we decide on a trip abroad. 

| I have written quite a few col- 
/umns in advance on subjects that} 
lare always timely. My office will | 
Production by Makes take care, as usual, of any com-| 
Registrations, Cars, Trucks | munications and is in constant} 
Service Briefs | touch with me. Now I want to wish | 
Service Highlights }you all a Merry Christmas and a; 0m it, 

Turnings |Happy and Prosperous New Year.| Another Pentel customer said she 
Washington Column \I will see you at the NADA con-' arranged for financing for a 1953 
‘vention at Washington. {model used car and then was in- 


| 
Prices, New-Car 
Prices, Used-Car, Averages 


—Pete WemMuorr, Editor, 
Automotive News 
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July Discounts in December .. . 


Dealer Blues Echo in Northwest 


PORTLAND, Ore—Long and| 
loud lamentations are being heard | 
from dealers in the Portland area. 


An intensive study of dealer- 
ships in all lines shows a picture 
somewhat different from the big 
prosperity pitch coming from De- 
troit. 


A few of the dealers are passing 
last year’s sales, but they are 
applying all the pressure at their 
command in order to do it. Top 
dealers are quick to point out that 
car selling is a. business where 
some of the pressure has to be 
saved for the stretch drive. 


“We are now giving July dis- 
counts,” said a leading Ford dealer. 
“That's keeping up to last year’s 
pace—maybe a little ahead of it. 
But what are we going to do with 
these cars next summer? Sell ’em 
at cost?” 


“I don’t know what’s the matter 
with the buying public,” said one 
of the largest Plymouth dealers. 
“Our sales are down 25 to 30 per- 


New-Car Stocks 
Climb to 709,000 
For Winter Peak 


(Continued from Page 1) 


complain that farmers are on a 
virtual buyers’ strike. The farmers 
themselves are trapped in a price 
Squeeze that has cut their income. 


But many dealers are loathe to 
put the full blame on consumers. 
They feel the onus should be 
placed on those in the trade who 
indulge in wild advertising and 
tricky offers. 


“Because of stupid advertising,” 
says one dealer, “the public is con- 
scious of being kidded about prices 
and doesn’t like it.” 


Says another: “Every dealer 
seems to be offering silly prices on 
the customer’s used car as a 
tradein.” 


Still another dealer says that 
lagging sales are the result of “in- 
debtedness of present owners and 
general opinion that the ’56s are 
warmed-over models and that this 
is not the year to buy.” 


New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Total 
Potential 
Inventory 
Stocks 
440,254 
434,136 
407,880 
400,042 
404,788 
545,041 
448,306 
370,202 
255,968 
267,762 
258,577 
296,391 
339,674 
302,036 
277,962 
174,086 
226,091 
322,556 
399,394 
363,247 
374,971 
412,035 
476,211 
535,182 
588,081 
537,046 
562,498 
599,319 
589,069 
579,937 
606 ,387 
459,876 
464,725 
526,776 
573,122 
605,911 
607,275 
565,719 
508,165 
447,854 
406,054 | 
296,469 | 
157,607 
265,153 
362,381 | 
462,673 
562.655 


643,538 | 

763,041 | 

848,498 

$13,591 

806,947 

713,264 

538,375 | 

- *569,335 

632,289 709,689 | 

t Field stocks include cars actually at) 

dealerships, those warehoused by dealers) 
and factories, and demonstrators. 

* Revised. 


Cars In 
Transit 
to 
Dealers 
188,500 
158,000 
160.200 
160,400 
89,900 
138,500 
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$25 Truck Bonus 


cent. We are giving midsummer 
overallowances and applying twice 
the usual pressure on the market 
in order to move cars—everything 
from phone campaigns to door 
knocking. 

“We probably have high-pres- 
sured some of our usual summer 
buyers into buying early.” 

Said a longtime Chevrolet dealer: 
“This year we have to sell two cars 
to make the profit we normally 
make on one. This business is 
turning into a battle for survival 
and some of the dealers are going 
under. 

“Wholesaling, bootlegging and 
high pressure from the factories 
have made it almost impossible for 
a dealer to maintain service fa- 
cilities. In all my years in the busi- 
ness I have never seen dealers as 

worried and perturbed as they are 
today—and that includes the de- 
pression years.” 

Big Three dealers agree that the 
industry is looking too high in es- 
timating sales for ’56. They say 
some are being pressured into tak- 
ing more cars than they can handle 
in order to hold their franchises. 

A leading retailer summed it 
up this way: “This is the fac- 
tory’s doings and it’s a policy 
they are going to have to swallow 
someday. What they forgot is 
that we borrowed on the 56 
market to make '55 sales what 
they were.” 

In summary: Other Christmas 
sales are up; unemployment is on 
the increase; families are making 
readjustments as purchasing power 


Arkansas Seeks Separate 


drops; dealer inventories are high, 
and dealers definitely do not share 
Detroit’s optimism. 


Diamond T Sale 
To White Motor 
Blocked by Bohn 


CHICAGO.—Sale of the Diamond 
T Motor Car Co. to White Motor 
Co. fell through last week when 
the transaction failed to win ap- 
proval of two-thirds of the Dia- 
mond T stockholders. 

Mainly responsible for blocking 
the sale were the 137,500 shares 
held by Bohn Aluminum & Brass 
Corp., which favors a merger of 
Diamond T with a Bohn subsidiary. 
Bohn owns Reo. 

Besides the Bohn holding, only 4 
percent of the company’s 421,259 
shares outstanding voted against 
the White offer. Diamond T said 
all but one of its directors favored 
the merger with White. 

When the White offer was first 
made, Bohn only held 50,500 sahres 
of Diamond T but later it pur- 
chased an additional 87,000 shares. 
White offered about $8.5 million for 
Diamond T, which would have been 
operated as a White division. 

Diamond T management said the 
company would continue its inde- 
pendent operation, encouraged by 
a recent return to profitable oper- 
ations with the introduction of a 
new truck line. 


Financing .. . 


Insurance ‘Packages’ Hit 


By Inez H. McDuff | 
Staff Correspondent 

LITTLE ROCK, Ark.—Harvey G. 
Combs, State insurance commis- 
sioner, will recommend to the 1957 
Legislature that insurance writing 
be separated from the automobile | 
finance and automobile sales busi- | 

nesses in Arkansas. 

He said investigations by his 
own and other State agencies 
have convinced him that the 
“package deal” of automobile 
financing and insuring is not in 
the best interest of the public. 
“Insurance agents don’t finance 

or sell automobiles,” Combs said, 
“and I see no reason why the re- 
verse should be true. Four or five) 
insurance companies operating in| 
Arkansas have been misclassifying| 
and overcharging car buyers for} 
insurance on so-called ‘package | 
deals.’” 

Combs’ department recently di-| 

rected Service Fire Insurance Co. 
of New York to refund overcharges | 





For Each Sale | 


Offered by Dodge | 

DETROIT. — A $25 bonus has| 
been offered to salesmen for each 
Dodge truck sold between Dec. 10, | 
1955, and Feb. 29, 1956. The offer | 


applies to all models through two- 
ton trucks. 


This announcement was made} 
last week on a closed-circuit TV | 
show in 30 cities by Byron Nichols, | 
Dodge general sales manager. Amid | 
cheers by dealers and salesmen, | 
Nichols emphasized that the bonus | 
would be paid by the factory. 


Nichols also told some 500 De-| 
troit-area salesmen and dealers) 
that if the dealer would pay an | 
additional $20 bonus for each “con- 
quest truck sale” to his salesmen, 
the factory would pay half of this 
extra bonus. 

He urged the dealers to get 7 
| percent of the auto sales in their 
territory and 15 percent of the 
truck sales. The show originated 
from New York. 


on collision to 17,000 Arkansas 
policyholders. 

He said his investigation 
showed that the firm has over- 
charged 70 percent of its Ar- 
kansas policyholders by as much 
as 30 percent. The company is 
owned by Universal C. I. T. Corp., 
Combs said. 


Combs said new car purchasers | 


| frequently depend on auto salesmen | AUTOMOTIVE News compilation. 


or sales managers to give them the 
figures on both the car financing 
and insurance premiums, and the 
purchaser is told only that his pay- 
ments “for everything” will be a 
certain amount. 

“The purchaser often doesn’t 
know what kind of insurance he 


has,” Combs continued. “He doesn’t | 


know what portion of that lump 
| sum goes for principal, interest or 
insurance premiums. 
quently he thinks he has liability 
| insurance, but hasn’t. Usually all 
he has is collision insurance.” 








Quite fre-| 
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iakiain Dealers Honor Hayse Tucker— 
Hayse Tucker (Ford), second from left, Tuscaloosa, Ala., receives plaque recognizing 


him as “Mr. Alabama Automobile Dealer 
Automobile Dealers Assn. of Alabama. 


From left: 


for 1955" at the annual convention of the 
S. E. Mary, Troy; Tucker; Judge 


Robert T. Simpson, Alabama Supreme Court Justice; Don Maring, Birmingham. 


Yule-itis Again Hobbles 
U.C. Market; Stocks Up 


By Robert M. Lienert 
Associate Editor 

OU can’t shoot Santa Claus, 

dealers admit, but they agree 

that the bewhiskered gent has done 
a good job of shooting the used- 
car market. 

With Christmas shopping exer- 
cising prior claims on family 
cash, used-car movement has 
been sharply curtailed, field re- 
ports to Automotive News in- 
dicate. 

Used-car sales, dealers say, hit 
the skids during November—as ’56 
models took over the showroom 
spolight— and are remaining de- 
pressed this month as the holidays 
approach. Few expect any improve- 
ment before the turn of the year. 

* * ed 

TOCKS of unsold used cars in 

the hands of franchised dealers 

amounted to an average 35-day 
supply as of Dec. 1, according to an 


Only 30 days earlier, on Nov. 1 
used-car stocks had reached the 
year’s lowest point—an average 
supply good for 24.1 days. 

On only three other census points 
during the year had used-car stocks 
been higher. On March 1 the aver- 
age supply was 39.8 days, on Feb. 1 

it was 36.2 days and on Oct. 1 it 


|was 35.3 days. 


x * * 
TOCKS have fallen below the 
theoretical 30-day limit this year 
only on the month-openings of June, 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. 


Dec. 14 
(Sold 88 cars out of 186 offerings.) 
BUICK—’55 Special Riviera, $2,000*. 
’54 Century Riviera, $1,550* (ps); 
Super Riviera, $1,510*; 4-dr., $1,- 
445* (ps); Special Riviera, $1,475*; 
2-dr., $1,355*; 4-dr., $1,350*. ‘’53 
Special Riviera, $880*; 2-dr., $860. 

*50 Special 4-dr., $170. 
CADILLAC—’55 (62) coupe, $3,525* 
(ps). °53 (62) 4-dr., $1,700* (ps). 

"52 (62) 4-dr., $1,250*. 


CHEVROLET—’'55 Two-ten 
$1,320, $1,300; 4-dr., 


(8) 2-dr., 
$1,300*. '54 Bel 
(8) coupe, $1,130*; 2-dr., $1,- 
050*, $925*; conv., $990; Two-ten 
2-dr., $990, $920*, $890*. ‘53 One- 
fifty station wagon, $740, $700; 2-dr., 
$625*; 4-dr., $510. '51 SL Deluxe Bel 
Air, $500*; club coupe, $355. '50 SL 
Deluxe 2-dr., $230. 
CHRYSLER—'53 Windsor 4-dr., $705*. 
"52 Windsor Sport coupe, $525* (ps). 
DeSOTO—’'54 Fire Dome (8) 2-dr., $1,- 
060* (ps). '53 Fire Dome (8) 4-dr., 
$645*. "52 Custom 4-dr., $375*, $320. 
DODGE—’'54 Coronet (8) 4-dr., $800°*. 
*53 Coronet club coupe, $650. ‘52 
Wayfarer 4-dr., $380. '51 Sport coupe, 
$275". 
FORD—’'55 Country sedan, $1,720, $1,- 
690°; Fairlane (8) 2-dr., $1,510*; 


Air 





Sale every Wednesday.) 


Custom (8) 4-dr., $1,275; Custom 
(6) 2-dr., $1,160; %-ton pickup, $900. 
’54 Main (8) Ranch Wagon, $1,125*; 
Custom (8) 2-dr., $940*; Custom (6) 
2-dr., $835. °53 Crest (8) Victoria, 
$815; 2-dr., 2 at $755; 4-dr., $780; 
Custom (8) 2-dr., $675; Custom (6) 
2-dr., $600, $500; Main (6) 4-dr., 
$520. "52 Main (8) station wagon, 
$585; 4-dr., $460*; Main (6) 2-dr., 
$380. '51 2-dr., $205. ’50 2-dr., $100. 

HUDSON—’52 4-dr., $250. ‘51 4-dr., 
$240. 


LINCOLN—’55 Capri 4-dr., $2,085*. 


MERCURY—’55 Montclair Sport coupe, 
$2,100* (ps); Custom 4-dr., $1,425; 
2-dr., $1,410. ‘'54 Custom station 
wagon, $1,400*; Monterey 4-dr., $1,- 
335*; coupe, $1,215*; 4-dr., $985; 
2-dr., $1,040. °52 Sport coupe, $125*. 
"51 4-dr., $440; club coupe, $255, 
$125. °50 club coupe, $125. 

OLDSMOBILE—’55 (98) conv., $2,420* 
(ps); (88) Holiday, $2,260*; 4-dr., 
$1,935*, $1,880* (ps). °54 (88) Holi- 
dav, $1,700*; 4-dr., $1,460*. 

PACKARD—’53 4-dr., $600. 

PLYMOUTH—’55 Plaza (6) 2-dr., $1,- 
074. 

PONTIAC—’55 Chieftain (8) Catalina, 
$1.650*. '54 Chieftain (8) 2-dr., $1,- 
000*. °53 Chieftain (8) Catalina, 
$915*; 4-dr., $840*, §810*; 2-dr., 
$800*. °52 Chieftain (8) 2-dr., $465*. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 34, 35, 36, 37 





July, August, September and 
November. 


Aside from the seasonal factor 
in used-car sluggishness, dealers 
cite the following reasons for 
slow going: Ease of buying new 
cars, bad weather, reduced in- 
come of prospects, lack of equity 
for trading, lack of clean pieces 
and the inflated inventories them- 
selves. 

Dealers in rural areas feel that 
the most important factor in cur- 
tailed used-car movement has been 
plumeting farm income. Farmers, 
they say, just aren’t buying hard 
goods. 

Several dealers cited finance 
problems—money in scarce supply, 
tightened credit and increasing in- 
terest rates—as the prime obstacle. 

* * ~ 

Des the gloomy outlook on 
j the retail scene, the average 
| prices of used cars sold at whole- 
|sale auction last week showed an 
increase—the first in three months. 


The overall average price went 
up $7 to $934, according to Auto- 
motive News’ index, with four in- 
dividual models gaining and four 
losing. 

Advancing in price were: ’56s, up 
$75 to $2,390; ’54s, up $18 to $1,153; 
49s, up $5 to $184, and ’52s, up $1 
to $526. 

Hit by lower average prices were: 
50s, down $4 to $260; ’51s, down $6 
to $370; ’53s, down $11 to $780, and 
55s, down $22 to $1,808. 


Rambler Prices Up 
$36 to $197, Now 
Start at $1,795 


DETROIT. — An advertised-de- 
livered price range of $1,795 to 
$2,295 was established last week 
for five 1956 models of the Nash 
and Hudson Rambler. The new 
price tags reflect increases of $36 
to $197 over those for comparable 
1955 cars. 


The lowest-priced Rambler now 
is the Deluxe four-door sedan at 
$1,795, up $100 over the correspond- 
ing 1955 model. 


The ’55 price leader was a two- 
door sedan at $1,585. There are no 
two-door Ramblers for 1956. 


The Super four-door sedan is 
priced at $1,905, up $107 from the 
1955 level, and the Custom four- 
door sedan at $2,025, up $36. The 
Custom four-door hardtop, which 
had no ’55 counterpart, is $2,190. 


The Custom Cross Country four- 
door station wagon is $2,295, up 
$197. A unique four-door hardtop 
station wagon is scheduled for later 
introduction. 


Hydra-Matic on the Rambler is 
priced at $188.30, up $9.45. Equip- 
ment not previously available in- 
cludes power brakes, which are 
standard on cars in the Custom 
series and $29.50 on other models, 
and power steering, which is of- 
| fered on all models at $79.50. 
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It was lived one thousand, nine hundred and fifty-five years ago. It has 
passed from generation to generation, told and retold and told again 
through nineteen and one-half centuries of time. It has never grown old. 
Now is the season of this ageless Christmas story. Perhaps we all would find 
e new meaning in our observance of the season if we set aside a moment 


. for a simple rereading and remembering of this greatest story ever told. 
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We of Associates 
extend every good wish 


awvwuvU ef 
i? 

at 

ee 


~« to you and yours 
“ at this 1955 
Christmas time 





Associates Investment Company 

Associates Discount Corporation ' 

Emmco Insurance Company . 
South Bend, Indiana 


"Poe 
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AUTOMOTIVE NEWS, DECEMBER 19, 1955 


Executive Explains GM Policies . 


Hufstader’s Franchise Statement 


(Continued from Page 2) 


annual tooling costs. These can be 
recouped only if the product is 
properly priced, if it is accepted by 
the public, and if the enfranchised 
dealer efficiently sells and services 
the product. 


Other obligations of the manu-| 


facturer flow from the warranty of 
his product and from legal liabili- 
ties in the event a defective part 
or careless workmanship in the 
assembly of the product results in 
property damage or personal in- 
jury. The manufacturer is liable 
even if a supplier is solely respon- 
sible for the faulty part. 

... It is clear that the manu- 
facturer assumes the greater risks 
and bears the ultimate responsi- 
bility to the customer. It is the 
manufacturer who creates the 
franchise in the first place. Hence 
he should be in the position to 
dispose over it, while affording 
reasonable protection to the 


' There you see him 
of the 25th are thro 
and even refreshedsfrom his trip 


around the w9 
It’s Overdriyé 
Yep! San 
Donner, 


* LU 


| dealer for his investment and 
| his business. 

This ability to dispose cannot in 
any sense be shared with the dealer. 
The manufacturer must be in a 
| position, based on his judgment 
|and on his judgment alone, to re- 
tain a franchise, to grant it, or to 
| withdraw it. 
| ,.,. The emergence in our indus- 
try of the one-year franchise was, 
in our opinion, a logical and sound 
| development. We. are still of that 
| opinion, despite the offer now out- 
|standing with our dealers to ex- 
|tend the term of current one-year 
| agreements to five years. It is un- 
| necessary to repeat the reasons for 
|this offer, already outlined by Mr. 
| Curtice. 

* * * 


|Factory-Dealer Relations 


oo of Factory-Dealer 
| Relationships: (Hufstader, who 
| became Buick general sales man- 
lager in 1933, described the resur- 


PAH 


axed 
UU 


d. Know his secret? 


ed an Overdrive to 


Sioa d even Rudolph. 


His trip was smoother, far less 
. vibration... and he got better mileage 
out of those Bucks, less wear 


Be a Santa for your customers. Let 


Overdrive, Demonstrate it for them. 
It’s one of the finest “gifts” any 


desire. 


gence of the division under Harlow 
H. Curtice. Curtice, he said, built a| 
strong dealer organization by be- | 
coming personally acquainted with} 
“virtually every Buick dealer in the | 
country.” 

(Today, this interest in the dealer 
pervades the entire GM organiza- 
tion, Hufstader said.) 

Postwar Problems. Before the | 
war our job at Buick was to cre- 
ate profit opportunities for our | 
dealers, by giving them a sale- 
able product and assist them in 
merchandising and servicing it 
effectively. This job was success- 
fully accomplished. 

In the immediate postwar years 
our problems were of quite a dif- 
ferent nature. A pent-up demand 
for automobiles of unprecedented 
magnitude had built up through the 
five war years when the industry 
was out of production. Anything 
with four wheels could be sold... . 
The majority of dealers attained 


economic in those 
years. 

The manufacturer’s responsibility 
in this situation, as we saw it at 
Buick, was to do what was neces- 
sary and appropriate under the law 
and within our franchise relation- 
ship with the dealer, to prevent 
abuses damaging to the customer. 
. . . In several instances we found 
if necessary to withdraw our fran- 


independence 


chises where transgressions had}! 


gone beyond the bounds of good 
business conduct as defind by the 
selling’ agreement. 
* ae * 

Territory Security Dies 

N NOVEMBER, 1948, Mr. Curtice 

moved to Detroit as executive 
vice-president of General Motors. 


| Among his responsibilities in this 
|capacity were the central 


office 
general staff functions, including 
distribution. I moved to Detroit 
from Buick with Mr. Curtice as 


vice-president in charge of the dis- | 


tribution staff. 

The first major problem we en- 
countered in the distribution area 
had to do with the dealer’s so-called 
“territory security.” As you know, 
the provisions in question were re- 


~~ ANTA 
REALLY 
GOT WISE 


moved from the selling agreement 
in 1949. 

In General Motors we were ex- 
tremely reluctant to take this step, 
However, we were admonished by 
| counsel that with the trend of judi- 
| cial interpretation of existing laws, 
|we had no other choice. Mr. Cur- 
tice foresaw the problems thig 
would create. 

(In speaking of exorbitant 
charges for cars in the immedi- 
| ate postwar era, Hufstader said 
that many persons blamed the 
factories. He pointed out that 
“our lawyers advised us that we 
could not legally determine the 
| price of cars sold by dealers at 
retail.) 

(Hufstader mentioned price packs 
in the current market, saying: 
“Again the manufacturer is power- 
less under the law to remedy this 
situation,” he said.) 

Another practice opposed by man- 
ufacturers, as it is by many dealers, 
is bootlegging. I am sure you know 
what this term means as applied to 
automotive retailing. 

In this instance we in General 
| Motors went so far as to request 
approval of the Attorney General 

for a provision in our selling agree- 
|ment that would have given us the 
option to repurchase from the 
| dealer any cars which he wished to 
dispose of through wholesale chan- 
nels. 

| (The request was refused, Huf- 
stader said.) 


* * * 


Buy-Back Plan Offered 


ESPITE all of our efforts we 
continued to receive complaints 
about this situation. It remained a 
matter of prime concern to us. Ac- 
cordingly, on Jan. 14, 1955, a letter 
was sent by Mr. Curtice to all Gen- 
eral Motors dealers embodying the 
same proposal as was incorporated 
in the clause submitted to the At- 
torney General without, however, 
making it mandatory as far as the 
dealer was concerned. 
I should emphasize in this con- 
| nection that we were not propos- 
ing to interfere with retail sales, 
recognizing as we did, that under 
the law the dealer can sell at re- 
tail to anyone—anywhere. 

Mr. Yager (M. H. Yager, Albany, 
N. Y., a Pontiac dealer) and other 
witnesses appearing before you 
voiced complaints concerning terri- 
|tory security, price packing and 
| bootlegging. Like many other deal- 
|ers, and despite anything we can 
say, Mr. Yager appears to be of the 
opinion that we condone and even 
encourage these practices from 
selfish motives. 

As I have just shown, there is 
nothing we can legally do about 
any of them. It should be clearly 
understood that after the manu- 
|facturer produces and sells his 
product to his enfranchised dealer, 
new cars can come to the market 
place only from the enfranchised 
new-car dealer. 


Postwar opportunities: Since 
the war our dynamic economy 
has grown as never before in our 
history. What has happened is 
the direct opposite of what many 
people, including Government 
economists, exp ected to take 
place once the war was over. 
The more or less official word 
was that we could look for some 
eight million unemployed. 


General Motors thought and 
planned otherwise. Mr. Curtice has 
told you of the expansion programs 
that have been undertaken to pro- 
vide the facilities we feel we need 
to meet adequately the require- 
ments of our customers. 

x * * 


Dealers Advised to Grow 


UR car divisions encouraged 
their dealers to look and plan 
ahead with similar vision. Many of 
them did just that. Today these 
dealers—and I am glad to say they 
make up the majority by far of our 
dealer body — are not worrying 
about keeping their heads above 
water in the competitive current. 
Other dealers, however, were con- 
tent to go along as they were. 
Either they could not, or did not 
want to see the light. They lagged 
in organizing themselves to take 
advantage of the opportunities 
which today’s market holds. 


At this point I wish to call 
your attention to a decision Mr. 
Curtice made in regard to our 
distribution policy when he fore- 
saw an expanding market for 
our products. We could have pre- 

(Continued on Page 8, Col. 1) 
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“The Inquirer, 
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There’s no business like the FOOD business when it 
comes to a need for CONSTANT ACTION. That’s why 
Food Retailers put so much of their copy in THE 
INQUIRER. That’s why THE INQUIRER carried over 
1,000,000 lines of retail food advertising last year and 
scored a gain of 139%. For day-by-day action, put YOUR 
advertising where advertising pays... in the newspaper 
that’s FIRST FOR ACTION in Delaware Valley, U.S.A. 


First in National, Retail, Classified and Total Advertising. 


The Philadelphia Pnguire 


Constructively Serving Delaware Valley, U.S.A. : 


Exclusive Advertising Representatives: West Coast Representatives: 


NEW YORK CHICAGO DETROIT SAN FRANCISCO 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 

Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 


Prosperity Boosts Food Sales in 
DELAWARE VALLEY, U.S.A. 


Food marketers do a booming business 
in Delaware Valley. Here, 1,381,000 
families account for nearly $1% billion 
in annual food sales—and still the 
Valley grows! 


LOS ANGELES 
FITZPATRICK ASSOCIATES 
3460 Wilshire Boulevard 

Dunkirk 5-3557 
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Executive Explains GM Policies . . 


Hufstader’s Franchise Statement 


(Continued from Page 6) 


to serve this market by ap- 
pointing additional dealers. If a 
dealer was not getting the results 
he should in his expanded mar- 
ket, we might have solved the 
problem by appointing an addi- 
tional dealer or dealers in the 
same market area. 

We did not elect to do this except 
in those areas where the popula- 
tion had increased to such an extent 
as to make it absolutely necessary. 
In the main, there has been no 
overall increase in the dealer 
body. ... 

As competition returned to the 
automotive retail market many 
dealers recognized the value of sell- 
ing in volume. These dealers are 
sometimes deprecatingly referred 
to as “wheeling and dealing” 
dealers. 

I do not think any deprecation 
is warranted. For these are the 
dealers who work at their jobs. 
They are in their places of busi- 
ness early in the morning and late 





at night. Their absences from their 
establishments, either for business 
or other reasons, are kept to a min- 


imum. * 


Volume Dealers Prosper 


XPERIENCE shows 

through effort, good business 
sense and, above all, good service 
to the customer, the volume dealers 
realize a better return on sales than 
do those who prefer to wait for 
business to come to them. And, of 


* * 


course, since volume dealers turn | 
over their capital about three times | 


as fast, their return on investment 
is that much greater. 

I mentioned earlier that we have 
attempted to work with our dealers 
in many ways to help them capi- 
talize upon today’s expanded oppor- 
tunities. Many responded affirma- 
tively to our suggestions and 
through cooperative effort solved 
their problems. Some did not, sim- 
ply because they lacked initia- 
VG. 6 6s 


Such dealers, many of them 


that | 


not actively the operating heads 
of their own businesses, were un- 
concerned with the fact that they 
were not representing the manu- 
facturer in the competitive mar- 
ket, not obtaining results the 
manufacturer had a right to ex- 


| Publisher Buys 
Seiberling Bloc 


AKRON. — A major stock inter- 
est in Seiberling Rubber Co. has 
been acquired by Edward Lamb, 
|newspaper publisher and owner of 
radio and television stations. 
| It was reported that Lamb, his 
|controlled companies and his 
|friends had acquired more than 





100,000 of Seiberling’s 392,000 out- | 


| standing shares. 

Lamb publishes a newspaper in 
| Erie, Pa., and owns radio and TV 
outlets in Ohio, Florida and Penn- 
sylvania. 


pect and not giving the service 
due the customer. | 

Dealers who have solved their | 
problems and corrected their —, 
tions in the competitive market 
recognize the factory contribution 
as a cooperative effort. Others may | 
call it a coercive effort. 

Unsuccessful dealers sometimes | 
complain that frequent contacts by | 


“threats” to their franchises. On 
the other hand, if this practice of 
frequent contact were not followed, 
these same dealers might well com- 
| plain that they were lulled into a 


| warning in correcting their situa- 
| tions. 
And, if a selling agreement were 
| terminated without such advance 
warning, a dealer would have just 
cause for complaint. 

* * * 


Nonrenewals Called Low 


| 





= IS not our policy to terminate 
selling agreements without a 
| thorough discussion with the dealer. 
|In addition to personal contacts, 
|/our dealers receive letters from 
‘the car divisions advising them of 
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Dial-Vue. 
Rear-Vision Mirror 
with Clane- Control 


Another innovation by Nelmor—America’s lead- 
ing producer of mirrors and other quality auto- 


mobile accessories. 


One side of the Dial-Vue is crystal clear silvered 
glass for perfect daytime vision—the other side is 
black glass for effective night driving glare control. 
A simple twist of the dial and you change instantly 
from one position to the other. 


The mirror case is die-cast and triple chrome 
plated. A special ratchet control maintains correct 
alignment in either position. Simple adapters, 


included with mirror, make 


installation fast and 


easy on practically all late model cars. 


There’s nothing on the market like the Nelmor 
Dial-Vue Glare Control Rear Vision Mirror—and 
yet its suggested selling price is only $4.75. 


Write Today to: NELMOR CORPORATION— 1410 Fisher Building, Detroit, Michigan 
Also available in Canada through NELMOR CORPORATION, LTD., 7O— 14th St., New Toronto, Ontario 


factory representatives are| 


false sense of security; that they) 
| were given no guidance and no | 





Nash Christmas Buyer 
Gets ‘Golden Key’ 


DETROIT. — Nash Motors has 
announced a “Golden Key” 
Christmas promotion to help its 
dealers capitalize on holiday busi- 
ness. 


Fred W. Adams, Nash director 
of advertising and merchandis- 
ing, said the program will enable 
Nash dealers to present a sym- 
bolic key to those who buy a 
Nash or Rambler car for a 
Christmas gift. The key may be 
hung on the Christmas tree or 
placed in a gift box. Adams said 
the promotion also can be used 
for other special occasions. 


specific situations to be corrected. 
Yet such letters, too, have been in- 
| terpreted as threats by unsuccess- 
| ful dealers. 

We all recognize, I am sure, 
that human relations are involved 
in the factory-dealer relationship. 
We recognize equally well that 
where the human element is in- 
volved, perfection is rarely to be 
expected. 

| Partnerships of many years cul- 
|minate in dispute and are dis- 
| solved. Businessmen cease to do 
| business with each other. An em- 

ploye who fails to measure up to 
|his responsibilities is given a fair 

chance to redeem himself. If he 
|does not, his employment must be 

terminated for the good of the 
| business. 


A General Motors dealer who 

| fails to measure up is given an op- 
portunity to right his situation. He 
li given help with his problems. 
Nonrenewals of selling agreements, 
although naturally somewhat higher 
in the recent competitive past than 
jin the early, noncompetitive post- 
| war years, are still relatively low. 
To minimize human error and 
to insure proper consideration of 
all the facts and circumstances, 
| the complete zone and regional 
fields of a dealer are reviewed 
by the division’s central office 
| sales staff before notices. of can- 


cellation or nonrenewal are 
served. The general sales man- 
ager must approve the action. 


The record set forth in Mr. Cur- 
| tice’s statement, filed with your 
| committee, concerning the financial 
| results and the years of continuous 
| operation of our dealers speaks for 
| itself. 


I am proud to say that the Gen- 
|eral Motors dealer body is out- 
| standing in the industry. The fact 
| that more customers turn to Gen- 
|eral Motors dealers than to those 
|of any other manufacturer attests 
|to the confidence the public holds 
in the products they have to offer, 
and in the men who sell and serv- 
ice those products. 


GM Dealers 3-1 
For U.S. Action, 


‘Monroney Says 


| (Continued from Page 1) 


|— that they were the disgruntled 
misfits who were an inevitable part 
of every great enterprise. 
x x . 

MONRONEY, in making the first 

public report on his tabulation 
of dealer replies, released one other 
important statistic. 

He said that 4,069 GM dealers, 
or 49.1 percent of those replying, 
indicated that “pressure from 
factories to take more cars than 
needed” was one of the primary 
causes of bootlegging. 

In addition, Monroney said per- 
sonal conferences with 150 Califor- 
nia dealers had led him to believe 
that 90 percent of the auto retailers 
were “strongly resentful” of their 
present selling agreements with 
GM and Ford Motor Co. 

In its recent survey, the Mon- 
roney subcommittee mailed 40,000 
questionnaires to new-car dealers. 


| 
| 
| 
| 
| 
| 





Against the Grain 


WINNIPEG, Man.—Huge sur- 
pluses of wheat and desperate 
shortages of cash in Western Can- 
ada have led dealers to accept pay- 
ment for autos and trucks in 
wheat, with farmers being allowed 
approximately 75 cents a bushel in 
such deals. 
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Year-end statement showing low net profit? 


Increase your 1956 net by adding a ‘Jeep’ franchise to your present line 


Afraid to look at your 1955 year-end statement ? 


Does your 1955 statement show a discouraging low net profit, despite 
the highest volume you have ever achieved? Did frenzied price 
competition with wheeling and dealing competitors result in little or 
no net profit? Is the return on your investment far below that of 
independent businessmen in other industries? 


What you can do about it. 


You can make your present facilities produce a much healthier net 
profit for you in 1956, by adding the franchise for the ‘Jeep’ family of 
4-Wheel-Drive vehicles. In 1955, more than 600 new dealers enjoyed 
the potential profits of a ‘Jeep’ franchise — and many of them added 
the ‘Jeep’ franchise to their present line. 


You don’t give up anything. 


You can retain your present line, and thus spread your overhead over 
two lines. A small addition to your present investment will enable 
you to do a profitable,sales-producing job on ‘Jeep’ family vehicles. 


jee , family of 4-Wheel-Drive vehicles 
® 





Universal ‘Jeep’ ‘Jeep’ Truck 


‘Jeep’ Station Wagon 





What this can mean to you. 


The ‘Jeep’ franchise, plus your present line, can mean greater profits 
because your investment in facilities, and your Service and Sales 
Department overhead, will be spread over a much wider base. There are 
prospects for ‘Jeep’ 4-Wheel-Drive vehicles everywhere — among 

your customers and throughout the area you now service. 


Why is such an arrangement available ? 


It is the philosophy of Willys Motors that its long-range success, and 
the success of its dealers, can result only from sales which produce 
satisfactory dealer profits. Many of the more than 600 new dealers 
who have signed for the ‘Jeep’ family franchise in 1955 have been so 
successful in building their profits through dual operation, that 
Willys Motors will consider a similar arrangement for additional 
areas. The number of open points is limited, but each of them offers a 
substantial future to the right man. 


Here is all you do to get started. 


Learn the detailed facts and what they can mean to you. Fill out and 
mail the coupon below —there’s no obligation. If you are serious 
about increasing your 1956 net, do it now! 


COP OOeEHEEEEEEER EEE S HET EHEE EEE HEHEHE EEE HEE HHH EHS 


Dealer Development Department 105 
Willys Motors, Inc., Tuledo 1, Ohio 


Without obligation, please have a representative call and 
give me information about the ‘Jeep’ family franchise. 


Name 

Address 
eee 
0 tincindcteesseseeccs PION science : 








Guide Texas Independent Dealers— 


Newly elected officers of Texas Independent Automobile Dealers Assn., Inc., include 
J. M. Vickers, Houston, president; Clyde Cox, Tyler, honorary president; Johnnie 
Geary, Fort Worth, treasurer, and H. C. Poindexter, Lubbock, secretary. Vice-presidents 
are O. W. Conditt, Fort Worth; C. B. Stovall, Abilene, and B. D. Gibson, Tyler. Regional 
vice-presidents are Wilber Guillet, Houston, southern; Lee Sullivan, Dallas, eastern; 


Joe Fralin, Lubbock, western, and Charlie Partlow, Austin, central. 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Eprror’s Nore: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

+ * * 


Dear Ed: 

E HIRED a new salesman at 

our dealership this week and, 
as usual, some of us oldtimers 
are watching 
him pretty 
closely to see if 
we are going to 
like him and if 
he will be a 
good man for 
our team. 

Actually, Ed, 

it’s really up to 
us older men to 
make this new 
fellow feel that ; ae 
we want him. Bert Simons 
Of course, the best way to do 





this is to help him get acquainted. 
Today he and I opened on the 
morning shift and after a 
while, a couple came in looking 
for a new car. I nodded to Tom, 
the new man, to go ahead and 
take the first “up.” He acknowl- 
edged with a smile. 

After about an hour, I observed 
from the sidelines that Tom was 
losing ground. Now was the time 
to let him know he wasn’t in 


there alone. 
* * * 


I PICKED up my phone and 
asked the operator to ring his 
office. When Tom answered I 
said, “Tom, don’t speak; just 
listen to me. It looks as though 
you might need a little help. If 


| you think a new face in there 


can turn the trick for you, then 
excuse yourself and come and 
get me. Introduce me as your 
boss and I'll see if I can close 
the deal for you.” 

Tom was receptive and after 


‘It tells right here why Quaker State 
Super Blend is best for cars like yours!" 


It says right on the side of the can, “‘specif- 
ically designed for all-weather use in high 
compression, high-powered engines. . . Re- 
duces engine knock and wear. Improves 
gasoline mileage. Lubricates better—lasts 
longer, keeps engines cleaner, quieter, more 
powerful.” 

And it tells on the can, too, why Super 
Blend is so fine: “. . . rich, full-bodied, 
100% Pure Pennsylvania Motor Oil, scien- 
tifically blended and fortified with high 


quality detergent, stabilizing, anti-wearand 
anti-corrosive additives . . . the result of 
over 50 years of Quaker State refining 
experience.” 

What it doesn’t say is that by the end 
of the year, nearly 16,000,000 cars on 
American roads will be in the market for 
this finest of motor oils. And the way to 
capture this profit-packed, ever-growing 
market is to stock, display and sell Super 
Blend Motor Oil. 


a 
QUAKER) 
Sars 3 


MOTOR forte 


QUAKER STATE OIL REFINING CORPORATION, OJL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 








a few minutes he came for me. 
On the way back to his office, 
he told me some of the impor- 
tant facts in his pitch and a 
little about what the people 
were seeking. 

When we arrived at his office, 
I was introduced as the sales 
manager and was brought up to 
date as to what was going on. 
Whereupon Tom excused himself 
and left. 

* * + 
ORTUNATELY, after a bit of 
sparring and each of us giving 

a little, we came to terms and I 
closed a deal. 

Ed, two very important things 
were accomplished today. 

The first, of course, was that 
between us, “as a team,” we sold 
another car. 

Secondly, we made our new 
man feel he was a part of our 
team. And it looks as though we 
will make another champion out 
of him. 

Bert Simons 


GM Opens 30th 
Training Center 


For Mechanics 


PITTSBURGH.—General Motors 
here last week formally opened 
the last of 30 GM training centers 
for instruction of mechanics em- 
ployed by GM car and truck 
dealerships. 

The first GM Training Center 
was opened in Detroit Sept. 8, 1953. 
In the two-year span since that 
time an estimated 100,000 mechan- 
ics employed in GM _ dealerships 


|across the country have received 


detailed service training in the 29 
centers already operating. 
GM states that the 30 centers 


|will train or retain 150,000 me- 
|chanics annually. 


The 30 centers offer over 800,000 
square feet of floor space. The 


| Detroit center is the largest, with 


45,000 square feet. The average 


| center has more than 27,000 square 
| feet, and has a classroom for each 


of seven GM divisions: Chevrolet, 
Pontiac, Oldsmobile, Buick, Cadil- 
lac, GMC Truck & Coach and 
Fisher Body. Each center has an 
auditorium, cafeteria and parking 
facilities. 

Eligible as enrollees at the cen- 
ters are mechanics from GM 
dealerships; mechanics from inde- 
pendent shops who may enroll 
through United Motors Service di- 
vision of GM for specialized train- 
ing, and mechanics employed by 
owners of GM vehicle fleets. 

The 29 other centers are in or 
near Detroit, Cleveland, Boston, 
Union, N. J., Chicago, Washington, 
Jacksonville, El Paso, Portland, 
Ore., Dallas, Memphis, Atlanta, 
Philadelphia, Charlotte, Denver, 
San Francisco, St. Louis, New Or- 
leans, Houston, Buffalo, Minneapo- 
lis, Oklahoma City, Tarrytown, N. 
Y., Kansas City, Kans., Milwaukee, 
Salt Lake City, Cincinnati and 
Omaha. 


Auto-Lite Boosts 
Sharpe, Leeper 


TOLEDO.—Daniel M. Sharpe has 
been named regional sales mana- 
ger of Electric Auto-Lite Co.’s new 
west central division. Percy A. 
Leeper will be regional service 
manager of the division which will 
have headquarters in Chicago. 

The new unit is the first of five 
regional sales divisions to be estab- 
lished under Auto-Lite’s replace- 
ment sales organization program. 
The company formerly had only 
three sales divisions. 

Sharpe, with Auto-Lite Battery 
Corp. and subsidiaries 27 years, was 
made division manager in charge 
of the Chicago office in 1943. 
Leeper joined the firm in 1953 and 


|has been a field supervisor for the 


parts and service division in Mich- 
igan and Northern Ohio. 


Egner Gets Pontiac 


Egner Sales has been named a 
Pontiac dealership at Alexandria, 
Minn. 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 
* 1 1. Fair and equitable contracts between manufacturers and dealers in| 
A motor vehicles, parts and accessories; 

¥ 2. Every dollar of ste and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 








Capsule Comment 


Following Senate hearings on dealer complaints, General 
Motors extended all its dealer franchise agreements to five 
years. Up to now the agreements had been of one year’s 
duration, subject to non-renewal notice 90 days prior to 
termination date. 


- ee along the dealer front reach topside factory 
wel. 


*% ce a 
Senator O’Mahoney, chairman of the Senate’s subcommit- 
tee conducting the GM hearings, declares he’s considering | 


legislation aimed at new-car bootlegging, over-extended 
credit and unwanted accessories. 


Will this take the form of federal interference or regu- 
lation? 





* * * 


Running counter to the current trend of discount selling, 
Packard-Clipper division has launched a program of old-| 
fashioned quality selling designed “to keep dealers in the 
profit column at least 10 months out of the year. 


It’s hard selling, but also stable, profitable selling, con- 
tends Sales Chief Don Stuart. 


* % * 


Amid heavy emphasis on political activity, the AFL and) 
the CIO have formally merged into the free world’s biggest 
labor federation. 


America’s secret ballot will continue to foil any attempt, 
by union or management, to control workers’ votes. 


* * 


| 


| 


| 
| 
| 


Final tally on Safe-Driving Day shows 69 traffic deaths 
across the nation, an increase of 35 percent over the 51 killed 
on the first national S-D Day in 1954. 

A horrifying toll that none of us can be proud of. 


* * * 


A 1956 truck replacement market that could run as high, 
as 114 million units is indicated in an AMA survey which| 
shows that, despite an alltime high scrappage in 1954, there 
are still 114 million trucks 12 years or older in use. 


Are you ready to help tap that market? 
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Coming 
Events 


Dealer Conventions 


Jan. 28- Feb. 1 —39th Annual National | 
Automobile Dealers Assn. Convention, 
Sheraton Park and Shoreham Hotels, 
Washington, D. C. 


Feb. 27 — Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans, 
La. 





Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 






May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 


May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 


June 28-July I1—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul, Minn. 
Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 
Oct. 21-23—Florida Automobile Dealers 
Assn., Fort Harrison Hotel, Clearwater, 

Fla. 


s 


*- * 


Dealer Auto Shows 


Jan. 1-6-—Ambridge Auto Show, Town Hall, 
Ambridge, Pa. 

Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 

Jan. 7-15—San Francisco Auto Show, Civic 
Auditorium, San Francisco, Calif. 

Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bldg., Columbus, O. 
Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan, 7-15— Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan. 12-14—McKeesport Auto Show, Palace 
Garage, McKeesport, Pa. 

Jan. 13-22—Seattle Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan. 14-22—St. Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28—Baltimore Auto Show, 
Regiment Armory, Baltimore, Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Des Moines Auto Show, Vet- 
erans Memorial Auditorium, Des Moines, 
la. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O. | 

Jan. 25-27—San Diego Auto Show, Elec- | 
tric Bldg., Balboa Park, San Diego, 
Calif. | 

Jan. 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium | 
and Exhibit Hall, Rochester, N. Y. 

Jan. 28- Feb. 5— Quad-City Autorama, 
Rock Island, Ill. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dailas Auto Show, Fair Park, 


Fifth 


“Factory pressure, Senator? No—customer 
squeeze did it." 
















Letterbox 
‘Attitude of Contempt . .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


















Dallas, Tex. 

Feb. 6-l1—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. " 

March 7-l11—Spokane Auto Show, Colli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas, 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans. 


‘Unenviable Picture’ 


The picture of big business that 
is emerging from the hearings now 
| being conducted before the U. S. 
| Senate Judiciary subcommittee is 
| a most unenviable one, at least that 
| section of big business that is rep- 
| resented by the automobile manu- 
| facturers. 

The high motor car executives 
that have so far appeared before 
the committee have expressed a 
most contemptuous attitude. Per- 
haps, they have been so used to 
expressing contempt for dealers 
| that it has become habitual like the 
| man who was born with a sneer on 





April — Lewiston Auto Show, Lewiston ” 
Armory, Lewiston, Me. his face. 
* « This attitude of contempt for the 
U. S. Senate was most expressive 
General when the three executives of one 


manufacturer attempted to leave 
the hearing room when a dealer 
whom they had cancelled was to be 
called to testify before the execu- 
, tives were to speak. 

The testimony of one former 


Jan. 1-10—Mexican International Automo- 
bile Show, National Auditorium, Mexico 
City. Mex, 


Jan. 9-13—Society of Automotive Engi- 
neers Annual Meeting, Sheraton-Cadil- 
lac and Statler Hotels, Detroit, Mich. 


(See CALENDAR, Page 15, Col. 5) | 


30 Years Ago... 


The Big Stories 


The saturation point will not be reached in the motor car industry 
until a universally approved model that will never wear out is 
produced, C. A. Vane, St. Louis general manager of the National 
Automobile Assn., told the Kansas City regional conference of associa- 
tion dealers. 

November broke all records for early winter sales of Ford cars and 
trucks; 146,788 vehicles were delivered in the U.S. This is an increase 
of approximately 25,000 over a year ago. 

Perfection of a process for producing aluminum from the mineral, 
alunite, is announced by Dr. Richard Moldenke, who has been con- 
ducting experiments in Detroit for about a year. Alunite is found in 
vast quantities in Utah, where a supply sufficient to last for many 
years has been located. 

Dodge Bros., Inc., will announce a reduction Jan. 7 in the price of 
its complete line of cars, it was announced here. Reductions will apply 
to prices of all cars bought after Dec. 15, and refunds will be imme- 


diately made to buyers. 
—From the files of Automotive News. 








dealer as to the attitude of the top- 
side executive of his manufacturer 
painted a picture of supreme con- 
tempt with dark undertones of vin- 
dictiveness. 

The dealer had made a speech 
before a Rotary Club and in this 
speech he had made so bold as to 
criticize the action of the factory 
in selling direct to factory em- 
ployes multiple new cars at dealer 
net, these cars going into the deal- 
er’s territory and thereby depriving 
him of profit he should legitimately 
expect. 

With a vindictiveness worthy of 
a Hitler or a Stalin the big execu- 
tive cancelled the dealer. To com- 
pound the petty spirit of vindictive- 
ness, the big executive then taunted 
the dealer, asking him if Admiral 
Bell or Postmaster Summerfield 
could help him now. 

It is sad to reflect that feet of 
clay may be the pedestal upon 
which some highly remunerated 
individuals stand.—EasTerN DEALER. 


* * * 
‘Only Sensible Body’ 

As an admirer and owner of sta- 
tion wagons since Ford’s earliest 
in the ’20s, I think W. C. Lock- 
wood’s Nov. 14 article omitted two 
features of the station wagon that 
are important to owners. 

First, an adult who is not a 
trapeze artist can get in and out 
of the back door without going 
on hands and knees. 

Second, the station-wagon win- 
dow sills are low enough in rela- 
tion to the seats that even very 
small children can see out without 
leaning forward or sitting on the 
front edge of the seat as is neces- 
sary in sedans. This uncomfortable 
posture is why little children be- 
come a trial to their parents on 
long trips. 

Three cheers for the only sensi- 
ble body left in Detroit’s line!— 
G. C. Hazarp, chief engineer, for- 
eign marketers division, lubricating 
department, Socony- Vacuum Oil 
Co., Inc., New York. 











Did Your Sales-and Profits 
Double in 55 






Take a fresh look at your sales figures for last year. Can you proudly point to 
a 100 percent increase in units sold? Would you believe this could be done 


in many cases with only trivial increases in overhead expense? 


That was the gratifying experience of many Dodge dealers in 1955 when both 
sales and profits doubled. And by all indications they’re biting into an even 
broader segment of the market as the all-new °56 Dodge adds to their momentum. 


This lively demand calls for greater retail representation. There are flourishing 
communities everywhere that should and will have Dodge outlets quickly. De- 
pending upon each area’s potential, one of four attractive franchises is available. 
These new dealerships will in every case be operated by alert, aggressive owners 


with seasoned background in automobile sales and service. 


Dodge can use men of this type . . . men of vision who have the same “Forward 
Look” as the outstanding products they'll have to offer. They may well be actual 
dealers who feel “stymied” in their present situations. They might be general 


managers, or even energetic and ambitious sales managers with successful 





records, whose outlooks seem limited. 


Do you fit these pictures? Are you keen to get into and stay in the “big time?” 
If so, we want to hear from you. Tell us about yourself. We'll treat your letter 
confidentially. If you qualify, in our judgment, we’re prepared to advance a 
liberal share of working capital to help you get started. Then, powerful adver- 
tising in national magazines, local newspapers, outdoor billboards, television, 
radio, plus aggressive merchandising and sales promotion programs, will support 
you every step of the way. And you'll also have the constructive cooperation 
of our seasoned field force. The executive who will be especially interested in 
your letter is Byron J. Nichols, Vice-President in Charge of Sales. Time is 
really vital, so write him today at the address below. 


_ > Value Leader of the Forward Look 


Dodge Division of Chrysler Corporation 


7900 JOS. CAMPAU DETROIT 31, MICHIGAN 


a a car 
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AUTOMOTIVE WASHINGTON 


Much Work Remains 
For Probers of GM 


By William Ullman 


Washington Correspondent 


HEN the curtain fell on 


the end of the fifth week of 


General Motors hearings, the public phase of the Senate 


study was virtually at an end. 


Like a good play, the hearings closed in a warm aura of 
goodwill. It was as if the principals, for all their heated 
ee 


exchanges in the past month, 
had merely been playing their 
roles and were happy to be 
friends once more as they made 
their curtain calls. 

Senator Joseph C. O’Mahoney, 
weary but smiling after the final 
nine-hour session, thanked both his 
subcommittee staff and the all-star 
cast of GM executives for develop- 
ing the information he needed. GM 
President Harlow Curtice smiled 
back and said he had been only too 
glad to cooperate. 

As final witness, Frederick J. 

~ Bell, NADA exe- 

cutive vice-presi- 

dent, made a 

calm plea to car 

makers to sit 

down with deal- 

ers around the 

conference table 

and work out 

more _ equitable 

dealer selling 

agreements. He 

said he hoped this 

could be done without congression- 
al intervention. 

But unlike a play, the action 

is far from over. In several 


Oneida Announces 
Contest for Drivers 


Of School Buses 


DETROIT. — Oneida Products 
Corp., Canastota, N. Y., will con- 
duct a year-long contest to find the 
nation’s safest school bus driver, it 
Was announced by C. W. Trout, 
sales vice-president. 

Trout made the announcement in 
Detroit at a two-day distributors’ 
preview of Oneida’s 1956 conven- 
tional school bus. 

He said more than 100 awards 
will be given to state and national 
finalists in the safety contest. The 
grand prize will be a $500 U. S. sav- 
ings bond for the winning driver 
and a free bus for the school or 
school board he represents. 

All school bus drivers are eligible 
for the contest, Trout said. Entry 
blanks may be obtained by writing 
Safety Awards, Box 186, Canastota, 
N. Y. 


Toledo Firm Tests 
Die-Cast Blocks 


TOLEDO. — Successful tests of 
die-cast aluminum engine blocks 
have been completed by Doehler- 
Jarvis division, National Lead Co., 
according to Frank J. Koegler, divi- 
sion general manager. 

The straight-type engine block 
weighs 50 pounds as it comes from 
the die-casting machine and 43 


pounds when trimmed. Koegler said | 


the same engine block in gray iron 
would weigh about 175 pounds. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 





AUTO 
TURNTABLES 


a 
Manufactured by 
be 


Macton Co. 


DYKE LANE 
Stamford 2, 
Cona. 








weeks, the Judiciary Antitrust 
subcommittee will offer the Sen- 
ate its recommendations for 
possible changes in the antitrust 
laws, and the GM testimony will 
be a part of this important re- 
port. 

Before that report is written, the 
subcommittee must accomplish the 
unenviable job of unraveling tens 
of thousands of words of conflict- 
ing testimony. The senators must 
separate wild charges from evi- 





dence; they must determine what 
is allegation and what is fact. 
* * * 


News Dimout for Detroit 


E of the oddest breaks of the 

entire General Motors hearings 
was the strike that closed down 
the three major Detroit newspapers 
just as the sessions were becom- 
ing most interesting from a home- 
town standpoint. 


Having reported the early and 


greater part of the anti-GM testi-|! 


mony, the city’s papers were struck 
at the moment that the Detroit- 
based industrial enterprise was 
called to the stand to defend itself 
—which it did in vigorous fashion. 

It was indeed a tough break for 
the Detroit dailies, their Washing- 
ton reporters and, of course, GM. 

* * * 


Small Firm, Big Money 
os oe straying far from 

Capitol Hill with a closing 
column item, your reporter notes 
that the Small Business Adminis- 
tration has staked an auto-body 
repair business in Anchorage, Alas- 
ka, to the sum of $100,000. And it 
was a direct loan, not a bank-par- 
ticipation venture. The firm has 
only seven employes. 


COURTAULDS’ 


Coloray is going 


Inside the cars of THE FORWAR 


Top Performers Cited— 


* Joseph H. McCord, center, resident 
manager, Earle C. Anthony, Inc., Califor. | 
nia Packard distributorship, awards | 
plaques in Packard's “Move Ahead Sales 
Drive” to members of Southern California 
Packard forces. From left: Iver Berg, sales- 
man; L. R. Brown, dealer, Riverside; Har- 
vey Hiers, dealer, Santa Ana, and George 
Pellerin, field sales manager, Anthony re- 





tail staff. 


> INSIDE PLYMOUTH 


To make the new-model cars more beautiful and saleable 
than ever, auto manufacturers are using color, color and 
more color. Notably — more Coloray color! 


No less than 7 superb Coloray colors enrich upholstery of 


Tarratus Olds, 
GM Targets of 
$20,787 Suit 


SAVANNAH, Ga. — (UTPS) — 
Tarratus Oldsmobile Co., and Gen- 
eral Motors Corp. have been named 
in a $20,787 damage suit filed as a 
result of a fatal traffic accident 
last August. 

The suit was brought by Mrs. 
Dorothy Primm, driver of a new 
Oldsmobile that piled into two 
other cars and killed two people at 
a street intersection following a 
wild flight through traffic. 

She charged her car went out of 
control because of a stuck “half- 
open” throttle resulting from me- 
chanical defect. She contended a 
cotter key either had been left out 
of the mechanism or bad been im- 
properly installed. Involuntary 
manslaughter charges against Mrs. 
Primm were dismissed. 

The suit claimed the Oldsmobile’s 
“vacuum booster” type brakes lose 
efficiency when the throttle is half 
open and for that reason Mrs. 
Primm’s efforts to stop the car by 
brake were in vain. 


> IN 


we 


ES 


SIDE DODGE 


places every year — not only in automobiles, but in apparel 
and home furnishings. Here’s color that stays showroom- 
stunning — that resists fading despite sunlight, gas fumes, 


cleaning fluids or anything that normally discolors ordinary 


color. 


Chrysler Corporation cars for 1956 — double the number 


featured in 1955. There’s red, green, blue, turquoise, grey, 
tan, black. All phenomenally colorfast. And Coloray Black 
is 100% colorfast — the absolute limit in colorfastness. 


Now you know why more Coloray colors are going more 


Coloray colors are clearly extraordinary! Because the color 
is caged deep inside the fiber, not superficially applied. That 
makes it richer-looking color too. Everything customers 


want in color—delivered 100% by Coloray! And that makes 


it 100% good for your business. 


FOR TOPNOTCH COLORFASTNESS IN YOUR NEXT LINE GO ALONG WITH 


For further information, write: 


i 
a 


Ses 


Courtaulds’ rayon fiber with Captive Color ...“can’t escape!” 


(ALABAMA) INC., first name in man-made fibers, first name in solution-dyeing * * * ° * 
600 FIFTH AVENUE, NEW YORK 20 * Greensboro, N. C. * Le Moyne Plant, Mobile, Ala 


COURTAULDS 
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come upon the premises for the 

purpose of doing business with the 

owner. The visit may be for the © 
convenience or arise out of the 

necessities of others who are them- 

selves upon the premises for such a 

purpose.” 















Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker | knew that oil accumulated on the . . 
Attorney at Law floor by dripping from various auto- Promise Ruled Void 
ACCORDING to a late higher mobiles and that as a result the ANOTHER reeent higher court 
court decision, an automobile Concrete became slippery at times. decision, it was decided that a 
dealer is liable in damages for an It was the janitor’s duty to clean| mere promise to assume liability or 
injury sustained in his building by ‘t off, but the janitor had not been| responsibility for another person’s 
any person rightfully on the prem- im that part of the garage for) debt is void. 







* * * 


, ises, if the testimony shows that Possibly an hour before McDonough This is so because there is no 
the dealer’s negligence resulted in WS injured. valid “consideration” in a trans- 
. the injury. | In view of this testimony the! action involving a mere promise 
For example, in De Soto Auto higher court awarded McDonough] made to a person who performed 
Co. v. McDonough, 219 Fed. (2d) | $11,500 damages, saying: no act of benefit to the promisor. 
253, it was shown that one | “This is not a case of danger | For example, in Indianapolis 


McDonough was not a customer | resulting froma foreign substance | Morris Plan Corp. v. McAtee, 125 
of De Soto Auto Co. but came to _ on the floor placed there through | N. E. (2d) 261, it was shown that 
the garage with a business friend | the actions of a stranger. The | one McAtee gave a note to the 
who stored his automobile in the | evidence showed that oil and gas | Indianapolis Morris Plan Corp. to 


; company’s garage. — | were supplied to customer’s cars | raise money with which to purchase 
oo ae — —< a, in the ogee vicinity of the | a truck. Thereafter McAtee entered 
when he slipped on a spot of grease) scene of the accident.’ into agreement to sell his business, 

Tour DeSoto Plants— or oil on the floor of the garage. He) with respect to the dealer’s|including the truck, to one Stein 
Studying American production methods, 30 representatives of Japanese industry sued De Soto Auto Co. for heavy | argument that McDonough was not| who was to assume McAtee’s note. 
foured the DeSoto plants in Detroit and Dearborn. Shown with James L. Wichert, damages. a ae | entitled to damages because he was At this time the Indianapolis 
; director of advertising and sales promotion, standing third from left; A. B. Nielsen, ‘ 7 not a customer, the court said: Morris Plan Corp. agreed to accept 
general sales manager, center, left; and Stanley F. Blount, sales training manager, Injured Visitor Collects “It is not necessary in order for|Stein as a substitute on McAtee’s 


center, right, are members of the Japanese ship-building, electrical, truck, steel, diesel 5 yw testimony showed these|a person to be a business invitee] note, the result being that McAtee 


and gas engine, aircraft, appliance and oil industries. facts: The company’s officials|that he be expressly invited to| believed that he was relieved from 
future liabilitv on the note. 


Stein testified that he did not 
sign any note obligating to the 
Indianapolis Morris Plan Corp. in 
connection with this transaction 
nor did he otherwise agree to 
assume and pay McAtee’s debt. 

In subsequent litigation. the 
higher court held that McAtee 
remained liable on the note. saying: 

“Any promise the appellant (In- 
dianapolis Morris Plan Corp.) may 
have made to release the appellee 
(McAtee) from all obligations to 
pay the note was wholly without 
consideration and was not binding 
upon the appellant.” 





Calendar 


(Continued from Page 12) 


General 


Jan, 11-14—American Road Builders Assns. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show, 

Hotel Statler, New York, N. Y. 

Jan, 16-21— Grand Rapids Auto Show, 
Civic Auditorium, Grand Rapids, Mich. 

Jan. 19-24— General Motors Motorama, 
Waldorf-Astoria, New York, c 

Jan. 20-2i—Sports Car Club of America 
Business Meeting, Sheraton-Cadillac 
Hotel, Detroit, Mich, 

Jan. 23-25— ‘5th Annual Meeting, Truck- j 
Trailer Manufacturers Assn.. Edgewater i 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 4-12— General Motors Motorama, 
Dinner Key Auditorium, Miami, Fla. 

Feb. 6-9 — Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago, Ill. 

Feb. 21-22—MEMA, NSPA and MEWA 
National Conventions, San Francisco, 
Calif. 

March 3-1!1—General Motors Motorama, 
Pan Pacific Auditorium, Los Angeles, 
Calif. 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- f 
rials Meeting, Hotel Statler, Detroit. 3 
Mich, ‘ 

March 19-2I—Society of Automotive Engi- 
neers, Production Meeting and Forum, 

Hotel Statler, Cleveland, O. 

March 24-April |1—General Motors Motor- 
ama, Civic Auditorium, San Francisco, 
Calif. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston, Mass. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 28-May 6—International Automobile 
Show, Exhibition Hall, Coliseum, New 
York, 

June 3-8 — Society of Automotive Engi- 
neers Summer Meeting, een Had- 
don Hall, Atlantic City, 

June Il- 15—National aie " teouitaas 
New Coliseum, New York, N. Y. 


. 


places... 


py LOOK ’56 


> INSIDE CHRYSLER 








Henderson Ford Opens 
Jim Henderson Motors (Ford) 
has opened in Fort Worth at 811 
University Ave. i 


INTERESTED IN FLEET 
VOLUME? 


plus added service profits 


We operate, service, and replace hun- 
dreds of leased cars in your area, If we 
can trade right—one and two-year old 
Chevs, Fords for new—you cash in on 
large, continuing volume, Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois Museum 4-6969 








TURNINGS 


by 
John T. Benedict 


Engineering Editor 


asked me about the possible im- 
plications of injection systems in 
permitting the refinery to use a 
“broader cut” for ‘gasoline make- 


anette the petroleum in- | 
dustry, many men are ponder- | 
ing the potential impact of fuel 
injection on gasoline composition. 
The probability that different fuel, up. 
characteristics may be required for| He wonders if tolerance of the 
fuel injection engines implies gaso-| new systems for vapor pressures 
line composition changes that are | exceeding those permissible with a 
bound to have repercussions at re-| carburetor will enable the refinery 
fineries which manufacture the!/to include the more volatile por- 
fuels. tions as well as a larger amount 
Ultimate effects on fuel volatility | of the “heavier ends” obtained in 
and octane level are two questions | refining from crude stock. 
which have evoked serious think-| On the other hand, the injection 
ing on the part of many individ-| system may be plagued by “hot 
uals in the petroleum, automotive | starting” problems because of small 
and allied industries. 








| 


| 
| 
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given off from an engine that 
stands for a time after prolonged | 
operation. This factor would seem | 
to work against the possible use of | 
volatile gasolines. 

The latest published word on this 
important subject is given in a re- 
cent SAE paper by Sidney Miller, 
of American Bosch. Higher vapor- 
pressure fuels may be used because 


of the pressurized fuel system used | 


for injection operation, according 
to Miller. He said, “The use of 
such fuels with their higher octane 


| rating reduces the tetraethyl lead 


requirement and promotes cleaner 


| burning and a reduction in com- 


bustion chamber deposits.” 

The American Bosch engineer 
also said that higher end-point 
fuels may be used because atomi- 
zation and distribution are not de- 
pendent on induction air in an in- 
jection fuel system. The tolerance 
of these designs for higher vapor 
pressures and/or higher end-point 
was stated to provide a definite 
advantage to the fuel producer. 

* x * 


[i ppwtoargrsen ete at Bendix, how- 
ever, appear to have led F. C. 


| Mock and W. C. Suttle to somewhat 


| pressure lines and the effects of | 


different conclusions. Their tests 
showed that efficiency of fuel utili- 


One engineer, for example, has |a “soaking” period when heat is/| zation is determined by the critical 


DUT a a 
MOTT TH) 
eV RUT: 


- for faster, easier testing of late model engines 


COMPRESSION TESTING of the most advanced V-8’s— 
even where plugs have tightest clearances near fender 
wells, manifolds and accessories—is a cinch with this 
compression gauge set. The 16-inch flexible hose gives | it 
you access to the widest range of spark plug installations. | 
A complete set of 3 adaptors (standard 14 mm, special 
Chevrolet 14 mm and Ford 18 mm) covers most engines. 





MT-26 COMPRESSION GAUGE SET with standard 14 mm 
adaptor, $9.75. Set complete including 18 mm Ford 
adaptor and special 14 mm Chevrolet adaptor, $12.85. 






Sire WES ea ’ 





Adaptor inserts in spark plug hole with same socket 
that removes plugs. Hose coupler snaps.into place on 
adaptor, and you’re ready to test. Gauge holds reading 
until you release coupling to test next cylinder. Calibra- 
tion is in 5-pound divisions to 250 P.S.I. 


Let your Snap-on Man demonstrate how much faster 
and easier this set handles compression testing on | 
modern engines. The complete Sxap-on catalog of more 
than 4,000 quality tools is free. Ask your Snap-on Man 
or write the factory. 


SNAP-ON TOOLS CORPORATION 


Kenosha, Wisconsin 


8082-L 28th Avenue ° 


Snap-on is the trademark of Snap-on Tools Corporation 









relation between fuel boiling point}completely upset by a radical 
and temperature of the metal wall| change in the engine fuel system. 
against which the spray impinges.| This means that all of the many 
It was concluded that “it seems); people involved in various aspects 
doubtful that present fuel boiling | of the problems will have to take a 
points can be changed appreciably | fresh look at the situation. 
by injection.” When fuel is injected| One of the things that makes 
in a localized spray into an air cham- | this research and development area 
ber, condensation on the wall was| so interesting is that, in the strict 
found to occur unless the chamber | sense, gasoline does not have “one 
wall temperature is above the fuel! boiling point” as would be true for 
boiling point. This would have a|a more homogeneous liquid such as 
direct bearing on the tolerance for| water. Instead, gasoline is an ex- 
high volatility. | tremely complex blend containing 
On the other hand, in investi- | hundreds of different hydrocarbon 
gating -possible effects of lower |'compounds—each of which retains 
volatility gasolines, the Bendix | its own individual boiling point. 
experimenters “never did get” ac- ae eo 
ceptable operation with ‘safety | Wheel Injury Effects 


fuel (which does not ignite Evaluated by Tests 

at normal atmospheric tempera- ; 

tures) on either ain-cocled. or NCOURAGING evidence that 
liquid-cooled cylinders. exhaustive tests are under way 
These tests led to the conclusion | to evaluate the injury potential of 

that use of lower volatility fuels; Vatious steering wheel designs is 

with an injection system would | Seen in a recent report issued by 

result in irregular firing, carbon| Motor Vehicle Research, Inc. 

deposit and crankcase dilution; In this preliminary report of a 

problems similar to those encoun- | Pilot study, MVR director Andrew 


tered for the same volatility level| White reviews results of tests on 
with a carburetor. steering wheels used in three makes 


General opinion is that present | Of 1954 and 1955 cars. The evalua- 


precarious, constantly shifting bal-| tion of steering wheel assemblies 
ance of delicate engine-fuel-lubri-|i8 @ direct comparison of models, 
cant inter-relationships will be| nd does not include the many re- 
| lated factors of two vehicles manu- 
factured in different years. 

The results of these studies are 
intended to indicate the compara- 
tive injury potential of two dif- 
ferent steering wheel assemblies 
if installed on identical vehicles 
under crash decelerated condi- 
tions involving equal force appli- 
cations. 

The principal object was to show 
that relative differences in design 
contribute to injury potential inher- 
ent in the 1954 and. 1955 steering 
wheel assemblies. These investiga- 
tions were confined to the labora- 
tory — but White indicated that 
studies now are being undertaken 
on actual accidents in the field 
where 1956 cars are involved. 

Similar steering wheel tests pre- 
sumably are being performed 
| throughout the industry as an ad- 
junct to design work aimed at 
reducing the injury-producing ef- 
fects on drivers involved in crashes. 
Fruits of these efforts will be seen 
in improved 1957 designs following 
the lead of one maker which intro- 
duced an energy-absorbing wheel 
on its 1956 products. Collapsible 
wheels, padded assemblies and tele- 
scoping steering columns are among 


designs now under consideration. 
ok * od 





| British Technical Paper 


| Reviews Disk Brake History 


r YOU are responsible for brake 
development projects in your 
| organization, you'll want a copy of 
| “Disk Brakes for Motor Vehicles.” 
The development of disk brakes is 
| reviewed from the early part of the 
| twentieth century to the present 
| time, in this technical paper by two 
| engineers associated with Lockheed 
| Hydraulic Brake Co. Ltd. in Eng- 
land. 

In a 17-page illustrated report 
given before the British Institu- 
tion of Mechanical Engineers, 
the authors discuss a number of 
designs and compare disk brake 
characteristics with those of the 
drum brake. In particular, it is 
shown that the outstanding fea- 
ture of the disk brake is its anti- 
fade characteristic—which gives 
superiority over the drum 
brake in installations where space 
is restricted. 

Lockheed engineers Bradbury 
and Parnell devote the main part of 
their excellent paper to a consider- 
ation of those factors which con- 
trol design. It is shown that rigidity 
|is of paramount importance if a 
| disk brake is to be used without an 
external servo. Methods of obtain- 
jing the required rigidity are dis- 
| cussed, and curves show the influ- 
lence of caliper stiffness and other 
|lost motions on displacement ratio 
| and brake pedal travel. 

The application of disk brakes 
to commercial vehicles is discussed, 
and details are given of a passen- 
| ger vehicle installation. There are 
| many problems associated with in- 
| Stallation and protection of disk 
| brakes, and these are outlined— 
| with emphasis on the need for at- 
| tention to caliper position and 
| wheel-bearing design. 
| The paper suggests that although 
| the exposed disk brake has given 
| satisfactory results, it may become 
|necessary to shield the disk. This 
type of design would result in either 
| poorer cooling or complex ducting. 
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Service Management 


{ Regular Monthly Section for Those Who Maintain 


{merica’s Motor Vehicles 





Backshop 


... by Jack Weed 





oes around with com- 
parative figures from the NADA 
report of dealer operating averages 
for the first nine months of 1954 as 
against the same period this year 
brings out some interesting figures 
as to the standing of the parts and 
service departments of the average 
dealer in this record sales year. 

For instance, while the average 

dealer sold $331 worth of parts 
for every new vehicle sold last 
year, his parts sales for the first 
nine months of 1955 dropped to 
$241 per new unit. However, his 

gross profit on parts increased 
slightly this year—from 30.1 per- 
cent to 30.8 percent. 

For the nine-month period his 
. parts supply dropped from 5.8 to 
5.5 months, and his- turnover 
increased from 2.1 to 2.2. 

The average dealer’s customer 
labor dropped both in dollar volume 
per vehicle sold and in percentage 
of gross profit indicating, no doubt, 
the further encroachment on the 
customer labor facilities by new- 
car get-ready and warranty work. 

* * + 


Labor Down $64 a Unit 


N THE first nine months of 1954 
customer labor amounted to $242 

for every new vehicle sold. This 
year, 
Contributing to this $64 loss was 
the fact that the work done was 
averaged over a greater number of 
vehicles sold. 

Despite the decrease in cus- 
tomer labor per new vehicle, 
indications are that a good many 
dealers must have increased their 
short-rate multiple since percent- 
age of profits on customer labor 
dropped only from 44.7 percent 
to 42.9 percent. 

Total service sales, which include 
everything sold out of the “back 
end” except accessories, dropped 
from $787 to $590 per new vehicle. 
while the percentage of gross profit 
to sales increased from 33.2 percent 
to 33.8 percent. 

Several things could account for 
this increase in the face of a loss 


in sales per new unit. They could| 


include any or all of these factors: 
A greater number of new vehicles 
sold with service sales remaining 


near static, a tightening in dealer} 


expense in these denartments or 
an increase in the labor rate. 


Service absorption dropped) 
slightly for the period, both when! 


N ALLIANCE of new-car deal- 

ers with good independent 
service shops is being proposed as 
a possible solution to the problem 
vexing many dealers who find them- 
selves lacking adequate space and 
manpower to give their customers 
proper service. 

The lack of manpower and space 
to handle even the normal percent- 
age of “three-year” customers has 
been plaguing more and more 
dealers for the past two years. 

National figures show that 
while car population has gone up 
approximately 60 percent, service 
facilities of the average fran- 
chised dealer has increased less 


the figure dropped to $178.! 


owners’ or officers’ salaries were 
included in the figure and when 
they were not. Last year with 
salary included it was 58.3 percent 
for the nine months while this year 
it dropped to 56.7 percent. 

Without the dealers’ or officers’ 
salaries included it dropped from 
68 percent to 65.7 percent. 





Another indication of the higher 
vehicle sale is that last year’s total 
service and parts sales represented 
16.9 percent of the dealers’ total 
sales volume while this year it 
represented 13.1 percent. 

* + * 


Goodyear Tells of Farms 


DDIE THOMAS, the genial 

president of Goodyear Tire & 
Rubber Co., was host at a luncheon 
for the press in Detroit recently 
and brought many of the “trained 
seals” from the home office with 
him. 

The weather was not too good 
and Ed and Phil Coe were a little 
worried how they were going to 
get all those high-priced executives 
back to Akron that night as there 
was no assurance that the planes 
would fly. Supposing those guys 
would have drawn double time if 
they had to stay over, it would 
have been a pretty expensive press 
party. 

In his talk Thomas brought out 
a little-known operation of the big 
tire firm—that Goodyear “farms” 
some 79,000 acres of ranches and 
plantations to provide material 
for its plants. 

A 14,000-acre ranch near Phoenix, 
Ariz., developed to experiment in 
| growing a superior grade of long- 
staple cotton for tire construction, 
;also yields sorghum grains, vege- 
tables, alfalfa, barley and citrus 
fruits. In addition Goodyear 
operates a public guest resort, The 
Wigwam, with accommodations for 
150. 

This ranch also is used as a test 
ground for trucks, farm tractor and 
implement tires and tires for the 
big earth-moving equipment. 

*” * * 


Farm Auto Market Climbs 


| i ADDITION to this big ranch, 
Goodyear also operates 50,000 
acres in Sumatra, 2.500 acres in the 
Philippines and 2,500 acres in Costa 
Rica devoted to the production of 
crude rubber and recently started 





(Continued on Page 20, Col. 1) 


and used-car conditioning on the | 
service department has further | 
Pinched the dealer who has upped | 


his sales. | 
ae * a 


Many Problems Posed 


pies independent-shop alliance is | 
proposed with full knowledge 
that it presents problems to dealer | 
|and to the independent. 

For the dealer, while it adds good 
mechanics and service area, it still 
means putting a service competitor 
in business and assuming training 
and supervision of a crew that is 
not in his employ or under his 
direct supervision. 


| What It Would Mean 


AMA, Trade Schools Seek Trainees .. . 





HE second edition of Standards | 

for Automotive Service Instruc- 
tion in Schools, which seeks to at- 
tract more high school boys into}! 
the retail service field and to raise 
the standard of both the students | 
and the course of instruction, will | 
be distributed this month to schools | 
throughout the nation. 

The book asserts that 50,000 
mechanics are needed right now 
by the nation’s auto dealers. 
Basic in its standards for auto- | 

mobile mechanic training in public | 
schools, and especially vocational 
schools, the book includes sections 
on selecting and counseling stu-| 
dents, how to set up shop rooms 
and buildings and how to build a 
sound automotive curriculum. 


It also explains the cooperative 
training plan, spells out the school- 
dealer relationships and outlines 
the cooperative teacher - training 
program. 


} 





* * * 


10 Years of Cooperation 


HE new edition of the book was 

announced at a Detroit press 
conference held by the service man- 
agers committee of the Automobile 
Manufacturers Assn. 


Outlining the aims of the com- 
mittee were Myrle E. St. Aubin, 
committee chairman; M. D. Mobley, 
executive secretary, American Vo- 
cational Assn., and W. E. Stirton, 
vice-president for university a 
ices and development, Wayne Uni- | 
versity, Detroit. 

The program for getting better 
graduates from vocational schools 
and getting a higher type of stu- 
dent to take the automotive 
courses has been for about 10 
years a joint endeavor of several 
vocational school and automotive 
service officials. | 

In 1946, the American Vocational | 
Assn. invited the industry to assist | 
in setting up a better training pro- 
gram. 


| 


the Automotive Industry-Vocational 
Education Conference on _ public 
school automotive instruction. 
Within the conference, advisory | 
specialists applied themselves to 
assigned problem areas. 

* * * 


Number of Graduates Lags 


PRELIMINARY report on the) 

conference was distributed at | 
the American Vocational Assn. con- | 
vention in 1948. In 1949, the Auto-| 
mobile Manufacturers Assn. dis- | 
tributed 100,000 copies of an abbre- 
viated report entitled, Automotive 


50,000 Mechanics 


Instruction in Your 


edition, appeared in 1951. 
Meanwhile, the need for more 
and more young men in the serv- 
ice end of the business has been 
growing increasingly acute. 


Community. ;lock upon these 
| The original complete report, simi- | 
|lar in form and title to the present |ajiso as an 


Needed 


young men not 
only as automobile mechanics but 
important source of 
|employment in other automotive 
| fields. This includes other occupa- 
|tions in the dealer shops, all the 
| way up to the dealer himself. Many 


As St. Aubin said at the presen-|°f today’s dealers started as me- 
tation meeting, “It appears that | chanics. 


the nation needs about 40,000 


to | 
|45,000 new mechanics a year. In|turers also need men with training 


Automobile and parts manufac- 


contrast, it is estimated that only|as automobile mechanics. Fleet 
about 10,000 mechanics are gradu-| operators, insurance companies and 


ated by our schools each year.” 


St. Aubin pointed out that we| 


|parts distributors are other em- 
(Continued on Page 22, Col. 1) 





Selling Emphasized— 

Following the supermarket trend, merchandise tables are prominent in the Woody 
| Pontiac parts area doing a silent selling job every hour of every day the store is 
| open for business. These tables boost sales of seasonal and “‘pick up"’ items and are 
| unusually efficient in cleaning up odds and ends and obsolete parts. Furthermore, 
| they do this important “housekeeping” job at a profit. 


* * * 





* * * 


Inventory Control Creates 


By Joseph M. Callahan 
Staff Writer 


ERFECT control of 


of the leading Pontiac parts mana- | 


gers in the country. 

Moehlman, of Woody Pontiac 
in Hamtramck, Mich., was se- 
lected recently as the champion 
parts manager in the Pontiac 
(Mich.) zone for the fourth time 
in six years. In 1951 he was 
named national champion, to p- 
ping the 4,000 Pontiac parts man- 


: inventor 
groups of educators and industry | has made Elmer Moehlman moan 





ing stations, with “mechanic in | 
attendance,” not only are bad 
price competitors but do not do 
good work. 


product. | 


* * * | 


CF WILL mean that the dealer | 
will have to: . 

1. Obtain factory’ permission for | 
the alliance. 

2. Train the independent and 
his staff in factory methods. 

3. Furnish or finance special tools 
needed in the “auxiliary” shop. 


Dealer-Repair Shop A lliances Proposed 


ready,” warranty work on inspec- 
tions and used-car recondition- 
ing. 


oy 5 3. Increase parts profit by the} 
This, in many cases, results in| amount of the wholesale override | 
|undeserved blame for the factory | gained in sales to the “auxiliary 


shop. 


+ * * 


Independents Benefit 


The result was the formation ‘a Champion Parts Manager 


| agers in the division’s 26 zones in 
| the U. S. 
| These awards are based on many 
| factors, but Moehlman’s recogni- 
ltion in 1954 was largely the result 
of his feat of turning over his 
;}entire $40,000 parts and accessory 
|inventory every 80 days (or 4% 

times a year) and chalking up sales 
lof $180,000 in the year. 
| Besides inventory control, the 
|Pontiac awards are based on parts 
| department housekeeping, advertis- 
|ing, promotion and wholesaling 
|ability. National winner in 1954 
|was Eddie Baker of Lester Good- 
;}son Pontiac, Houston. 

+ * * 


OEHLMAN and his five-person 

staff—t wo countermen, a de- 
|liveryman, a cashier and a secre- 
tary—have built up their sales 
by concentrating on wholesaling, 
which represents 53 percent of the 
total parts and accessories volume. 
Of the remainder, about 39 per- 


| 


»|cent is sold to the repair depart- 


iment and 8 percent over the 
| counter. 

How does Moehlman maintain 
| the fine balance between the parts 


A OVANtT Aes to the independ- | he purchases and the parts he sells 


ent would include: 


|'which results in the expert inven- 


1. Ability to raise the flat rate to tory control? 


|that of the dealer affiliate. (This, | 
| of course, would have to be worked | to the “monthly order pad” which: 


out in the contract.) 
2. The benefit of being able to 


He says a lot of credit must go 


is recommended, but not de- 
manded by the factory. This is 


(Continued on Page 18, Col. 3) 


| 
| 
concentrate on one make of car, 
thus increasing proficiency. 

3. Assurance of—in most of the| 
U. S—more work, ‘perhaps more | 
than can be handled. (This, of 

(Continued on Page 23, Col. 1) 


The advantages such an alliance 
could bring to the dealer include: 

1. Additional well-trained me- 
chanics whose work sells service. 

2. An area that will not be en- 
croached upon by new-car “make- 


In many cases, the first objec- 
tion will be found unrealistic. 
Every dealer who is failing to 
provide service for his customers 
is creating the incentive for direct 
shop competition. Many, like fill- 


than 15 percent. 

In addition to this failure to keep | 
the service potential apace with the | 
increasing number of cars, the en- 
croachment by new-car “get-ready” ' 


NEW PRODUCTS, 


sete gee ee 
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More Ss 
Less Ma 


BEAN 


For Easy, One-Man 
Removal and Replacement of 


VER VC CMC Ue Ce 





MANZEL TRANS-LIFT 


Permits one man to remove or replace 
the heaviest transmission. Exclusive 
rotary adjustment pivots transmission 
around the center line, not below. This 
eliminates further vertical and lateral 
adjustments — simplifies aligning bolts, 
dowels, splines and drive shafts — com- 
pensates for variations in spring super- 
vision, hoist or floor. For post or pit- 
type installations. Adaptors available 
for all automatic transmissions. 


MANZEL TRANS-LIFT JR. 


Makes removal and replacement of 
transmissions a simple, one-man job in 
limited working areas where cars are 
mounted on axle stands. Rotary adjust- 
ment and all the other convenient 
Trans-Lift Features are included in this 
sturdy, floor-hugging job. Four ball- 
bearing caster wheels provide free 
movement. Pumping while under car is 
simplified by easy acting pump handle 
that swivels readily in all directions. 


Write today for Complete Information 
Jobber Inquiries Welcome 


DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 
341 Babcock Street, Buffalo 10, N. Y. 
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Inventory Control Helps 


Pontiac Parts Champion Tells How to Keep 
Balance Between Purchases and Sales 






(Continued from Page 17) 


simply a form for recording the 
past month’s- sales and the 
present inventory of each item. 
Each parts manager is urged to 
maintain a 60-day supply of most 
items. 


To assist the managers in keep- | 


ing the balance between sales and 
purchases, General Motors also has 
a “2 percent obsolescence plan,” 
whereby a dealer can return to the 
factory 2 percent of his total an- 
nual purchases. 

+ + * 


— an enterprising and efficient 
parts manager can do many 
things, besides watching his month- 
ly orders, to insure that his pur- 
chases are prudent. 

MoehlIman carefully watches 
for the approach of the winter 
and summer seasons, ordering 
items that will shortly be in great 
demand. 

In addition, by considerable read- 
ing, he keeps track of outside fac- 
tors which can affect the price, 


demand and supply of auto parts. | 


He devotes each Monday evening | e 
| purchase an item that retails for $1 | 


to a complete reading of AvUToMo- 
TIVE News. 

For example, he anticipated a 
boost in parts prices when GM and 
the UAW settled in mid-June. He 
immediately placed a large order 
and within days a directive came 


Diamond T for Gamble 
Gamble Equipment Co., 5701 
Colorado Blvd., Denver, has been 


appointed a Diamond T distributor. 
Jack M. Gamble is president. 





hop Business and 
npower Forecast’ 


Get Your Shop 
In Shape! 


STEERING SERVICE WITH 
BEAM-OF-LIGHT SPEED 


AND ACCURACY 


re 


| through, announcing the increase 
| —effective July 1. He also placed 
|@ substantial parts order shortly 
| before the Nov. 1 price increase 
| was announced. 
* * * | 
OEHLMAN exercises the same | 
judgement in ordering his 
parts from local jobbers (the source | 
of about 22 percent of his parts) | 
and other non-Pontiac dealers (15 
percent). The remainder, 63 per- 
cent, is purchased from the factory. 


1 








something—p ens, rulers, pads— 

so they don’t forget us.” 

He said that a big advantage of 
conducting a good wholesale parts 
business is that a dealership can 
afford to carry a bigger and more 
varied inventory, thus increasing 
the availability of parts when 
there is a demand. 

Moehlman said the general trend 
in parts sales since the end of the 
war has been down. Noting that 
Woody’s parts sales totaled $250,- 
000 in 1947, compared with $180,- 
000 in 1954, he cited these factors: 

* ar + 
More new-car dealers are now 
¢ in the wholesale parts busi- 


2. In the Detroit area, people are 
scrapping their cars sooner than 


|they did a few years ago. To il- 


lustrate, 85 percent of Woody’s 


_ He said that he relies on the|parts sales are for models of the 
jobbers mostly for items that are current year or the three preced- 
needed in a hurry and for items|ing years. 


the factories don’t carry. 

The GM Suggested Discount 
Plan has the effect of diverting 
a large percentage of Moehlman’s 
purchases to Pontiac. Under this 
plan, the dealership sells to its 
wholesale customers for the same 
price that the factory charges. 
Then, the dealership sends its 
sales receipts in to the factory 
which rebates the dealership 25 
percent of the net. 

For instance, the dealer may 


| over the counter. The dealer would 


| pay about 60 cents for it and sell | 


it to the wholesale customer for 
the same price. The dealer then 
would receive 15 cents from the 
|factory at the end of the month. 


x * * 


i. o fact that 53 percent of the 


Woody parts sales goes to| 
| wholesalers indicates the emphasis | 
placed on wholesaling. Of the to-| 
28 percent are| 
made to independent body shops, | 


tal parts sales, 


3. There is a trend among 
dealers of wholesaling more of 
the older cars to the southern 
states. 

4. More used parts are being used 
on the older cars. 

5. Looming larger is the insur- 


|ance companys’ ceilings on how 


much they’ll spend to repair a car. 
Often, a car will be junked, rather 


|than be repaired. 


On the contrary, Moehlman said 
a factor boosting auto parts and 
service sales is the increasing com- 


| plexity of cars. 


| complicated. The 


He said, “People are doing less 
and less repairing of their cars all 
the time. The cars are just too 
‘do - it - yourself’ 
trend hasn’t extended to auto re- 
pairs because people want to be 
darn sure about anything so ex- 
pensive and so potentially danger- 
ous as an automobile.” 

*~ * * 

CCESSORY sales, which amount 

to about $12,000 a year at 


13 percent to garages and gas sta-| Woody’s, are pushed with almost 
tions and 12 percent to other new-/ as much vigor as parts. Among the 


car dealers. 

Moehlman’s 900 wholesale ac- 
counts are cultivated monthly by 
two factory mailings and one 
dealership mailing. Usually these 
mailings will plug some particu- 
lar item and generally remind 
the customer that “Elmer at 
Woody’s” is still in business. 


Night.” Annually about 100 inde- 
pendent garagemen, body shop 


are invited to Woody’s for a show- 


prizes offered. 


| transmission. 
| * cs * 





promoted by calling in person 
or by telephoning the top customers 


every 60 or 90 days, depending on | 


the customer’s volume. 

Moehlman said, “When we 
make these calls we always have 
some special to offer these peo- 
ple—kind of a loss leader that 
will make them happy to hear 
from us. Also if a customer’s 
sales are off, we try to find out 
what the trouble is.” 

When calling on these accounts, 
Moehlman always drives a new 
Pontiac and he has frequently sold 
cars on these trips. 

Great reliance at Woody’s is 
|placed on sales incentives. The 


bonuses based on their sales. 
* * * 
| AN example of the ciose cooper- 
ation existing between the serv- 
ice and parts departments is the 
|sales contests whereby the firm’s 


| service customer. 


ball tickets. 
a pair of hockey tickets. 


and advertise an 
| special that will provide a service 


|and an accessory at an attractive | 


A highly successful promotion at | 
Woody’s is the “Garageman’s | 


owners and their leading workmen | 


ing of the new Pontiacs. Food and | 
refreshments are served and door} 


aes business is also| 


two countermen receive monthly} 


three service salesmen are re-| 
warded for selling oil filters by} 
simply suggesting tnem to each) 
Last month the} 
top filter salesman won two foot-| 
This month he’ll get} 


Frequently Moehlman and the| 
service manager will get together | 
“extra-special” | 


merchandising methods employed 
are parts department displays, win- 
dow displays, service department 
| displays, and seasonal advertising. 
For instance, auto buyers at 
| Woody’s receive a list of auto ac- 
| cessories that would make suitable 
| Christmas gifts each year. 

| The layout of Woody’s parts 
department plays an important 
part in its success. A bright and 
interesting room, the parts de- 
| partment employs the “open-store 
idea,” which entices people to 
come in, mill around and look at 
the wall charts and the mounted 
accessories. 

Special open bins are _ spotted 


In addition, there may be spe-|-around the parts department, con- 
cial mechanical displays. For in-|taining a variety of loss leader 
stance, this year a GM man came | items—all for one price. One bin 
out with a model of the neWw)| might read “any item here for 49 


|cents.” There are also 69-cent, 98- 
|}cent and $1.49 bins. 

Another feature of the layout is 
that the service cashier is located 
in the parts department, compelling 
each customer to walk past Moehl- 
|}man’s wares. Also any customer 
|driving in for service is required 
to pass about 50 feet of attractive 
window displays in the parts de- 
partment. A determined effort is 
|made to keep the window displays 
different, interesting and fresh. 

* * * 


* 


AID Moehlman, “I’ve learned a 

lot about advertising and prod- 
| uct displays by watching the super- 
| markets. They’re masters in those 
fields.” 

Moehlman does a considerable 
amount of advertising of his 
parts and accessories. During and 
| shortly after the war he used 
Automotive News to advertise to 
dealers a number of scarce parts 
he was able to secure from local 
shops. 

Woodrow W. Woody, owner of 
the dealership, declared, “During 
the war the factory didn’t have 
some of the parts, but Elmer was 
able to find them, somehow.” 

A daily report is prepared at 
the dealership showing the 
amount of parts and accessories 
sold the preceding day. The re- 
port compares the wholesale and 
retail sales and also lists the ac- 
cumulated sales for the month. 

Moehlman has been at Woody 
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price. 

Commenting on the wholesale 
parts business, Moehlman said, 
“A very important thing is quick 
delivery. And we never take the 
attitude that ‘you’ve got to do 
business with us,’ which is easy 
to acquire in this business. We 
always like to give our customers 








Pontiac for 12 years. He was @ 
Pontiac zone parts manager for the 
preceding eight years and worked 
for B-O-P for seven years before 
that. 

Evaluating his parts manager, 
Woody said, “We have an outstand- 
|ing man in the field. He succeeds 
| because he keeps on top of things.” 














A complete line of 
Chevrolet Parts 


Your Chevrolet dealer is one 
convenient source for all Chev- 
rolet parts. He can assure prompt 
delivery, helps you give your 
customers better service! 
























Quality you can 
depend on 


Your Chevrolet dealer handles 
parts manufactured to high 
standards of quality, precision- 
built for dependable operation. 
Buy your Chevrolet parts from 
the man who specializes in them 
—your Chevrolet dealer. 





Take it from a leading 
Independent Serviceman: 


a Ortauce (at Dealer is my 


partner in 
service {” 


“Like all servicemen, I try to do good work 
because that’s the way I make my customers 
happy and keep them coming back. My Chev- 
rolet dealer helps me do just that by being a 
quick source of parts I can depend on, parts 
that are made right and of top quality. Believe 


me, he’s an important part of my business.” 


\ CHARLES HENRY, OWNER 
2 ALBERT PETER & CO. 

1544 PINE STREET 

SAN FRANCISCO, CALIF. 


. Henry receiving delivery of parts from his Chevrolet dealer. 








Teehniecal help in 
service problems 


Increased service 
efficiency 


The right parts do the job best. 
It will pay you to do business 
with your Chevrolet dealer. In 
so many ways, he is actually 
your partner in service! 


Booklets like the Repair Manual 
help you solve tough problems 
quickly by showing best and 
quickest installation methods. 
On tricky service problems, see 
your Chevrolet dealer. He can 
help you solve them quickly. 


Your Chevrolet dealer is ready, willing 
and able to serve you better than ever! 





Backshop . 
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the standpoint of vehicle sales and 


e e e Jack Weed 


(Continued from Page 17) 


the development of another 10,000- 
acre crude-rubber plantation in 
Brazil. 

Speaking of farming it is inter- 


Hues to Line 
‘Too Many Colors’ Plague 
Car Builder 


JACKSON, Tenn. — Curtis Jones, 
who operates a body shop here, was 
momentarily stumped when it came 
to painting a custom roadster he 
built for his own use. 


“I thought of keeping to the reg- 
ular colors for car painting — but 
none existed for my auto,” he said. 
“Or, rather, too many existed.” 

Jones finally picked a Studebaker 
Safford Cream. The paint helps 
hide the ancestry of the car—Lin- 
coln - Ford-Kaiser-Buick-Chevrolet- 
Pontiac-Cadillac. 


MR.CAR DEALER: 


do you 


stay in 


esting to note that as the farmer’s 
use of horses declines, his need for 
automotive horsepower climbs. 
Recent estimates put the own- 
ership of farm _ automobiles, 
trucks and tractors at 11% mil- 
lion units, a gain since 1950 of 
about 1% million units. It also is 
noted that this increase has taken 
place in the face of an 11 percent 
decline in the farm population. 
This increase’ also has taken 
place during a period in which the 
politicians have been screaming to 
the high heaven that farm prices 
have been declining and that the 
farmers are not able to make a 


service volume. 
* +* * 
Safety Film Effective 
AST week I witnessed one of 
the finest presentations of | 
safety it has been my privilege ever) 
to see. It was in slide film and) 
recorded sound and is just the type 
of presentation most any dealer} 
would like to show to his service) 
clubs, schools, P-TA groups and 
especially to groups of younger| 
people. 
The entire presentation was 
realistic. No attempt was made 
to blame all traffic fatalities on 
speed alone and indirectly point- 
ing a finger at the car makers 
because they have been upping 
horsepower and speeds during the | 
past few years. | 
This presentation stresses the 
need for all of us to do preventive 
driving to cut accident and fatality, 
rates. It asserts that we all should} 





Flunkers Face Arrest, 
Miami Police Warn 
MIAMI. — Miami police have 


| warned motorists that if they 


flunked the city’s automobile in- 
spection tests and failed to ob- 
tain necessary repairs—warrants 
will be issued for their arrest. 
Sgt. R. A. Clark, chief of the 
car inspection department, said: 
“Some drivers fail to have their 
cars repaired immediately or lose 
the tickets instructing them to 
have this work done. Then some- 
time later they have the cars 
fixed and go through the inspec- 
tion lane again. They get a new 
sticker for their windshields but 
forget to inform the inspectors 
that they failed the test previ- 
ously. These same motorists then 
are surprised when a warrant for 
their arrest shows up at their 
homes. They seem to think they 
don’t have to honor the warrant 


reasonable profit on their produce.' grive so that we can protect our-| ‘ cS 
One can only wonder what will| selves against the muddleheaded | sag y — — 
happen to the automotive farm | driver, the road hog, the thought- ; 
market once the farmers ARE) less and the irresponsible. : 
making the profits that the politi-| I do not mean to say the pictures the greatest percentage of accidents 
cians would like to see them make. are not gory for they are. But they| on the road—like the guy with his 
It certainly is a market worth| are realistic and the explanation|family in his car who stops for 
keeping a sharp eye on, both from! goes into the various causes for! a frozen dessert and then pulls into 


How 
think 


business ¢ 


The answer to this question is important to you! 


For, today you are selling the highest powered 
cars in history. These cars will be driven at high 
speeds over more than 400,000 miles of roads and 
highways from coast to coast. This situation puts 
an extra demand on tire safety. 


Car engineers and tire technicians agree that ARMSTRONG’S three patent- 


: ms DES MOINES, IOWA 
protected features: Ounce of Prevention Safety Discs, 


Interlocking Tread and Uni-Cushion Contour have contributed 

more to tire safety than any other development in the tire industry. 
What keeps us in business, then? Simply this. The public 
recognizes ARMSTRONG’S leadership in tire safety engi- 
neering. That’s why each year, more people switch to 
ARMSTRONG Tires than ever before! 
And remember, Mr. Car Dealer. ARMSTRONG’S ascend- 
ancy is directly attributable to the public’s recognition of 
this leadership in tire safety engineering. 
For your customer’s safety . . . for your own profitable 
future . . . investigate the advantages of an Armstrong 
franchise today! 


WEST HAVEN , CONN. 


Armstrong Rubber Co. 


ONE OF AMERICA’S LEADING PRODUCERS OF REPLACEMENT TIRES 





a high-speed road without looking. 
This picture and story was about 
a multiple-car collision caused by 
thoughtlessness. 

It also cites the case of a night 
worker who spent the previous day 
painting his house and then drove 
into a fast-moving train coming 
home from work early in the morn- 
ing. 

Other examples are a crash 
that occurred when a motorist 
didn’t let a “cut-in” driver get 
back in line, the kids who do 
their loving while going 60 miles 
an hour, the accidents caused by 
running under slow moving 
trucks because the driver didn’t 
know his stopping distance at 
various speeds. 

Each incident is illustrated with 
the results of the accident and 
they aren’t nice to look at. But 
judging from the reaction of the 
group I was with, this presentation 
is decidedly effective. 

The film and the platter can be 
obtained for $10 from the Suicide 
Club, Box 1054, Berkley, Mich. 

* * * 


Shock Sales Plan Lauded 


A SERVICE program being 
pushed by Monroe Auto Parts 
puts a new face on selling shock 
absorber replacements. Called 
“Tune Up the Ride,” it makes a 
lot of sense to me. It advocates 
looking at the speedometer to tell 
when it is time to sell shocks. 

Selling shock replacements has 
been one of the toughest jobs to 
get across. 

It’s even tougher than trying 
to sell brake relines by pulling a 
front wheel before an adjustment 
is made, because to really deter- 
mine if the shocks are shot the 
arms must be disconnected to 
test each shock. And that takes 
time. Many do the rear bumper 
“rock” but that is only partially 
effective. 

Explaining to the owner every 
25,000 miles that he should have 
his shocks tested to give a better 
ride and to protect his steering and 
front end alignment seems to me 
to be an approach that may appeal 
to many shops that are too busy 
to take any time on a selling job. 

And to my way of thinking, 
shock-absorber replacement is one 
of our profitable services that is 
badly needed and also badly neg- 
lected. 


Engine Rebuilders 


Shift Meeting to 


Chicago in June 


INDIANAPOLIS.—The 1956 con- 
vention of the Automotive Engine 
Rebuilders Assn. has been changed 
from Los Angeles to Chicago. The 
association here said the decision 
was reached at a board meeting in 
New Orleans. 

The meeting will be held at Hotel 
Sherman June 4-5-6 with June 3 set 
aside for registering. 

The board, it was said, felt that 
another automotive convention on 
the Pacific Coast in the same year 
might interfere with the attend- 
ance of a number of members who 
also belong to other associations. 
(Motor & Equipment Wholesalers 
and National Standard Parts Assns. 
will convene in San Francisco in 
connection with the Pacific Auto- 
motive Show.) 


“Keep Pace With Horsepower 
Race” will be the theme of the 
convention. Announcements of 


| Speakers and subjects will be an- 


nounced as soon as the schedule is 
complete, the association said. 


Southwest Show 
‘Sets Space Draw 


HOUSTON. — Exhibitors’ space 
drawing for the Southwest Auto- 
motive Show will be Jan. 20 in the 
Sam Houston Coliseum here. The 
four-day show will open May 10. 

Half the exhibit space had been 


sold by mid-November and spon- 
soring jobber attendance is ex- 
pected to reach an alltime high, 
according to John Patrick, Mount- 
joy Parts Co., Houston. 

A feature of the exhibition will be 
what show officials call the world’s 
largest display of antique automo- 
biles. The models will be shown by 
the Houston Horseless Carriage 
Club. 
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HERE’S HOW to find how new Super- 
Tune can be your most frequent and import- 
ant contact with car owners... CONTACT 
YOUR SUN REPRESENTATIVE, or write 
the factory. You’ll be amazed to see how 
smoothly and profitably the Sun SUPER- 
TUNE Program can be fitted to your service 
organization! 





Su 





watch PROFITS soar very soon... 
verify performance with SUPER-TUNE 


and LKverybody’s 


per lun 


SUN ELECTRIC CORPORATION: Harlem and Avondale Avenues - Chicago 31, Illinois 






























Happy! 


THAT’S RIGHT! Everybody’s happy with veri- 
fied top engine performance . . . and that’s what 
you offer with Sun Super-Tune! 


You know that today’s engine is a more complex 
and powerful unit. It requires greater accuracy 
and precision in tune-up care . .. more frequent 
adjustment. 


WITH SUPER-TUNE, all the tune-up attention 
today’s engines demand can be accomplished fast 
and simply! This means greater customer satis- 
faction, both with his engine’s power and econ- 
omy, and with your service work! 


HERE’S HOW SUPER-TUNE WORKS to give 
verified top engine performance— Fast —Simply 
—Profitably! 


FAST ...In 10 minutes or less, engine opera- 
tion can be tested area by area, and precision 
adjusted to the manufacturer’s recommended 
performance level...OR you isolate specific 
areas where extra work is needed! 


SIMPLE... You use the famous Sun 6-12 
Volt Tune-Up Tester — four simple-to-operate 
units set in a handy work bench cabinet—to per- 
form these simple area tests: 


Cranking Voltage + Distributor Resistance « 
Charging Voltage - Engine Idle Speed Adjust- 
ment e Ignition Timing « Dwell and Dwell Varia- 
tion e Ignition Advance « Ignition Output and 
Leakage « Secondary Resistance and Polarity. 


These area tests assure a fast, accurate tune-up 
routine .. . let you perform precision adjustments 
with a minimum of test lead change-overs! 


PROFITABLE...Super-Tune makes Profits 
Soar through Greater Customer Satisfaction . . . 
More Tune-Up Volume . . . Increased Parts and 
Service Sales! 





22 
AMA, Trade Schools Seek 


Dealers Need 50,000 Mechanics 


(Continued from Page 17) 


ployers of men with backgrounds 
in the automotive service trade. 
* * * 


Graduates Need Help 
oo the vocational schools 
have been plagued by a num- 


ber of problems, including getting | 


the right kind of students for their 
automotive courses, inadequate fa- 
cilities and teachers who do not 
keep abreast of vehicle develop- 
ments and service techniques, the 
schools and their graduates have 
not always had the proper assist- 
ance from the very dealers the pro- 
gram is trying to help. 

Far too often dealers look upon 
vocational school graduates as 
finished mechanics, although they 
should know full well that fin- 
ished mechanics cannot possibly 
be turned out in the time and 
under the circumstances which 
the average vocational student is 
trained. 

Instead of looking upon the boy 
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Trainees ... 


;as good material to be molded into 
the expert he needs, the dealer puts 
the boy to work and neglects him. 

If the boy makes mistakes, 
neither the dealer nor his service 
| manager tries to set him right. Far 
|too often they bawl him out and 


| Service, Rental Division 


|Sets 56 Charity Dinner 
NEW YORK. — The annual din- 
ner of the garage, service station, 
truck and car rental division of the 
| Federation of Jewish Philanthropies 
|has been set for Jan. 11, 1956. 
| Chairman is Dave Gang. He is 
| aided by Louis Berkowitz and Louis 
Butensky and the dinner is to be 
held at Hotel Delmonico. The offi- 
cers said their division raised $20,- 
| 000 in 1953; $27,000 in 1954, and that 
‘the 1955 goal is higher than last 
| year’s figure. The Federations tar- 
get is $18,100,000 for 116 institutions. 





discourage him or fire him as in- 
competent. 
* 


* * 


| Patience Pays, Dealers Find 
> years’ experience with the 


top graduates of Detroit’s auto- | 
|motive vocational classes has} 


|shown that these boys usually de- 


tention while learning. 
Two Detroiters who have been 


years feel that someone in each 
city or area should be delegated 
to watch the boys for a year and 
to see to it that the dealer or 
service manager doesn’t discour- 
age him before he learns the 
ropes. 

Advancing this suggestion are 
Wilfred Walton, service manager 
of Ford Motor Co.’s Detroit district 
sales office, and Joe Dobbs, Sun 
Electric Co. 

Some Detroit-area dealers have 





velop into good, solid mechanics | 
when they are given stiff exarnina- | 
tions, placed in dealer service shops 
and given a little sympathetic at-| 


associated with the program five | 


Mo. Firm Asks to Sell 


Gas at Supermarket 


ST. LOUIS. — Deep Rock Oil 
Co. has applied to the University 
City (Mo.) City Council for a 
permit to install two portable 
gasoline dispensers at a super- 
market so that customers could 
have their gas tanks filled while 
shopping. 

Under the plan, attendants on 
motor scooters would pipe the 
fuel, and presumably water and 
air, from 25 outlets on the lot. 
The cost of the gas would be 
added to the customer’s grocery 
bill. The city’s plan commission 
| has approved the plan, calling it 
| a “highly progressive step.” 


| been unusually successful in devel- 
oping good mechanics from the 
vocational school graduates. At 
least one or two of the more than 
|100 boys who have been placed 
| with Detroit dealers have gone on 





| * * 


‘Program Deserves Support 


OYS who have been graduated | . ° 
B ‘During Breakin, 


from the cooperative vocational 
' schools—where they work in a deal- 


How to JUDGE the VALUE 
of an AIR COMPRESSOR 


It’s the cost_of 
compressed air NOT 
the purchase price 
of the compressor 
that determines 

the real value of the 
air compressor 


O 


VER THE normal life span of an air 
compressor the cost of operation will 


usually be 2 to 3 times the purchase 


price of the outfit. 


compressors. 


So the real value of an air compressor 
lies in how much more air it delivers for 
every dollar you pay for electricity. 


By actual test DeVilbiss Air Compressors 
deliver as much as 22.5% more air per 
power dollar than the general run of 


In terms of real value to you, this means 


that DeVilbiss compressors often save 


their full purchase price through lower 


power costs over their service life span. 


Remember this the next time someone 


offers you a “bargain” on the purchase 


price of a compressor. For purchase price 


is only part of the real value of an air 


compressor. 


THE DeVILBISS COMPANY 
Toledo 1, Ohio 


|to important jobs in the industry. | 
‘ 














er’s shop one week and go to school 
the next—seem to fare best in the 
early indoctrination period, it is 
claimed. , 

Neither the dealer nor the sery- 
ice manager seems to look upon the 
student as a full-fledged mechanic, 
as they are inclined to do when 
the boy is on the payroll full time, 

With mechanics scarce and 
with no indication that the situa- 
tion will improve in the near 
future, it would be good business 
for dealers in every city to get - 
full information on the voca- 
tional school training program 
that is covered in this AMA book. 

It also would be wise for dealers 
to work with school authorities 
toward channelling more mechani- 
cally inclined alert young men into 
the retail service ranks. 

Full information can be obtained 
from Stanley S. Roe, secretary of 
the AI-VE committee, Automobile 
Manufacturers Assn., New Center 
Building, Detroit 2. 


Don’t Baby oe Cal 


Declare Oil Men 


SAN FRANCISCO. — The worst 
way to break in a new car is to 
treat it too gently, the best way is 
to drive as you normally do after 
the first 500 miles, according to a 
paper presented to the Society of 
Automotive Engineers. 

J. W. Lane, Socony Mobil Oil Co., 
and Leonard Raymond, Socony 
chief automotive engineer, wrote 
that “low-speed, start-stop driving 

. Should be avoided during the 
break-in period. 

“All too frequently,” they said, 
“it leads to persistent high oil con- 
sumption, poor fuel economy, loss 
of power and excessive blow-by due 
to rings which have not seated 
properly, and to other possible de- 
fects.” 

They added: “Experience shows 
that driving a car normally after 
its first several hundred miles— 
avoiding sustained high speeds—is 
the best assurance of attaining 
break-in with low oil consumption 
and good performance characteris- 
tics.” 

This, according to Raymond, sim- 
ply means “forgetting the car is 
new,” after the first 300 to 500 
miles. 


5 New Directors 


Join MEMA Board 


NEW YORK. — Election of five 
directors to the board of the Motor 
& Equipment Manufacturers Assn. 
was announced last week by A. H. 
Eichholz, general manager. 

Elected to the 1956-58 term were 
A. J. Bradley, Commercial Solvents 
Corp., New York; S. G. Phillips, 
Dole Valve Co., Chicago; J. M. 
Wells, Ingersoll-Rand Co. New 
York, and J. D. White, Triplex 
Corp. of America, -Pueblo, Colo. 

Elected to the 1956 term was C. P. 
Brewster, K-D Mfg. Co., Lancaster, 
Pa. 

Other members of the 1956 board 
include H. J. Dunne, Black & 
Decker Mfg. Co., Towson, Md.; H. 
F. Griffin, Griffin Lamp Co., Hamil- 
ton, O.; J. A. Kennedy, Electric 
Storage Battery Co., Philadelphia; 
H. R. LaTowsky, E. I. duPont de 
Nemours & Co., Wilmington, Del.; 
C. H. McAleer, McAleer Mfg. Co. 
Detroit; R. H. Wilbur, Kendall Co. 
Walpole, Mass., and C. W. Zimmer- 
man, Zim Mfg. Co., Chicago. 


Clark Names Industrial 


BATTLE CREEK, Mich.—Indus- 
trial Lift Truck Co., 2900 E. Tioga 
St., Philadelphia, has been appointed 
to sell and service the fork-li 
trucks, powered hand trucks and 
straddle carriers manufactured by 
the industrial truck division of 
Clark Equipment Co. Clark’s fromer 
dealer in the area was Furnival 
Machinery Co. President of the 
new dealership is John I. Somers, 
previously sales manager for 
Furnival. 
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Service Shortage Solution? ... 


Dealer-Repair Shop 
Alliances Proposed 


(Continued from Page 17) 


course, due to the acute shortage | 
in service facilities.) 


On the other side of the ledger | 
the independent would: 


1. Lose many of the customers he 
had built up through the years. 

2. Face investments in tools | 
and equipment. (This would have 
to be worked out in the contract | 
with dealer and independent 
sharing an agreed responsibility.) 

3. Spend time in refresher 
» courses to become acquainted with 
factory methods and procedures. | 
(This might turn out to be an ad-| 
vantage in the area of keeping up | 
with engine advancements, etc.) | 

om * x 


Widespread Interest 
| FJOWEVER, with all the objec- 


for and against such an independ- 
ent shop-dealer alliance, but the 
proposal seems to be at least worth 
investigating. y 

It also might offer relief for the 
“Little Three” dealer who desires 
to provide service in areas distant 
from his dealership which hold a 
high sales potential for his make 
of car. 


It might offer some opportunities 
for the volume dealer to provide 
service and additional sales con- 
tacts in areas where sales are high | 
but customer resistance from a 
service standpoint has been noted. | 

* * a 


Cut in Price Competition? 


T MIGHT offer all franchised | 





dealers an opportunity to elim- 


that poor service constantly builds 
up. 

And because the alliance would 
be with independents who control 
their shops, it would not run into 
the serious clash of interest be- 
tween two great industries such as 
the one that confronted the former 
Ford Neighborhood Sales and 
Service program. 

When the Ford program was 
launched in the early thirties, it 
was an attempt to put dealers in 
a position to make more sales 
by increasing points of contact 
with owners. 

Therefore dealers, in the main, 
leased gasoline station type build- 
ings that were owned or erected by 
large oil companies and endeavored 
to operate as both a gasoline outlet 
and a car dealership. 

This immediately shoved the 
dealer in the middle between the 
oil company, 
rules it wanted followed, and Ford 
Motor Co. and its regulations. 

As long as the dealer’s “auxiliary” 
shop operator is an independent, 
not controlled by other interests, 
this element of cross purposes 


tions, John M. Spath, executive | inate some of the price competition | would not enter the picture. 


secretary, Michigan branch, Auto- 
motive Maintenance Assn., com-| 
posed of independent shops, feels | 
certain that a goodly number of 
the better independents would be} 
interested in a_ service contract | 
with a franchised dealer. 
He said the independent is being | 
hurt by filling stations soliciting | 
service, other than wash and lube 
jobs. They, in far too many cones, | 
are soliciting work on a price basis, 
and—though they may not prop-| 
erly do the work—they tend to set | 
a price level on independent shops. | 
He also said independent shops | 
are not in a good position to bid | 
on wrecks, because many dealers 
refuse to give them parts dis- | 
counts that would enable the 
shops to be competitive. The | 
shops also are handicapped by not | 
having a connection with the | 
company which financed the car. | 
Thus, there is much to be said} 


White’s Speed Up 
Of Service Sales 


‘Pays Dividends’ 


CLEVELAND.—White Motor Co. 
has reported that “Operation 
Speedup,” designed to improve 
service sales operations, is paying 
dividends, according to W. L. Pepin, 
service director. 

Service shipping and billing oper- | 
ations have been relocated, utiliz- 
ing an additional 4,000 square feet 
of shipping and loading facilities. 
Pepin said the rearrangement eases 
the flow of orders and speeds up 
shipment. 

A new group of field contact men 
has been established to contact 

parts suppliers plants and White 
‘service outlets across the country 
on a regular basis. 

Pepin said faster parts distribu- 
tion is being put into practice on a 
regional basis to remedy local 
emergency parts shortages as they 
occur. He added that speedier and 
more direct field communications 
were being employed. 


Dee Tee Guns 
Repaired Free 


OAKLAND, Calif—A new policy 
of free repair of Dee Tee degreaser 
guns has been announced by the 
manufacturer, Currier Co. 

According to Farnsworth Currier, 
president of the concern, the Dee 
Tee Gun user simply certifies that 
he is now using Dee Tee safety 
solvent exclusively and the equip- 
ment is repaired without cost. Job- 
bers will handle the certification 
and send the guns to the Currier 
plant for re-conditioning. 

Dee Tee, which was bought by 
Currier from the Vokar Corp., is a 
lube rack profit booster that is be- 
ing used by a number of major oil 
companies in their outlets and by 
independent station operators. 








Marceau in Business 


OTTAWA. Charles Marceau, 
longtime secretary of the eastern 
division of the Canadian Automo- 
' tive Wholesalers & Manufacturers 
Assn., now heads his own company, 
Allied Bearing Co., Montreal. 


A.C. OPERATED—NO BATTERY RE- 
QUIRED. Makes following tests: Ignition 
System * Battery * Generator * Electrical 
Circuits * Current Regulator * Voltage 
Carburetor * Coils and Con- 
densers * R.P.M. * Cam Angle * Combus- 


Regulator * 
tion * Starter. 


12-VOLT MODERNIZATION 
AGES: Ask your Allen wholesaler about 
the economical Allen Modernization 
Packages to convert your old 6-volt 
equipment for 12-volt servicing. 


MANUFACTURERS OF t 


which had certain | 








By L. H. Houck 

Stafft Correspondent 
LOUISVILLE.—A metropoli- 
tan dealer’s problem of competing 
with other dealers handling the 
same make can be solved by selling 
the customer on the dealer’s serv- 
ice department, according to G. P. 
Goeth, manager of Whipple Motor 

Co. (Chevrolet) here. 


Whipple salesmen make no 
bones about telling a prospect 
that there are seven other Chev- 
rolet dealers in Louisville who 
can sell them a car for the same 
price, but they add that Whip- 
ple’s specialty is taking care of 
customers after they buy their 
cars. 


It is pointed out to the prospect 
that the best he could do by shop- 
ping around would be to save $25 
and that he would soon waste that 
in time and expense in shopping. 

The customer is sold on the idea 
that Whipple service and equipment 


If the battle between overhead and service volume keeps y 
“break even’”’ point, take a speculative look at this profit builder. It is fast, 
easy-to-use, and thoroughly accurate. Service rates sta 
the Allen Motor Analyzer, job time is pared down to the 

You are sure the job is done right, too, because complicated hookups 
hard-to-read meters have been eliminated from the 


Whatever the size of your shop, the Allen Motor Analyzer will pay for 
itself in time saved, more business, and satisfied customers . . . because it is 
designed to handle BOTH 6 and 12-volt electrical syste: 
are removable for use anywhere in shop .. . they include: Volt-Am 
Coil-Condenser Tester, Dwell-Tach 
Call your Allen distributor for immediate action on tp Fong business 
fast with the money-making Allen Motor Analyzer. i 

time payment plan. 


ALLEN 


Service Sells Shoppers 


Louisville Dealer Acknowledges 7 Competitors, 
But Promises Best Car Care 





Al 


en Motor Analyzer. 


ester, and Combustion 
Ask 











is the best in town and also that 
it is the closest and fastest for 
those living in the area. 


A similar approach is used on 
service department customers who 
evoke an interest in a new car. 
Whipple salesmen say that they 
have switched many other-make 
owners to Chevrolet by describing 
Whipple’s efficient service. 


Goeth said that the orderly op- 
eration of a service business with 
all the special equipment needed 
to adequately service the car and 
promotion that brings in all 
makes for service beats any pro- 
gram of trying to out-deal and 
out-gimmick another dealer. 

He said it takes care of the shop- 
pers, too, if they are looking for 
the lowest dollar rather than the 
best buy. 

The answer at Whipple’s is “You 
can get a Chevrolet at seven other 
places but nobody can give our 
kind of personal service.” 





ou near the 


y the same, but with 
barest minim: 
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ms. All test units 
Tester, 
lyzer. 


about his 


ELECTRIC and EQUIPMENT COMPANY Kalamazoo, Michigan 


Uni-Tuners @ Syncrograph Distributor Testers @ Regulator-Generator Servicers 
@ Motor Analyzers ¢ Spot Welders ¢ Dyna-Chargers @ Unitron Slow Chargers. 
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News to Note... 


Service World in Brief 


MONROE, Mich. — The directors | protection against union interfer- 
of Monroe Auto Equipment Co. ence. It also assures employes that 
have approved plans for a new/| they are free to join or not to join 
100,000-square-foot plant in Hart-|a union and contains a discussion 
well, Ga., it was announced by B.| of employe rights under the “union 
D. McIntyre, president. | shop” contract. 

The company plans to be in pro-| i See 


i th facility in| 
duction at the new fac y | Badger Tool Names Reps 


March. 
‘ to the firm’s growth,| _CHICAGO.—Badger Tool & Mfg. 
winting t the irms § Co. Chicago, has announced 


McIntyre said he expects sales to s 

anesed. $19 million ‘ 1956. Top| #ppointment of Automotive Sales 

sales before World War II were | ©. Philadelphia, and Harry Ballis 

$3,865,000, he said. & Associates, Denver, as sales 
McIntyre said that new products representatives. Both will promote 

under development by Monroe Auto | Badger’s line of automotive parts, 

Equipment include a new type of | 2ccessories, speed and sport equip- 

power steering and a new method ment, the company said. 

of springing and ride control. Both | 5,358 

will be available in the near future, | Kable Heads Servicemen 


he said. ere. oe | BALTIMORE. — William Kable, 

° Parts Wholesale, Inc., has been 
MEWA Starts Bulletin elected president of the Chrysler 
On Labor-Management parts and service managers group 


: here. Fred Button, of Ewell Motors 
eee ee ease a has | (Dodge-Plymouth), in suburban 
nounced that it has introduced a| Glen Burnie, is the new vice- 
new labor-management relations| 
bulletin for the use of automotive 
wholesalers. 

The first outlines employe rights) 
under the Taft-Hartley Act—which| 
applies, it was said, to most auto-| 
motive wholesalers—and employe 


NADA Show Lures 
Exhibiting Firms 
By the Hundreds 


| 
ASHINGTON. — Automotive) 
equipment manufacturers by 
the hundreds are preparing their 
wares for display at NADA’s ninth 
annual equipment exhibition, to be 
held here in conjunction with the 
association’s 1956 convention Jan. 
28-Feb. 1. 

When the exhibition opens Sat- 
urday, Jan. 28, thousands of fran- 
chised car and truck dealers, | 
along with their service person- 
nel, will have the opportunity to 
study new developments in auto- 
motive service, merchandising, 
and truck equipment and acces- 
sories. 

The exhibition will be housed in 
the Sheraton-Park Hotel’s exhibi- 
tion hall, comprising 30,000 square 
feet. 





*® x * 


NUMBER of manufacturers | 
plan to unveil entirely new) 
pieces of service equipment at the} 
exhibition, which will run fou r| 
days, ending Tuesday, Jan. 31. | 
The Saturday and Monday ex- | 
hibition hours will be 9 a.m. to | 

9 p.m. to enable service personnel 
from Washington-area dealer- 
ships to view the booths before 
or after working hours. 

The Sunday and Tuesday hours} 
will be 9 a.m. to 6 p.m. 

In addition to the displays, serv-! 
ice sessions featuring a group of 
automotive experts will be held| 
Saturday and Sunday afternoons. | 

The convention proper will open | 
Monday morning, Jan. 30. 








Growing Use of Plastics 
In Transportation Cited 


CHICAGO.—Plastics may revo- 
lutionize the world of transporta- 
tion, K. K. Fligor, head of the 
plastics section, Goodyear Tire & 
Rubber Co., told the diamond 
jubilee meeting of the American 
Society of Mechanical Engineers. 

Among the developments he dis- 
cussed were experimental cars 
with plastic bodies, a plastic milk 
truck tank that weighs only half 
as much as conventional tanks, 
trailers with transparent plastic 
tops for carrying textiles and a 
U. S. parcel-post delivery truck 
molded from impregnated fibrous 
glass that saves 1,000 pounds. 





Aimers do: 








MORE AUTO DEALERS SPECIFY 


STEMAC 
PERSONALIZED NAME PLATES 


THAN ANY OTHER MAKE 
1281 So. Cherokee 


peraris- STEMAC crnver, coloraae 


| president, and Herbert Stocksdale, 
| Jarman Motors (Dodge-Plymouth), 
|is secretary-treasurer. 
ad + aa 

Bryan Is ‘Mr. Booster’ 
| MILWAUKEE.—Keith T. Bryan, 
president of the Milwaukee Auto- 
motive Booster Club, has been 
named “Mr. Booster of the Year” 
by the Automotive Booster Club 
International. Paul V. Croteau is 
incoming president of the Milwau- 
kee club. 

+ * on 


Sanford Joins Fleming 


FORT WORTH.— Howard San- 
ford has been named manager of 
the service department at Sam 
Fleming Buick Co. Sanford and 
Fleming have been associated in 
the auto business since 1948 when 
both were employed by John Holt 
Buick Co., Inc., San Angelo, Tex. 

* * * 





New Seat Fabric Designed 


To Last for Life of Car 


PETERSBURG, Va.—A new seat 
cover fabric “guaranteed for the 
life of the car” has been developed 
and marketed by Virginia Fibre 
Corp. 

Made of saran and interwoven 
with gold and silver aluminum 


This\and 15” 
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yarn, the plastic fabric, known as 
Vaco Sara-Quilt, has been approved 
and is being used by manufacturers 
in some 1956 automobiles, accord- 
ing to the company. 

Featuring a quilt-like puff, Sara- 
Quilt is washable, virtually stain- 
proof and fade resistant. The tough- 
ness of the fabric is said to be em- 
phasized by its “life of the car” 


written guarantee. 
| * * * 


‘Cash Premiums 


‘Hike Dealer Sales 
‘Of Oil Additive 


AZUSA, Calif. — A premium pro- 
gram under which dealers received 
15 cents for each can of oil addi- 
tive sold was a solid success, ac- 
cording to Wynn Oil Co. 

Each can of the additive, Wynn’s 
Friction Proofing, carried a tiny 
| label which was to be removed and 
|applied to a “pay card” when the | additive sold and applied it to a “pay 
| can was sold. card.” They received 15 cents for each 
| At the end of the 30-day cam-| label. 
|paign, Wynn’s salesmen called on|~ 
|the dealers and paid them 15 cents 
for each label on the cards. Some 
dealers received as much as $40. 

The labels, a pressure-sensitive 





— 


s 
"Pay Cards’ Pay Off— 
“Pay cards” paid dividends for Wynn 
Oil Co. and its dealers during a 30-day 
sales campaign. Dealers removed a pres- 
sure-sensitive label from each can of oil 





type which could be applied quickly 
| without moistening, were supplied 
|by Avery Adhesive Label Corp., 
Monrovia, Calif. 
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GREATEST SELLING ADVANCE SINCE GUIDE 
INTRODUCED THE ELECTRIC HEADLAMP IN 1908! 


Here’s what GUIDE’S new and exclusive T-3 Safety- 


Guide’s new T-3 Safety-Aim Headlamp—an industry- 
approved all-glass sealed beam unit—throws a new light 
pattern on the lower beam. It throws more light to the 
right, increasing visibility by as much as 80 feet and, at 
the same time, reducing headlamp glare for approaching 
cars. It also makes a vast improvement in bad-weather 
visibility by reducing light reflected by rain, snow and 
fog. This new Guide headlamp is the greatest contribution 
to night driving safety, and to headlamp selling since the 
introduction of the sealed beam itself. 


COMPLETELY NEW APPROACH 


Here’s how GUIDE’S new T-3 Safety-Aimers aim 
headlamps perfectly: 


The T-3 headlamp and aimers get their name from three 
‘Guide Points” molded right in the lens of each Guide 
lamp. This triangle of three alignment points permits 
perfect aiming of Guide T-3 Headlamps in a matter of 
minutes and in broad daylight, using only a screwdriver 
and the new T-3 Safety-Aimers. You don’t even have 
to turn headlamps on! One man can do the job any time, 
anywhere. But, only when headlamps are perfectly aimed 
do your customers get all the benefits so carefully built 
into these new, improved Guide T-3 sealed beam units. 
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O’Daniel Ranes Wants Satis fied Customers .. . 


_ Shop Welcomes Rival Makes 


By L. H. Houck | toward the $300,000 mark per year, 

Staff Correspondent |and 6 percent of this amount plus 
EVANSVILLE, Ind.—The owners} the much more valuable intangible 
of all makes of cars are welcome | profit it generates in our new and 
in the service department of O’Dan-| ysed-car sales departments en- 


iel Ranes, Inc. (Oldsmobile), and | hances the importance of a service 
they are encouraged to come back | department.” 


and to be regular customers. | A. L. Hahus. service mana 
. - ke b ger, 
This, the dealership has found, | said that the best barometer of the 
~ eo eo di oe 
|is in e “comebacks” of jobs to 
contrary to the tactics of some) phe made good. : 


dealers who even discourage own-| 
ers of their own make of automo-| , At O’Daniel Ranes a record is 





bile. | kept of all comebacks and com- | 


J. E. O'Daniel, one of the co- | plaints and each customer is sat- 
owners, said that while the firm | ified. Since the service personnel 
maintains service absorption rec- | Know that each job is carefully 
ords, it is felt the most important | Checked, = becomes os to 
thing is to operate the depart- | ses to do the job right the first 
ment at a fair profit and still | ss 
bring back a large percentage of f 
repeat buyers. |erated so efficiently that only $394 
“Our target is 10 percent profit | worth of jobs were repeated under 
after expenses and before Federal the firm’s blanket guarantee and 
taxes,” he said, “but so far, it has the sales volume of almost $300,000. 
not produced much above 6 percent.| The service department also han- 
But our service volume is growing | dles the new-car preparation in a 


At present the department is op- | 


|; manner that eliminates most head- 
aches and customer complaints. 

“The buyer is looking for the 
\little things as well as the big 
| things that might go bad during the 
warranty period on a new car,” 
| O’Daniel said, “and our instructions 
|to our makeready department are 
to do whatever is necessary so that 
we do not get it back during the 
warranty period. 

“No matter how good the car, 
| if the service is not good the 
| customer will likely buy a com- 
| petitive car next time. We recog- 
| 





| nize and show the customer that 
the purchase can only be as good 
as the dealer and the dealer is 
only as good as the service he 
| gives.” 

He said that new and used cars 
|turn in as much as $50 to $100 extra 
profit when sales are washed out 
because of the excellence of the 
service department. Each buyer of 
|a new or used car, is taken on a 
|tour of the service department and 
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Reduce Scrap Exports, 


Copper-Brass Unit Asks 


NEW YORK.—A reduction in 
the export quotas of copper scrap 
and copper-alloy scrap in the first 
quarter of 1956 has been re- 
quested by T. E. Veltman, man- 
ager of the Copper and Brass 
Research Assn. 

In a telegram to the copper 
division of the Department of 
Commerce Business and Defense 
Services Administration, Veltman 
mentioned a “critical shortage of 
scrap.” He asked the reduction 
to relieve the situation and to 
“avoid the further inflation in 
scrap resulting from the short- 
age.” 





| introduced to the department heads. 


O’Daniel Ranes has discovered 
that the public does not mind pay- 
ing for good service—the squawks 
come from having to pay for in- 
ferior service. 

Each mechanic is responsible 
for the job he does. If it comes 
back he has to do it for nothing. 
If a job comes back the second 
time it is assumed that he either 
won’t or can’t do the kind of 
work demanded here. All service 





in a BIG NEW BUSINESS! 








*GUIDE’S AMAZING NEW XY SAFETY-AIMERS COST ONLY 
$1500 PER SET—LET YOU AIM THE NEW GUIDE ¥¥Y HEADLAMPS 
PERFECTLY—IN MINUTES—IN DAYLIGHT! 


TO HEADLAMP SELLING! 


Here’s what GUIDE'S new Safety-Aimers mean in 
terms of new business for you: 


First, all General Motors cars and trucks for ’56 will 
be factory-equipped with T-3 Safety-Aim Headlamps. 
Second, every car on the road equipped with sealed beam 
headlamps is a prospect—a market of over 50 million 


CALL YOUR REGULAR 





Safety-Aimers cost only $15.00 per set. 


SUPPLIER 


cars and trucks—thousands in your area alone! Get in on 


the ground floor of a brand-new business. Guide’s T-3 


Be the first Authorized Guide Dealer in your area to 
profit from the new and exclusive Guide Safety-Aimers. 


OR YOUR AUTHORIZED Glide HEADLAMP SOURCE! 
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work is fully guaranteed—even 
the diagnosis is guaranteed. 

Although most of the service is 
performed on Oldsmobiles, the firm 
also does a large volume of work 
on other makes. There is a con- 
certed effort to retain the used-car 
buyer’s service business and this 
company is one of the largest used- 
car outlets in the Middle West. 

One of the features of this service 
department is the suggestion box. 
For the best three suggestions 
placed in the box in the six to 
eight week periods, prizes of $10, 
$5 and $3 are given. 

In the last contest a suggestion 
by the parts manager that all 
employes use the principle of the 
13th doughnut in dealing with 
customers, won second place and 
has been incorporated into an 
order for all personnel. 

The 13th doughnut idea is to give 
a little more. It was suggested that 
each employe compliment each cus- 
tomer with whom he comes in con- 
tact on the condition of his car. 
For instance, a customer may be in 
to have a dent taken out of a 
fender but may pride himself on 
keeping a clean interior, or on a 
washed and polished exterior. 

Winner of the first prize recently 
was a car jockey who suggested 
that six and 12-volt batteries be 
mounted permanently on the serv- 
ice truck and equipped with long 
leads, for starting customers’ cars. 
He pointed out this saved handling 
a@ substitute battery and eliminated 
pushing. 

Suggestions are chosen by a 
board consisting of one repre- 
sentative of the mechanics and 
one representative of manage- 
ment. 

A wash boy won a third prize 
recently with a suggestion that 
parking lines on the concrete lots 
be repainted so that more room 
would be provided for cars since 
they could be parked in the marked 
slots and bunched closer together. 

Another innovation in this serv- 
ice department is the abandonment 
of the service tower and the estab- 
lishment of a service office with 
glassed walls on the service floor. 
Here, all service records, charges 
and cash are handled and the serv- 
ice manager is available to every 
person who enters the department. 

The concrete floor is completely 
sealed against greases and dirt. 
When scrubbed, as it is regularly, 
it is as clean as the average kitchen. 
Good housekeeping makes it a 
place where all are free to enter. 

All new cars are undercoated 
and waxed before delivery, with 
customers seldom objecting to 
the service charge. 

Every used car acquired is thor- 
oughly checked, corrections made 
and then washed and polished be- 
fore going on the lot. On the lot 
each car is started daily, warmed 
up and dusted off. 

No appraisal is given on a poten- 
tial tradein until the car has been 
driven. 


Reliteens Heads 
Electric Group 


CHICAGO.—E. N. Robinson, dis- 
tribution manager of the Alemite 
and instrument division of Stewart- 
Warner Corp., was elected presi- 
dent of the Automotive Electric 
Assn. at its annual meeting. 

Vice-presidents elected include 
another Chicagoan, C. W. Apley, of 
Ballantine Auto Parts & Service, 
who heads the service distribu- 
tors’ division of the association. 

William E. Blank, of Electric 
Auto-Lite Co., Toledo, was elected 
vice-president and chairman of the 
manufacturers’ division, and J. L. 
Finn, of Gardner, Inc., Cincinnati, 
was named vice-president for the 
central distributors’ division. 

Richard Durham, of New York, 
was named secretary-treasurer. 


Dillard Opens Dealership 


J. F. Dillard has opened a 
Lincoln-Mercury-Continental deal- 
ership in Roseburg, Ore. 


100 Feet of 48-12" x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 
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Brown Buick Joins Safe Driving Campaign— 


Ray Ely, general sales manager, Brown Buick Co., San Francisco, points out how 
his firm has joined in the spirit of the Safe Driving Day campaign. T. N. Brown, 
president, is offering free driving lessons to anyone who takes a demonstration ride. 
No purchase is required. The offer was made possible through cooperation with the 
Safe-Way Driving School, San Francisco. 











Across the Nation... 





Auto Dealer Changes 


Poynter Motors, Inc. (Ford), has 
opened for business at 220 S. 
Eighteenth St., Parsons, Kans. W. 
R. Poynter, owner, formerly was 
a dealer in Valley Falls, Kans. He 
purchased equipment and fixtures 
in Parsons from McDowell Motors, 
which had been closed since the 
death of Frank McDowell. 

* * * 


Willys Signs 8 Dealers 
To Jeep Franchise 


Eight dealers have been signed 
to Jeep franchises, according to 
Willys Motors, Inc. 

They are Dixie Motors (Stude- 
baker), Shelbyville, Tenn.; Oakes 
Motor Co., Sparta, Tenn.; River- 
side Motor Co. (Studebaker), 
Copperhill, Tenn.; Cripple Creek 
Auto Co., Cripple Creek, Colo.; 
City Motors, Inc., Atlantic City; 
Garrett-Emry Buick Co., Enum- 
claw, Wash.; Charlie Ramp, Inc. 


atl 
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(Chrysler - Plymouth), Pasco, 
Wash,. and Box Elder Motor Co. 
(Allis-Chalmers), Tremonton, 
Utah. 


*. * * 


Eight Dealerships Named 
To Handle Packard Line 


Eight dealerships have been 
added to the Packard-Clipper 
roster. They are: 

Rush Stallings, Montgomery, 
Ala.; Ralph Pranger, Shelby, 
Mich.; Keystone Motors, Warren, 
Pa.; Baker Automobile Co., Paw- 
tucket, R. L; P & R Motor Sales, 
Bayonne, N. J.; Sullivan Motor, 
Miles City, Mont.; Memphis Pack- 
ard, Memphis, and Sheehan Zari, 
New Rochelle, N. Y. 


* * * 


Hill Takes L-M Deal 


Uptown Lincoln-Mercury, Inc., is 
a new dealership in Frankfort, Ky. 
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adjustment 





Up and down friction 
adjustment 


Custom brackets for 
all cars and trucks 
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You will never see any UNITY Spotlights sold at cut prices under UNITY name or under a 
different name or trademark. UNITY protects the dealer ... that is why UNITY Spotlights 


are called “THE CAR DEALER'S SPOTLIGHT”. 


Three-tube construction © Heavy duty gears © Custom brackets © Brass construction © 
Electro-Chemical plating © Silver plated contacts © Rugged construction @ Glass sealed 


beam @ Offset mirror @ 360° turning radius. 


Most useful emergency light to read street signs, house numbers, road objects, night driving, 
ete. Used by State and City police, fire departments, everywhere. Preferred by car and 


truck manufacturers, 


us) Me 
Outside stationary tube 
tightly by mounting brackets 
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UNITY 


protects the car 
dealer's retail sales — 
by distributing only 
through legitimate 
wholesalers — never 
through chain stores 
or other cut-price 
channels. 





MANUFACTURING COMPANY 


Makers of spotlights, outside rear view mirrors, fog lights, back-up lights, 


police and fire lights, deck lights, searchlights and emergency lights. 


2909 SOUTH INDIANA AVENUE @ 


CHICAGO 16, ILLINOIS 





The firm, located at Versailles and 
Douglas, formerly was City Motor 
Co. (Dodge-Plymouth). James W. 


| Hill jr. is president of Uptown. 


* * * 
Kelley-Williams Assets 
Bought in Family Deal 


Dewey D. Williams, vice-presi- 
dent, Kelley-Williams Motor Co. 
(Ford), Ninth St. and Minnesota 
Ave., Kansas City, Kans., has pur- 
chased the dealership’s assets 
from his brother, Damon E. Wil- 
liams. 

Damon with his son, Wallace, 
will retain the real estate hold- 
ings as W. S. Realty Co. Dewey 
Williams said that an expansion 
of the business has been planned. 
Wallace Williams formerly was 
treasurer of the company. 

+ * * 


DeSoto Names 8 Dealers; 


Total of 53 Since Aug. 1 


DeSoto has appointed eight new 
dealerships for a total of 53 new 
direct dealers appointed since Aug. 
1, A. B. Nielsen, general sales man- 
ager, has announced. 

New dealers are: Harrison Motor 
Co., Greenville, Tenn.; Isaacson 
Motors, Inc., Chicago; Greenwald’s 
of Kent. Inc., Kent, O.; Wheeler 
Motor Co.. Ada, Okla.; Suburban 
Motors, Wilmington, Calif.; Hrivnak 
Motors. Phoenixville, Pa.; Plank 
Bros., Piqua, O., and De Pumpo’s 
Sales and Service, Waverly, N. Y. 


* * * 


Moore Opens Olds Deal 


Bob Moore Motor Co. (Oldsmo- 
bile), Wichita, has opened in 
temporary quarters while await- 
ing completion of a new building. 
Bob Moore, former Wichita used- 
car dealer, will retain his lot as 
a sales outlet and move to the 
new $125,000 building when com- 
pleted. Moore is the first dealer 
to move to the suburbs, away 


from near-downtown Auto Row. 
oo” * ” 


Ohio’s Hassan to Open 


Exclusive Volkswagen 


Charles R. Hassan, president, 
Raymond Imported Motors, Indian 
Hill, O., has announced that he 
will open a Volkswagen dealership 
in Walnut Hills, O., a Cincinnati 
suburb. 

For eight years, Hassan has han- 
dled Volkswagen, Jaguar and 
Mercedes-Benz in Indian Hill, also 
near Cincinnati. The separate deal, 
Hassan said, is part of the manu- 
facturer’s plan to establish exclu- 
sive Volkswagen dealerships. 

” + * 


Nash West Seattle Opens; 


Hieb to Head Dealership 


Nash West Seattle, Inc., has 
opened in Seattle at 4815 Califor- 
nia Ave., with Henry A. Hieb, 
Kirkland, Wash., as president and 
general manager. 

Hieb has been associated with 
Nash dealerships for 10 years. 
Other officers are Wes Forester, 
sales vice-president; Homer Mc- 
Kinley, secretary and service 
manager, and Jack McNeal, serv- 
ice. McKinley and McNeal have 
been operating a Nash service 
shop in the building occupied by 
the firm. 


* * 


Packard Milwaukee Duals 


Packard Milwaukee Co. (Pack- 
ard), 3501 W. Wisconsin Ave., Mil- 
waukee, has added a Studebaker 
franchise. The firm has done bus- 
iness at the same address for 43 
years. ms 

~ 


Buick for Erdelac 


Joseph Erdelac Jr. has been 
named a Buick dealer in the 
greater Cleveland area. He form- 
erly operated Studebaker and 
Mercury dealerships. 

* * * 


Griffin Buys Greater Dallas 
Greater Dallas Motors (Lincoln- 
Mercury), 2112 N. Harwood S&t., 
Dallas, has been bought by Ben 
Griffin (Ford) and will be operated 
as Texas Kar Co. Walter C. Syport 
jr., will be president. 
. x + 


Alborn Buys Out Mobley 
Evan Alborn has purchased 
Jack Mobley’s interests in A & M 
Buick Co., Newport, Ore. 
+ * * 


Hill Sells to Bunge 


Carl Bunge has purchased the 
interests of Frank Hill in Bunge- 
Hill Motor Co. (DeSoto-Piymouth), 
Hillsboro, Ore. 








Left: The Olson Ductility Test is performed in one of the 
metallurgic laboratories. Right: A tensile test is made at the 
Quality Control Department’s main lab. These are two of 
many checks to assure correct grain and hardness. 





Quality of product and complete service to the customer are 
behind every sheet, coil and bar from Great Lakes Steel. 
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Our customers control this water! 


Why? Because our customers’ specifications deter- 
mine the temper and grain structure of each shipment. 
These are achieved, in part, through control of the 
water that hits the red-hot strip as it races from 
Great Lakes’ 96-inch continuous mill. 


Temper and grain structure are among the many 
ck. racteristics of steel strip and sheets that can make 
your production efficient and your product profitable. 
That’s why the steel you order is so important to you 
—why ‘your order at Great Lakes receives individual 
supervision through every stage of production. 


Our knowledge of steel and steelmaking may be able 
to contribute importantly to your production and 
your product. A call will bring a Great Lakes repre- 
sentative to talk over your requirements. 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan e¢ A Unit of 


NATIONAL STEEL ne tL 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand 

Rapids, Houston, Indianapolis, Lansing, Los Angeles, New York 

City, Philadelphia, Pittsburgh, Rochester, St. Louis, San Francisco, 
Toledo, Toronto. 
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Auto Personnel 





Appointment of Donald B. Rob- 
erts as Missouri Valley division 
manager for Permacel Tape Corp., 
New Brunswick, N. J., a Johnson 
& Johnson company, has been an- 
nounced. Roberts joined Permacel 
in January, 1950. 

of 


* * 


Boberg Elected President 


Of Conveyor Association 


E. E. Boberg, sales vice-president, 
Standard Conveyor Co., North St. 
Paul, Minn., has been elected pres- 
ident of the Conveyor Equipment 
Manufacturers Assn. He succeeds 

rvis ©. Webb, president, Jervis 
B. Webb Co., Detroit. 

Other officers are: J. H. Walker, 
president, Fairfield Engineering Co., 
Marion, O., vice-president; Adrian 
W. Rich, president, Fairmont Ma- 
chinery Co., Fairmont, W. Va., 
treasurer; H. E. Murken, manager, 
Conveyor Sales, Hewitt-Robins, Inc., 
Stamford, Conn., secretary; R. Y. 
MacIntyre, manager, industrial di- 
vision, Continental Gin Co., Bir- 
mingham, Ala., F. J. Shude, presi- 





dent, Anchor Steel & Conveyor Co., 
Dearborn, and D. E. Davidson, vice- 
president, Link-Belt Co., Chicago, 
directors. R. C. Sollenberger was 
reelected executive vice-president. 

+ * + 


Zellerbach Named 


J. D. Zellerbach, San Francisco, 
president and director of Crown 
Zellerbach Corp., has been elected 
chairman of the Committee for 
Economic Development. He suc- 
ceeds Meyer Kestnbaum, president, 
Hart Schaffner & Marx, who re- 
signed after he was appointed 
special assistant to President Eisen- 
hower. 

* * ok 


Clark Electric Truck 


Names Kelly Sales Chief 


J. William Kelly has been 
named sales manager of the elec- 
tric truck section of Clark Equip- 
ment Co.’s Industrial Truck 
division, Battle Creek, Mich. 

For the last two years Kelly 
has been sales manager of the 


Boston branch of Exide Industrial 
division, Battle Creek, Mich. 
Co. 


Bakelite Appoints 


J. R. Wilkinson has been ap- 
pointed eastern zone manager for 
the molding-materials division of 
Bakelite Co., New York. He suc- 
ceeds Richard H. Bruce, now man- 
ager of the division. ; 

* + 


MacKenzie Appointed Head 


Of Lincoln Dealer Unit 


Gordon B. MacKenzie has been 
named manager of Lincoln’s 
dealer planning and placement 
department. He previously was 
coordinator in the Ford division’s 
dealer placement department. 

* + 


Oil PR Group Names 


Campbell Field Director 

John F. Campbell, Chicago, has 
been named field director for the 
oil industry information committee 
of the American Petroleum Insti- 
tute. He formerly was midwest 
regional director. 

Replacing Campbell in the mid- 
west will be J. W. Lenon, senior 
district representative in the 
Kentucky - Ohio- Tennessee area. 


PUTS THE WORLD’S BEST 





BEARINGS IN YOUR HAND 


WHEN YOU SPECIFY 
FEDERAL-MOGUL 





FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul-Bower Bearings, 


DETROIT 13, MICHIGAN 









You can depend on your 
Federal-Mogul Jobber! 
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John Richardson, of the Cincinnati 
office, has been promoted to Lenon’s 
former post. 

* * * 


Martin-Senour Chooses 


Mapes as Texas Manager 

Nelson H. Mapes has been ap- 
pointed Texas territorial manager 
for the automotive division of 
Martin-Senour Paint Co. He for- 
merly was midwest territorial man- 
ager. 

* + +” 

Nash Boosts Martinson 


In Western Division 

R. L. Martinson has been pro- 
moted to parts and service man- 
ager of Nash’s western division at 
Los Angeles. He formerly was Los 


Angeles parts warehouse manager. 
ok * * 


Lippard and Prill Take Up 


New Duties with Lincoln 


H. B. Lippard has been named) 
manager of Lincoln’s programming} 
department, and P. E. Prill has 
been appointed facilities planning 
manager. 

Lippard formerly was a section 
supervisor in the purchasing office 
of the Ford division. Prill was a 
production staff assistant at Ford 








108 TESTS ASSURE QUALITY 


Some types of our bearings get as many as 108 

different inspections. These include visual, mechanical 
and special inspections, including analyses and 
temperature controls. Others may require only half that 
many tests to assure top quality. But, regardless of the 
bearing or bearing part you need, you can be sure of this: 
If it comes to you in the red-and-black 
Federal-Mogul box, it’s tops in quality and accuracy 
for the job it has to do! 
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Motor Co.’s Dearborn -assembly 
plant. 
* * 


* 
Chrysler Gives Wunderlich 


New Manufacturing Duties 


Frederick A. Wunderlich has been 
appointed general operating man- 
ager for manufacturing of Chrysler 
division. 

Wunderlich 
started with 
Chrysler since its 


duced in 1924. 
Before that, he 
was with Max- 
well - Chalmers, 
predecessor of the 
present company. 
His first position 
was foreman of ; - 
the trim and body __ F. 4. Wunderlich 
assembly operation in 1924. He later 
resigned to become an assembly 
superintendent with another auto 
manufacturer. Wunderlich returned 
to Chrysler in 1929 and served suc- 
cessively as assistant chief inspec- 
tor, chief inspector, general super- 
intendent at Chrysler division, 
works manager of the body and 
car building division, general works 
manager and chief staff assistant 
to the manufacturing vice-president, 
the position he held until his present 
appointment. 
* 


* 


Allan Names Stirling 


Robert H. Stirling has been 
named comptroller of Don Allen 
Chevrolet organization. He will 
supervise business operations of 
Don Allen dealerships in New 
York City, Buffalo and Albany, 
N. Y., Pittsburgh and New Cas- 
tle, Pa., Englewood, N. J., Wil- 
mington, Del., Charlotte, N. C., 
and Miami and Stuart, Fla. He 
previously was treasurer and 
general manager of Sloate Chev- 
rolet, Hartford, Conn. 

K * oO” 


Dodge Named Royal 


Promotion of Waler Royal jr., to 
Dodge district manager at Rich- 
mond, Va., has been announced by 
F.. J. Dugan, regional sales manager. 
The district includes Charlottesville, 
Lynchburg, Petersburg, Staunton, 
Waynesboro, and adjoining Virginia 
cities. Royal joined Dodge in 1955. 

* * oe 


Thayer Marks 25 Years 


With Belden Mfg. Co. 


Les A. Thayer, merchandise di- 
vision salesmanager, Belden Mfg. 
Co., Chicago, has marked 25 years 
of service with the company. A 
gold watch will be presented to 
him by Belden. 

Thayer started as a Belden 
salesman in 1930 at Houston and 
in 1935 was appointed southwest 
district manager, in 1940, he was 
promoted to his present position. 
Before joining Belden, Thayer 
was @ distributor salesman for 
Beard & Stone Electric Co. 

cd * * 


Warner Names Timmcke 


Appointment of Wesley E. Tim- 
mcke as southern regional manager 
for Warner Electric Brake & Clutch 
Co. Beloit, Wis, has been an- 
nounced. 

+ * * 


‘ DeSoto Appoints DeGorgue 


DeSoto has announced the ap- 
pointment of Joseph P. DeGorgue 
as Chicago regional manager. He 
joined DeSoto in 1944 as Philadel- 
phia district manager and his latest 
post was in Pittsburgh. 





AUTO TURNTABLES 
No Pit—No Holes—No Anchor Bolts 
—_, it yourself in 30 minutes. 


Pi By 
u 
and n—anywhere. All stee! turnta - 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 





MAY potential customers are 
flocking to the Parkway Lin- 
coln-Mercury used-car lot in Cin- 
cinnati because of a free deal. In 
a@ used-car newspaper advertise- 
ment the company states that it is 
giving anyone over 21 years old a 
chance to win a 1950 Mercury free. 
All the visitor has to do is guess 
how many balloons the company 
has placed inside of the free auto- 
mobile. 5 
* * 


31 Dealers Join in Ad 
HIRTY-ONE Milwaukee dealers 
made a joint appeal to used- 

car prospects by grouping 100 clas- 

sified ads under this banner head- 
line: “Cream of the crop used cars. 

The following dealers have selected 

these cars and trucks as their fea- 

tured buys of the day.” 


+ * * 
Dailey Serves Breakfast— 


Staff Starts the Day Right 


AILEY Motors, Inc. (Pontiac- 

Cadillac-GMC-John Deere farm 
equipment), Martinsburg, W. Va., 
believes its employes should start 
the day with a good breakfast. 


So it serves breakfast at the 
dealership—free. Sample menus in- 
clude fruit juice, bacon, eggs, coun- 
try ham, hot cakes and coffee. The 
plan has been a great success, deal- 
ership officials say. 

In its advertising, Dailey empha- 
sizes, “Our prices are not packed. 
They are factory delivered prices.” 
A recent ad under this head listed 
the “factory-suggested retail prices 
delivered at Martinsburg” for each 
of Pontiac’s 15 models for 1956. 

* ” 


A Salesman Must Have .. . 


T does it take to be a suc- 
cessful auto salesman? Accord- 
ing to a help-wanted ad inserted 
by Nelson Bros. Pontiac, Milwau- 
kee, a successful salesman must 
have these qualifications: 
Automotive sales background, the 
curiosity of a cat, the tenacity of a 
bulldog, the determination of a cab 
driver, the diplomacy of a wayward 
husband, the patience of a wife, the 
enthusiasm of a jitterbug, the 
friendliness of a child, the humor 
of a Mark Twain, the assurance of 
a college boy and the energy of a 
bill collector. ‘ 
* = 


Santa and Rudolph 


“TYWEY, kids (from 1 to 101),” cried 

an ad of Valley Motor Co. 
(Ford), Salem, Ore., “Santa Claus 
and his reindeer are coming to 
town in person.” 

Valley offered a contest to pick 
the kiddies who rode with Santa 
as well as someone to lead Rudolf 
(red-nosed, of course). This was 
done by having the younger chil- 
dren draw a picture of Santa and 
the older ones write a 100 word 
essay on “The True Spirit of Christ- 


mas.” 
- * = 


By Don Allen 
SPECIAL tabloid, eight-page 
section of the Charlotte Ob- 
server told the story of Don Allen’s 
grand opening of his new Charlotte 
(N. C.) Chevrolet dealership. 
Allen timed the opening to co- 
incide with the unveiling of the 








Quick Change 


Dealer License Plate Holder 


Guaranteed 





Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 

$1.00 per set of 4 

L. J. HOWARD 

2154 9th Street Akron 14, Ohio 
(JOBBERS WANTED) 





new 1956 Chevrolet and the sec- 
tion was packed with pictures 
and stories of the men in the 
Allen organization. 

There also was a double-page 
advertisement of the new ’56 and a 
back page ad on the new Allen 
dealership. With the exception of a 
service department ad, the rest of 
the section was devoted to edi- 


torial matter. 
* * * 


In Debt? Trade Down 


AN UNUSUAL car selling adver- 
tisement has been published here 
by Economy Motors, Indianapolis, 
which sells the idea of trading 
down instead of up to get relief 
from heavy financial burdens. 
The advertisement reads: 
“Trade down for a ’52, ’51, ’50 or 
"49 model. Nobody’s plans are 
‘upset proof.’ The most careful 
ones sometimes go astray — then 
those big payments on a late 
model car get to be a burden. 


down with Economy Motors... 
Economy Motors will take over 
your late model, pay off the bal- 
ance and give you credit for any 
equity ... apply that equity on the 


|less expensive car you select and 


you pay the balance on the easiest 
of terms. Your ‘trade down’ at 
Economy Motors saves your credit 
rating and gives you a car that 
suits your needs...” 

= * + 


‘Our Party, but You Save’ 


“TT’S our party, but you get the 
savings,” Raiche Ford Sales, 
Derry, N. H., told the public during 
a three-day celebration of its first 
anniversary. 
Raiche offered to pay the first 
$100 on any new Ford car or truck 
purchased during the party. Gifts 


were offered to used-car buyers. 
* * * 


‘Pontiaction’ Wins 

MES. Alexander Campbell, 19338 
Chapel, Detroit, has been se- 

lected the winner of the Greater 

Detroit Pontiac Dealers’ contest, “I 

choose Pontiac for ’56. 

A shutin, Mrs. Campbell declared 
that “its low price and high fash- 
ion are all sewed up in ‘Pontiac- 
tion.’” Her award will be a 1956 


“If that’s your problem, trade| Pontiac Star Chief Catalina at Hig- 





“This model’s only got two col- 
ors! Where’s the one in 86 col- 
ors?” 





gins Pontiac Co., Ferndale, Mich., 
where she submitted her entry. 
She is the mother of five children. 
Her husband is employed in a 
Detroit Chevrolet plant. 
* * oe 


Buy, Buy Toronto 


LGIN MOTORS Ltd. (Ford- 
Monarch), 123 Front St. West, 


Toronto, in what was called a race 
to maintain sales leadership is 
offering a free six-day trip to Ber- 
muda to all buyers of 1956 Ford 
and Monarch cars and 1955 Ford 
cars. 

The offer applies to cash as 
well as installment sales. New- 
car buyers unable to use the Ber- 
muda all-expense air tour are 
given a cash allowance. 

It was limited to about 200 new 
cars on hand at end of November, 
and was expected to last through 
December. Free trip includes air 
transportation, hotel, all meals, 
sightseeing boat and bus tours in 
Bermuda. 

+ * * 


‘Others Squeal, We Deal’ 


oo others squeal, we wheel 
and deal,” announced “Cousin 
Van,” Van’s Chevrolet, Kansas 
City. 

Continuing the homespun pitch, 
the ad said, “Come join Cousin Van 
and his country cousin salesmen. 
Some of us boys are right off the 
farm and never sold nothin’ afore 
in our lives.” 

Van's is giving a new Chevrolet 
and figures it has 5,000 good pros- 
pects “in the drawin’ barrel.” 





DITZLER’S DZL 3355 


Gives You More Accurate Matches 


— For All Pastel Colors! 





f)<aers new Light Gray Rip Rap — 

DZL 3355—is a real necessity in every 
paint shop today. This new primer surfacer 
gives you more accurate matches — brings 
out the true color of the popular pastel 


colors on today’s motorcars. 


@ The high solid content of this new Light 
Gray Rip Rap gives more film-forming 
materials. Fewer coats are needed. It feathers 
out without splitting or chipping at the 
edges. The very fine pigments it contains 
require less sanding. You also get excellent 
holdout that improves the looks of both 
lacquer and enamel colors. 


@ With Light Gray Rip Rap you save labor 
and material—and your customers get better 


looking jobs. 


Ditzler Color Division, Pittsburgh Plate Glass Company, Detroit 4, Michigan. 
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AUTOMOTIVE SANDER—The Mall model 
47S sander, designed for sanding jobs in 
auto body shops, garages and service sta- 
tions, also can be converted for wire 
brushing use, it is claimed. Seventeen 
inches long, seven inches wide and six 
inches high, the unit has’ seven-inch abra- 
sive discs and a 25-50 cycle, AC-DC motor. 
Free speed is rated at 4,200 r.p.m., load 
speed, 2,520 r.p.m. It is furnished with 
seven-inch rubber packing pad, pack of 
five assorted discs, side handle, eyebolt 
for overhead suspension, wrench, and 15- 
foot cord. Mall Tool Co., 7725 S. Chicago 
Ave., Chicago 19, Ill. 

* + + 


Machines in Color 


Clary Corp. has announced its 
first series of colored adding ma- 
chines, introducing “color coordi- 
nates” in both 10-key and full- 
keyboard models. Five colors are 
available, blue, gray, green, beige 
and turquoise. For further informa- 
tion write Clary Corp., Dept. C-115, 
San Gabriel, Calif. 





INDUSTRIAL WIPERS—tLee Petty, 1954 
NASCAR champion, is shown using a 
Scott wiper to keep oil and grease, dust 
and dirt down to a minimum under the 
hood of his car. The absorbency and wet 
strength of the Scott wiper, with its Perf- 
Embossed surface, is said to be a natural 
for automotive chores. Scott Paper Co., 
Chester, Pa. 

ee: <2 


Stock Cabinet Handles 
Weatherhead Parts 


A stock cabinet, containing 192 
drawers in a space 41 inches wide 
and 64 inches high is offered by Fi 
Fort Wayne Division, Weatherhead 
Co., Fort Wayne, Ind. 

Each drawer is 2 inches high, 3 
inches wide and 5% inches long. 
The cabinet is specifically designed 
to handle Weatherhead parts. 

~ * * 





ICE SCRAPER, SQUEEGEE—The Deluxe 
ice scraper and squeegee unit features a 
clear plexiglass blade and a stainless 
steel top with plated shaft that won't rust 
or corrode, it is claimed. Sixteen inches 
overall, it is also available in the seven- 
inch size. Badger Tool & Mfg. Co., Inc., 
1501-11 W Polk St., Chicago 7, Il. 

se. Ss 
Paint Additive Fights 
Silicone Wax Residue 

An additive, called Squirtz, de- 
veloped by Martin-Senour Paint 
Co., Chicago, is said by the com- 
pany to prevent silicone wax 
residue from marring automotive 


paint jobs. 
Martin-Senour said it will elim- 





NEW PRODUCTS 


inate pitting, pin-holing and fish- 
eyes caused by silicone polish 
residue. Squirtz is packaged in 
individual plastic tubes and one is 
squeezed into each quart of unre- 
duced lacquer or enamel, the firm 
said. Packaged 12 tubes to a box, 
the product is available through 
National Automotive Parts Assn. 
warehouses and jobbers, according 
to the company. 





LICENSE FRAME —The ElDorado license 
frame is designed to fit all makes and 
models and made to fasten on any 6-by- 
12-inch license plate, it is claimed. Said 
to be rustproof, the frame is finished in 
extra heavy “blue sapphire’’ chrome plat- 
ing. Sutone Corp., Los Angeles, Calif. 

&. 2° 


Car ‘Ice Insurance’ 


Grip-Chips, a crushed-stone prod- 
uct packaged in cartridges, has 
been introduced by James Vander- 
made, Inc., Paterson, N. J. The firm 
said that a cartridge tossed under 
the wheel of a car stuck in snow or 
ice will give traction and let wheels 
dig in without spinning, skidding 
or sliding. It is marketed in kits of 
two cartridges. 





SPARE WHEEL KiT—The Continental 


Spare Wheel Kit features factory pre- 
assembled bumper, carrier and chrome 
gravel deflector set off with chrome tire 
ring and gold finish solid face plate. 
Sturdy and rattle free, they are said to be 
ready for mounting without removing the 
original bumper. Kits are available for 
Buick, Cadillac, Oldsmobile, Chevrolet, 
Pontiac, Ford, Lincoln, Mercury, Plymouth 
and Dodge. Bonzer-Western Corp., 3055 
E. Twelth St., Los Angeles 23, Calif. 
a 


Jarrett Co. Introduces 


Cleaner for Seat Covers 


Jarrett Co. has added Plasto 
seat cover cleaner to its line of 
car-appearance products. 

Rubbed over the seat cover 
material, it reduces the possibility 
of moisture penetrating to the 
upholstery and forming mildew, it 
is claimed. Said to clean and 
condition leather and plastic, it 
is not recommended for suede or 
morocco leather. Cecil H. Jarrett 
Co., Inc., Newton, N. C. 


* * * 





ENGINE ADAPTER—The Cragar engine 
adapter fits Chrysler, Dodge, DeSoto and 
Plymouth V8 engines to Ford V8 and Mer- 
cury transmissions, it is claimed. Three 
models of the adapters are available. 
Cragar Equipment Co., 3663 Cage Ave., 
Bell, Calif. 








REAR-VIEW MIRROR—The Broadview 
Rear-Vision mirror clips over the standard 
car mirror, and is said to give a full- 
sized, true-view picture. Twin automatic 
unti-vibration stabilizers hold the mirror 
in fixed position, and at the same time 
permit its adjustability to any position, it 
is claimed. The heavy tinted, polished plate 
filter glass of the mirror absorbs the rear 
headlight glare without reducing the clar- 
ity of the view, it is stated. Broadview 
Mirror Co., 6992 Los Tilos Rd., Los Ange- 
les 28, Calif. 





AUTO WASHING EQUIPMENT — The 
Chem-Spin Wheel Washer and Body 
Brushes have been designed for use with 
mechanical automobile washers. With all 
working and electrical parts enclosed, the 
Chem-Spin Wheel Washer unit washes 120 
cars per hour; spins the wheels in a spray 
of Chem - Therm 
brush pressure against the tire; and pro- 
vides an automatic fresh water rinse, it is 
claimed. Spirally wound, the Chem-Spin 
Body Brush is shaped to wrap around the 
body curves. Chem-Therm, 624 E. Ever- 
green, Monrovia, Calif. 

a * 





SAFETY BELT—The 
belt is made of nylon webbing said to 
have a tensile strength of well over 3,000 


Safe-T-Mate safety 


pounds. The airline-type buckle and the 
floor mounting brackets are said to be 
made from specially heat treated, high 
alloy chrome, moly-steel. Available in 12 
colors, one model fits all makes of cars, 
both front and rear seats, it is claimed. 
Jeffrey-Allan Industries, 3249-53 S. Mor- 
gan St., Chicago 8, Ill. 


* * * 





SAFETY BELTS—Safety belts made of 
two-inch wide nylon webbing having a 
tensile strength of 3,600 pounds have 
been marketed by DeKalb. Equipped with 
a chrome plated, airplane-type, quick 
release buckle, they are available in seven 
different colors, and are sold in complete 
kit, containing set of hardware for instal- 
lation. Complete DeKalb package consists 
of attractive display cartons, counter dis- 
play and envelope. DeKalb Safety Belts, 
Inc., DeKalb, Il. : 


* * * 


Bear Penetrating Oil 


Has High Flash-Point 

A pentrating oil said to have the 
properties of lubrication, rust-pre- 
vention and high flash-point, has 
been marketed by the House of 


steam with controlled | 





Laurila, 18483 Braile, 
Mich. 

Known as Bear penetrating oil, 
it is said to loosen rusted and 
frozen metal parts, bolts, bushings, 
pipes, battery connectors and the 
like in a matter of minutes. Low 
evaporation point gives long pro- 


Detroit 10, 





tective. period to dies and other| — 


metal parts, it is claimed. Avail- 


able in one-gallon cans or 55-gallon | @& 


drums. 





BATTERY—SAFT/America has developed 
a hermetically sealed, nickel and cad- 
mium battery that occupies less space, has 


higher peak discharge rates, longer life | 
and is more durable than any battery ever | 


made, the company claims. Marketed un- 
der the trade name Voltabloc (R), the 
battery may be stored indefinitely in any 
state of charge or discharge, and peak 
discharge rates are permissible up to 20 
times capacity, it is claimed. SAFT Corp. 
of America, Lodi, N. J. 


* * * 


Glass Gleam Introduced 


Glass Gleam, which coats glass 
with an invisible film that is said 
to be distortion-free, has been in- 
troduced by Stanley Laboratories, 
821 South St., North Long Beach, 
Calif. The firm said Glass Gleam 
will eliminate windshield steaming 


|} caused by changes in temperature 


and humidity. It may be used 


also for eye glasses, mirrors and | 


camera lens, Stanley said. 


* x * 





EXHAUST EXTENSION—A two-piece ex- 
haust extension with a built-in coil spring 
to absorb bumps has been marketed. 
Called Spring-ee, the unit can't be 
smashed or damaged by being struck 
on the end, it is claimed. Made of hea- 
vy gauge steel, it has an armour-clad 
covering of chrome, and may be fastened 
to any type of tailpipe, it is said. U. S. 
Auto Accessories Corp., 37 Tremont St., 
Boston, Mass. 

* * * 


Electronic Bookkeeper 
Offered by National 

An electronic bookkeeping ma- 
chine has been announced by 
National Cash Register Co., Day- 
ton 9, O. 

It is said to make possible the 
autematic pickup of old account 
balances on conventional bank 
forms. The machine is called the 
National Postronic. 


* * * 





ANTENNA BOOSTER—The NV 99 is an 
antenna booster designed to _ intensify 
long-range signal strength, it is claimed. 
Complete with pin plug adapter, the 
booster is said to be ideal for all rear 
mount antennas. National Electric Corp., 
Manchester, N. H. 








METAL CLEANER, POLISHER—AIl-Metal 
is a preparation that renews, cleans and 
polishes all metals, including chromium, 
nickel, copper and stainless steel. Avail- 
able in half-pint jars, it is said to pre- 
vent pitting on automobiles, and dissolves 
rust and corrosion. Clipper Products Co., 
3233 N. Sheffield Ave., Chicago 3, Ill. 


* * * 


Buxbaum Enlarges 


Tube-Repair Line 

A small oval tube repair, called 
the T-35 Dual-Duty Tube Repair, 
has been added to its line by Bux- 
baum Co., Canton 1, O. 

Buxbaum said the T-35 measures 
2% by 1 7/16 inches and has a 
feather edge of cushion gum. 





COMMUNICATION SYSTEM—A two-to- 
ten station inter-office telephone communi- 
cation system, that is said to offer the 
advantages of a telephone communication 
combined with such versatile services as 
two-way loud speaker station and loud 
bell for noisy areas, has been marketed. 


Known as the Connecticut Direct-A-Call, 
the telephone operates from a standard 
110-volt outlet and uses no batteries or 
tubes. Designed so that it can be used 
either on top of, or mounted on the side 
of a desk, the unit occupies a 4 by 6-inch 
space. Connecticut Telephone & Electric 
Corp., 100 Britannia St., Meriden, Conn. 


* * * 


Duplicator Introduced 


A new offset duplicator, which 
has many features designed to 
simplify the copying of linework 
and half-tones, has been introduced 
by A. B. Dick Co., 5700 W. Touhy 
Ave., Chicago. 





GASKETS—Made of heat-resistant moa- 
terial, the Offenhauser intake manifold 
gaskets are of double thickness (.032 of 
an inch compared to .016 of an inch 
for stock gasket), it is claimed. The gas- 
kets won't deteriorate at extreme tem- 
peratures, and assure positive seal be- 
tween the intake manifold and the cylin- 
der heads, it is said. Available in sets 
for either 1949-53 Oldsmobiles or 1954- 
55 applications. Offenhauser Equipment 
Corp., 5156 Alhambra Ave., Los Angeles 
32, Calif. 


* * * 


Engine ‘Degreaser’ 
Introduced by Minit 


Dirty engine grease can now be 
cleaned out by pressing a button 
with a spray de-greaser, according 
to Minit Spray Corp., Chicago. 

Called “Spraint DeGreaser,” it 
sprays a patented non-caustic liq- 
uid over grimy engine parts, which 
the firm said loosens dirt and grease, 
which can be hosed off with water. 
One 12-ounce can is said to do a 
ear or truck thoroughly. 
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‘Sales Conditions in Various Areas... 





Auto Market Reports 


Sioux City, la. | 


Registrations of new cars in| 
Woodbury County (Sioux City), Ia., | 
during November totaled 204, a de-| 
cline of nearly 33 percent from the 
previous month's total of 303. 


New-truck sales, on the other 
hand, jumped 67 percent from 21 
in October to 35 in November. 

By makes, new-car registra- 
tions were: Ford, 59; Chevrolet, 
46 (in October, Chevrolet led 
Ford, 70 to 65); Buick, 17; Plym- 


outh, 15; Pontiac, 14; Oldsmo- | 
bile, 13; Dodge, 12; DeSoto, 7; | 
Nash, 7; Chrysler, 6; Mercury, | 


4; Cadillac, 1; Imperial, 1; Lin- 
coln, 1, and Studebaker, 1. 

Truck registrations were: Ford, 
13; Chevrolet, 9; International 4; | 
Diamond T, 3; Dodge, 2; GMC, 2, 
and White, 2. 

* 


x * 


Indianapolis 





A 12 percent reduction in regis-| 
trations of both new cars and new 
trucks was noted in Marion County | 
(Indianapolis) in November, as| 
compared with October. | 

November new-car transactions 
totaled 2,997, compared with 3,419 
in the previous month. New-truck | 
sales dropped from 296 to 261. | 


November’s new-car registra- 
tions were: Ford, 725; Chevrolet, 
660; Pontiac, 394; Plymouth, 254; 
Oldsmobile, 204; Mercury, 189; 
Buick, 166; Dodge, 90; Cadillac, 
75; Chrysler, 59; DeSoto, 41; Nash, 
38; Studebaker, 33; Packard, 21; 
Volkswagen, 10; Hudson, 9; Im- 
perial, 9; Willys, 9; Lincoln, 8; | 
Continental, 1; Jaguar, 1; Mer- | 
cedes, 1, and Porsche, 1. 
Truck registrations were: Chev-| 
rolet, 79; Ford, 60; International, 
48; Dodge, 22; White, 20; GMC, 19; 
Reo, 6; Studebaker, 2; Willys, 2; 
Diveo, 1; Mack, 1, and Plymouth, | 
1.—(C. L. Kern.) 


x 


* * 


Birmingham 

Ford narrowly edged out Chevro- 
let for top spot in November in 
Birmingham by titling 535 units, | 
compared with 534 for Chevrolet. | 

Total registrations of all makes 
were 1,892, down 20 percent from 
the October total of 2,363. 


Other November registrations 


were: Buick, 164; Pontiac, 148; | 
Plymouth, 126; Oldsmobile, 125; | 
Mercury, 64; Cadillac, 49; Dodge, | 


40; Chrysler, 35; Nash, 20; Pack-| 
ard, 16; DeSoto, 13; Studebaker, 10; 
Lincoln, 5; Hudson, 4; Volkswagen, 
4, and miscellaneous, 2.— (Stuart 
Riddle.) 

oa 


* * 


Columbus, O. 


New-car registrations in Frank-| 
lin County (Columbus), O., during | 
November totaled 2,135, compared 
with 2,233 in October, a decline of 
4 percent. 

November registrations were: 
Ford, 605; Chevrolet, 525; Plym- 
outh, 205; Oldsmobile, 156; Pontiac, | 
137; Buick, 111; Mercury, 91; Dodge, 
84; Chrysler, 63; Cadillac, 51; De-| 
Soto, 37; Packard, 22; Studebaker, 
14; Lincoln, 10; Volkswagen, 9; | 
Nash, 8; Imperial, 5, and Mercedes, 
2. 

Tax-paid used-car transactions 
amounted to 5,027, a decline of 9 
percent from the previous month’s 
5,573. 

New-truck registrations in No-| 
vember totaled 182, down 14 percent | 
from the October total of 211. 


Registrations by make were:| 
Chevrolet, 82; Ford, 44; Interna- 
tional, 19; GMC, 18; Dodge, 7; 
Divco, 4; Oshkosh, 4; White, 2; 
Studebaker, 1, and Willys, 1.— 
(Bert Strang.) 


* 


* * 


Fremont, O. 


The sale of automobiles and| 
trucks in Sandusky County, O., 
slumped sharply in November when 
compared with October sales, 
Charles Bailey, court clerk, said. 


Title certificates for 167 new and 
485 used cars were issued last 
month, compared with 229 new cars 
and 602 used cars registered in Oc-! 








tober. In November, 1954, the total| tered, compared with 361 in Octo- | 
respec- 


issued was 155 and 426, 
tively —(Raymond W. Derr.) 


* * * 


Manhattan, Kans. 


ber. 

New-truck sales held steady with 
five recorded in both November 
|and October. The November total 
|included three Chevrolets and two 


New-car registrations in Riley | Fords. 


County (Manhattan), Kans., have} 


Used-truck sales continued to 


declined for the third consecutive| slump, with 21 sales in November 


month. 


against 27 the previous month.— 


Beginning with August, when 143| (George M. Hunholz.) 


sales were recorded, the decline | 
goes something like this: Septem-| 
ber, 126; October, 102, and Novem-| 


ber, 92. 

Sales by makes in November: 
Chevrolet, 24; Ford, 22; Pontiac, 
12; Plymouth, 9; Buick, 6; Mer- 
cury, 5; Oldsmobile, 4; Chrysler, 
3; Nash, 2; Studebaker, 2; Cadil- 


lac, 1; Dodge, 1, and Hudson, 1. | 


* 


Pittsburgh 


| New-car registrations increased 
decidedly in the first week of De- 
| cember 
|according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s index of general 
business activity advanced to 200.3 


* x 


Sales in the used-car department} percent of the 1935-39 average. 


also showed weakness in Novem-| 
| ber. There were 314 units regis-— 





It had been 194.2 a week earlier. 
The steel ingot rate dipped 


in the Pittsburgh area, | 





| slightly below the 100 percent mark 


for the first time since late Sep- 
tember.—(Leon M. Leffingwell.) 


+ * 


‘ ; 
Minneapolis 

More new automobiles were de- 
| livered in Hennepin County (Min- 
| neapolis) during the first 11 months 
of 1955 than in any similar period 
|in history, according to Finance 


ness newspaper. 


The total through November was 
37,941, which was more than for 
any entire year, except record 1950, 
| when the 12-month total was 39,650. 

For the first 11 months of this 
year, Ford led with delivery of 
8,651 cars, followed closely by 
Chevrolet with 8,442. Buick had 
3,487; Plymouth, 3,192; Oldsmo- 
bile, 3,176; Pontiac, 2,534, and 
Mercury, 2,093. 

Ford also took the lead for No- 
vember deliveries with 603 cars, 
| again followed closely by Chevrolet 
| with 576. 

Registrations of other makes 
| were: Oldsmobile, 227; Plymouth, 
188; Buick, 168; Pontiac, 146; Mer- 





cury, 134; Cadillac, 96; Dodge, 87;) 


Chrysler, 39; Studebaker, 35; De- 
Soto, 34; Packard, 28; Nash, 20; 


Berger's “Plan-0-Graf” Service can help you 


CUT YOUR STOCKROOM 
OVERHEAD 


in your community. 


1 installation details. 


No tools are needed, either. 
Simply lift, pull and reposi- 
tion. It's Berger's handy Flexi- 
Bilt Parts Bin with exclusive 


a big line of steel shelving 
units by Berger. Send coupon 
for specifications and prices. 


THIS BIN NEVER BECOMES OB- 
SOLETE! Shelves can be com- 
pletely rearranged in seconds 
to suit your changing needs. 


shelf adjustment—just one of 






Today, when you’re trying to make more profit with less volume, don’t be 
handicapped by an obsolete, inefficient stockroom. Take the first step towards 
eliminating unnecessary overhead by calling the local Berger sales office 


or parts ‘‘wa 


Canton 5, Ohio 


REPUBLIC STEEL 
BERGER DIVISION 
1078 Belden Avenue, 
Canton 5, Ohio 


Name 


Firm 


and Commerce, Minneapolis busi- | 


ee found. 


I am interested in more information on: 
DO Berger’s Plan-O-Graf Service 
D Flexi-Bilt Parts Bin 
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Lincoln, 17; Hudson, 9, and mis- 
cellaneous, 6. 

November deliveries totaled 2,419, 
down 7 percent from the October 
total of 2,614. 

New-truck registrations in No- 
vember totaled 182, down 10 per- 
cent from the previous month’s 
202. The November breakdown 
shows: Chevrolet, 65; Ford, 43; In- 
ternational, 30; GMC, 15; Dodge, 
9; Willys, 6; Divco, 4; Studebaker, 
3; Diamond T, 2; Reo, 2; Federal, 
1; Mack, 1, and miscellaneous, 1.— 
(Donald M. Lyons.) 

a * 


* 


Bowling Green, O. 


A sharp increase in the sale of 
new cars was noted for Wood 
County (Bowling Green), O., dur- 
ing November, according to Mrs. 
Helen Hunter, deputy court clerk. 

A total of 325 new cars were 
issued titles during the month, an 
increase of 37 percent over the 
October total of 237. 

New trucks and used cars also 
registered increases. New trucks 
were up 68 percent to a total of 
42 and used cars increased 14 
| percent to total 482. 

Used trucks, however, dropped 8 
percent to a total of 39.—(Raymond 
|W. Derr.) 








We’ll send you a factory-trained expert to explain the advantages of Berger’s 
exclusive parts department “Plan-O-Graf” service. You'll be surprised and 
delighted at the efficient way he can lay out your department to bring all parts 
into true sequence with your factory stocklist. This means an easy location of 
parts, quicker sales—even by inexperienced employees. Repair work is speeded 
up, too. Parts numbers and prices are clearly 
less chance for “shrinkage”... for damage .. 


Your Berger representative will recommend and furnish the factory- 
ee economical Berger standard steel units you need. And he’ll eadbe 
a 


here’s 
ing out”. 


There’s a big line of Berger Automotive Shelving and Racks to choose 
from — manufactured in stock sizes to accommodate all automotive materials, 
including bulky parts. Call him today, or send coupon for descriptive data. 


REPUBLIC STEEL 
BERGER DIVISION 


Title. 
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Chevrolet Wins Advertising Award— 


John M. Grow, center, Chevrolet Seattle zone sales promotion manager, receives 
j the book match industry's “Joshua” for distinguished use of book match advertising 
5 from Trevor Evans, president, Seattle Advertising and Sales Club, left, while F. M. 
i Thompson, Chevrolet assistant zone manager, looks on. Chevrolet's winning book 
match was selected for the national award by a panel of judges from the advertising 
and marketing fields. 








Affecting Factories and Dealers . . . 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Vestal Safety Council, Bingham- 
ton, N. Y., is taking a critical atti- 
tude toward the emphasis on speed 
and pickup in some of the televi- 
sion advertisements for new-model 
cars. 


J. Robert Holmes, council secre- 
tary, said that young people in 
particular are likely to get the 
“wrong idea” from television shots 
of cars whizzing into traffic lanes 
and passing trucks two at a time. 


The Vestal organization will ask 
the National Safety Council to take 
action aimed at persuading car 
manufacturers to eliminate this 


'type of promotion, Holmes said. 


* * * 


APRA Judges Announced 


Twelve executives have accepted 
places on the committee of judges 


|for the American Public Relations 
Assn.’s annual Silver Anvil Awards! 


Competition, according to William 
F. Treadwell, president of the 
association. 

Trophies and certificates of 
achievement will be awarded by 
the association for the most out- 
standing public relations pro- 
grams selected in 18 categories 
by the judges. 

John H. Smith jr., manager of 
institutional services for Chrysler 
Corp., has been named chairman of 
the committee. Members include 
Frederick J. Bell, executive vice- 
president of NADA; Charles L. 
Bursick, vice-president of Moody’s 
Investors Service, Inc.; Mrs. Theo- 
dore S. Chapman, president of the 
General Federation of Women’s 
Clubs; Robert H. Hinckley, vice- 
president of American Broadcasting 
Co.; Henry W. Marks, assistant | 
publisher of Printer’s Ink; W. Ev- 
erett McLain, director of public 
relations for United States Steel 
Corp.; Arthur H. Motley, president | 
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of Parade Publications, Inc.; Her- 
schel D. Newsom, master of the 
National Grange; Theodore S. Re»p- 
plier, president of the Advertising 
Council; Gordon A. Sabine, dean of 
College of Communication Arts, 
Michigan State University, and Ber- 
nard E. Young, assistant to the 
president of Southern Railway 
System. 

The 18 types of programs, larg- 
est ever to be eligible for the 
awards include agriculture, bank- 
ing, finance and insurance; Cham- 
bers of Commerce; communica- 
tions; distribution and market- 
ing; educational institutions and 
organizations; food processing; 
government; international rela- 
tions; labor unions; manufactur- 
ing; mining and metallurgy; phil- 
anthropic organizations; profes- 
sional associations; retailing; 
trade associations; transportation 
and travel, and utilities. 

Entries must be submitted to the 
association’s headquarters, 1010 

Vermont Ave., N. W., Washington, 
D. C., no later than Feb. 15. The 
trophies and certificates will be 
presented at the association’s an- 
nual conference Apr. 4-6 in Wash- 
ington. 


|Hollingshead Promotion Set 


The automotive division of the 
R. M. Hollingshead Corp., Cam- 
den, N. J., has announced plans 
for its spring stocking program. 

Entitled “Dealer’s choice,” Hol- 
lingshead’s promotion offers deal- 
ers and servicemen the oppor- 
tunity to get free sets of towels. 
The 10-piece towel set goes free 
to dealers participating in Hol- 
lingshead’s spring stocking pro- 
gram. 

Leading automotive jobbers are 
now offering any of Hollingshead’s 
full line of automotive resale and 
service products, as well as all 
package sizes, making it ‘Deal- 
er’s Choice’ for the valuable pre- 
mium, according to J. A. Caskey, 
automotive sales manager. 

K * * 


Thomas Emcees Dodge Show 


Danny Thomas, star of the 





CARBURETOR FITS 


OVER 10,000,000 


CHEVROLETS 


THE 


HIGHWAYS! 


Meet a good mixer! It’s a Rochester—the perfect 
carburetor replacement for 1932-1952 Chevrolets! 
You can’t top a sales and service potential like 
this! Over 10,000,000 Chevrolet owners can rely on 
one precision-engineered unit for just the right 
fueling job! Rochester Carburetors are dependable 
and durable, rugged and responsive—engineered 
to fuel the finest automobiles on the road today! 
That’s why you’ll find there’s such a wide market 
for Rochester. It’s smart to stock Rochester 
Carburetors every time! 


BURETORS BY 


ROCHESTER 


ESTER 
ODUCTS 


| award-winning show “Make Room 
|for Daddy,” is emceeing the quiz 
|portion of the last three “Dodge 
|for Life” safety contests on the 
|Lawrence Welk Show over the 
| ABC-TV network. Bert Parks, of 
“Break the Bank,” served as quiz- 
master of the first four contests. 
The last contest will be 
|held Dec. 24. Quiz questions. for 
|the show are prepared by the Na- 
tional Safety Council in support of 
| the highway safety program. 
* a * 


'GM Names Hughes, Abbott 


James F. Hughes, who has been 
| serving as assistant regional public 
relations manager for General Mo- 
| tors in Chicago, has been appointed 
| director of public relations for the 
| Rochester Products division of GM. 
|Thomas C. Abbott, who served in 
| public relations for the Powerama 
|and who is a former member of 
the business news staff of the Chi- 
| cago Tribune, will become regional 
representative in the Chicago office. 

* * es 


Hertz Hikes Ad Budget 


Hertz Rent A Car System will 
| spend a record $1,800,000 on na- 
tional advertising in 1956, accord- 
ing to Joseph J. Stedem, execu- 
tive vice-president. 

In addition Hertz will spend 
| $2,400,000 for local advertising 
and promotion. 

* * * 


Leonard Alters Ad Setup 


L. R. Kamperman, marketing 
| vice-president for Leonard Refin- 
eries, Inc. Alma, Mich., has an- 
nounced the appointment of T. E. 
Bennett as manager of the firm’s 
newly created public relations and 
advertising department. 


The news of the formal estab- 
lishment of the department fol- 
lows the merger of Mid-West 
Refineries, Inc., Roosevelt Oil & 
Refining Corp., Leonard Pipe 
Line Co. and Leonard Refineries, 
Inc., on Dee. 1. 

Bennett will assume _responsi- 
bility for the public relations and 
advertising functions of Mid-West, 
Roosevelt and Industrial divisions. 

David E. Van Sluyters will con- 
tinue as manager of advertising for 
the marketing division of Leonard 
Refineries, Inc. 
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HOW ABOUT IT? 


Wouldn’t you like to sell America’s fastest growing make of car 


...the AU-New, All-American 2 AMBLER 
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FRANCHISE! 





Used-Car Auction Prices 





Market Trend 


Prices fluctuated erratically in the wholesale used-car auctions last 
week, according to Automotive News’ index. 
Four models showed increases ranging from $1 to $75; the other 


four were cut back from $4 to $22. 


Advancing in price were 56s, up $75; ’54s, up $18; ’49s, up $5, and 


"52s, up $1. 


Declining were ’50s, down $4; ’51s, down $6; ’53s, down $11, and ’55s, 


down $22. 


New lows were established by the revised average prices of '55s, 


53s, and ’51s. 


At a group of representative auctions last week, the average con- 
signment was 155 vehicles, compared with 148 the previous week. 
Some 72.6 percent were sold, compared with a ratio of 70.3 percent a 


week earlier. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Dec. 5.) 
(Sold 177 cars out of 246 offerings.) 
BUICK—’56 Special 2-dr., $2,395*, $2,295. 
’55 RM Riviera, $2,550*° (ps); Century 
Riviera, $2,375* (ps), $2,295* (ps), 2 at 
$2,275* (ps), $2,230* (ps); Special 4-dr., 
$1,850, $1,760*. '54 Special 4-dr., $1,150. 
53 Super conv., $1,065*; Riviera, $1,- 
050*. °50 Special 2-dr., $270*. 
CADILLAC—'56 (62) coupe de Ville, $5,- 





CHEVROLET—’'56 Bel Air 


500* (ps), $5,450* 
(60) Special sedan, 
(62) coupe, $4,000* 
(ps). °54 (60) 
(ps). °53 (60) 
(ps). 


(ps), $5,200* (ps); 

$5,200* (ps). '55 
(ps); conv., $3,850* 
Special sedan, $3,420* 
Special sedan, $1,960* 


(8) conv., $2,- 
550°; 4-dr., $2,540*%, 2 at $2,250*, $2,- 
240; Sport coupe, $2,400*, $2,350*, $2,- 
305*, 3 at $2,300*%; Two-ten (8) Handy- 
man, $2,250. '55 Bel Air (8) 4-dr., 2 at 
$1,880*; Two-ten (6) Handyman, $1,655, 
$1,635, $1,615. ’54 Bel Air conv., $1,205*; 
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| 
Sport coupe, $1,205; Two-ten 2-dr., $950*, 
$875. '53 Bel Air Sport coupe, $810; One- 


fifty Handyman, $785. ‘50 SL Deluxe 
4-dr., $325; Bel Air, $295*. 
CHRYSLER—’'56 NY 4-dr., $3,350* (ps). 


'55 NY 4-dr., $2,520* (ps). 54 NY Hard- 
top, $1,700* (ps). '51 NY 4-dr., $350*. 
DODGE—'55 Coronet (8) Hardtop, $1,870* 
(ps); Royal Hardtop, $1,870* (ps). ‘52 
\%-ton pickup, $415. '51 Wayfarer coupe, 


$220. '49 ™%-ton pickup, $330; 4-dr., $145. 
FORD—'56 Country sedan, $2,340", $2,- 
325*; Fairlane (8) Victoria, $2,305*, $2,- 
275 (ps), $2,230, $2,190; 2-dr., $§2,025*, 
$1,980*. '55 Country Squire, 2 at $2,100*; 
Fairlane (8) Victoria, $1,805, $1,800*; 
2-dr., $1,700*, $1,665; Custom (8) 2-dr., 
$1,495, $1,340; 4-dr., $1,440, $1,425, $1,- 
400, $1,340, $1,300, $1,300*, $1,210. °54 
Crest (8) conv., $1,200*. ‘53 Main (8) 


Ranch Wagon, $935. ‘52 
2-dr., $475*, $450. 
LINCOLN — '56 Premiere coupe, 
(ps). 
MERCURY 


Custom (8) 
$4,100* 


-56 Montclair Sport coupe, S2,- 
795*; coupe, $2,740. '54 Monterey coupe, 
$1,490*, °53 4-dr., $1,030. 

NASH—’'53 Rambler club coupe, $550. '52 
Rambler station wagon, S400. 


| OLDSMOBILE—’56 (98) Holiday, $3,625* 
(ps), $3,375* (ps); (88) Super Holiday, 
$3,035* (ps); Deluxe Holiday, 2,775* 


(ps), $2,700*. ’55 (88) Holiday, $2,375*; 
4-dr., $2,290* (ps), $2,270* (ps), $2,075*; 
Super Holiday, $2,320*. ’'54 (98) Holiday, 
$2,000* (ps). ’53 (88) Super Holiday, 
$1,370*; Deluxe 2-dr., $1,010. 

PACKARD—’52 (200) 4-dr., $485*. 

PLYMOUTH—'56 Plaza (6) Suburban, $2,- 
000, $1,975. °'55 Belvedere (8) Sport 
coupe, $1,830*. '54 Belvedere 2-dr., $1,- 
010* (ps); Plaza Suburban, $1,010*; 
4-dr., $745. '53 Cranbrook 4-dr., $660, 
$650. '52 Cranbrook Belvedere, $550. ’51 
Cambridge 2-dr., $220. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
490*, $2,440*. '55 Star Chief (8) conv., 





















$1,950* (ps), $1,750*. ’50 Silver Streak 
(8) coupe, $285. 

WILLYS—’55 station wagon, $1,665; Jeep- 
ster, $1,400. ’54 4-dr., $685. 

MISCELLANEOUS—’54 GMC %-ton pick- 
up, $810. '52 GMC *-ton pickup, $430. 
’51 International +-ton pickup, $330. ’49 
Diamond T %-ton pickup, $210. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Dec. 8.) 
(Very active sale. Prices better than 
they have been for six weeks. Sold 87 











In Chicago, it takes 2— 


to reach the top 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 


be the... 





CHICAGO 


SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 


Average Used-Car Prices 


(Compiled by Automotive News) 


Dec., 1955 Nov., Oct., 

Model To Date 1955 1955 
1956 pa $2,390 $2,354 * 
1955... w. 1866 1,868 $2,024 
1954 1,153 1,157 1,267 
1953 730 806 362 
1952...... 526 529 578 
c  — 370 373 412 
1950 260 262 291 
BD, scsvees 184 195 203 
1948 ‘ . ., 165 

Overall 


Average... $ 934 
* Prices of 1956 models added to tabulation; prices of '48s dropped. 


(The above figures are averages of used-car auction prices, all makes 
and models, carried in Automotive News.) 
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CHRYSLER—'50 NY conv., 
DeSOTO—’'52 Custom 2-dr., $530. 


DODGE — 


FORD—'54 Crest (8) 


PONTIAC—’53 Chieftain (8) 


STUDEBAKER—’52 


day. 


CADILLAC—’'56 (62) conv., 


| DESOTO—’53 Powermaster 4-dr., 


DODGE—'54 Coronet (6) 


HUDSON—’55 Hornet Hollywood, 


























$ 943 $ 725 






cars out of 113 offerings.) 


4-dr., $1,425*. °52 
$610*. ‘'50 Super 
$200*; Special 4- 
’49 Super 4-dr., $145*; 


Special 4-dr., $660*, 
4-dr., $320*; Riviera, 
dr., $265*, $170. 
RM 4-dr., $105*. 
‘ADILLAC—’53 (62) 4-dr., $1,955* (ps). 
‘“HEVROLET—'56 Bel Air (8) Sport coupe, 
$2,220. '54 Two-ten 4-dr., $950*. '53 Two- 
ten 4-dr., $785, $725*, $650. 52 SL De- 
luxe Bel Air, $735; 4-dr., $590. ’51 FL 
Deluxe 4-dr., $460; 2-dr., $225; SL De- 
luxe 4-dr., $385. "50 SL Deluxe Bel Air, 
$350; 4-dr., $355, $200*; FL Deluxe 2- 
dr., $260*. ’°49 SL Deluxe club coupe, 
$190; Carryall, $275. ’48 conv., $140. 
$335. 

’51 Cus- 
tom 4-dr., $395. 49 club coupe, $145*. 
’51 Coronet conv., $250. °50 
Meadowbrook 4-dr., $285, $275*; Coronet 
4-dr., $215, $155. ’47 %-ton pickup, $160. 
4-dr., $1,090*. °53 
Custom (8) 2-dr., $760, $725. '52 Main 
(8) 2-dr., $640; Custom (8) club coupe, 
$530; Custom (6) 2-dr., $465*. ’51 %- 
ton pickup, $255. '50 Custom (8) 2-dr., 
$215. °49 Custom (8) club coupe, $235; 
2-dr., $165, $160; Deluxe (8) 2-dr., $140*; 
Deluxe (6) 2-dr., $100. 


| HUDSON—’51 Super (6) 2-dr., $260; Pace- 


maker 4-dr., $160; Hornet 4-dr., $155*. 


| LINCOLN—'51 coupe, $415*. 
| MERCURY—’53 2-dr., 


$850. '52 Monterey 


Hardtop, $610*. '49 4-dr., $120. 


| NASH—’51 Statesman 2-dr., $130*. 


| OLDSMOBILE—’53 (88) conv., $1,270*. 
’51 (88) 4-dr., $500*; (98) 4-dr., $485*; 
Hardtop, $350*. ‘'50 (88) 2-dr., $300*. 

"49 (88) 2-dr., $105*. 

PACKARD—'50 2-dr., $130. 

| PLYMOUTH—’'53 Cranbrook 4-dr., $520*. 
’52 Cranbrook Belvedere, $645*; Cam- 
bridge 2-dr., $370. °50 Special Deluxe 
4-dr., $355, $190. °49 Special Deluxe 4- 


dr., $145, $140. ’48 Special Deluxe 2-dr., 
$110. 

4-dr., $920*. 
*52 Chieftain (8) 4-dr., $580*. ’50 Silver 
Streak (8) 2-dr., $320. '49 Silver Streak 
(8) 2-dr., $120. °'47 Silver Streak (6) 
2-dr., $130. 

%-ton pickup, $335°*. 
*51 Champion coupe, $255*; 2-dr., $210. 


WILLYS—'47 Jeepster, $340. 
| MISCELLANEOUS — ’51 


Frazer ,4-dr. 


$155". 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
Prices are for sale of Dec. 6.) 
(Sold 240 cars out of 460 offerings.) 


| BUICK—'55 Century Riviera, $2,250* (ps); 


Super conv., 
$2,200* (ps); 
(ps), $2,065* 
Special Riviera, 
conv., $1,290* 


$2,200* 
Special 
(ps); 4-dr., 
$1,525* ; 

(ps). 


(ps); RM 4-dr., 
Riviera, $2,150° 
$1,990*. ‘54 
4-dr., $1,325°; 


$5,100* (ps). 
de Ville, $3,900* (ps), 
4-dr., $3,470* (ps). ‘54 
4-dr., $3,200*: (ps); (62) 
conv., $3,020* (ps). °53 (62) coupe de 
Ville, $1,885* (ps). 

HEVROLET—’56 Bel Air (8) Sport coupe, 
$2,250*. °'55 Bel Air (8) conv., $1,850*° 
(ps); Sport coupe, $1,770*, $1,695*; Bel 
Air (6) Sport coupe, $1,680*; 4-dr., $1,- 
640* (ps); Two-ten (8) 2-ds., $1,590; 
Two-ten (6) 4-dr., $885. ‘'54 Bel Air 
4-dr., $975; Two-ten 2-dr., $975*, $900, 
$840*; 4-dr., $915*, $800*; One-fifty 2- 
dr., $605. °’53 Bel Air Sport coupe, $850. 
HRYSLER—’55 NY 4-dr., $1,790* (ps). 
’53 Windsor conv., $750*; 4-dr., $585*. 
"52 NY 4-dr., $340* (ps). °51 Windsor 
4-dr., $305*. 


"55 (62) 
$3,865* 
(60) Special 


coupe 
(ps); 


$790°; 
Fire Dome (8) 4-dr., $725*, 

4-dr., $825. '53 
$555*; Meadowbrook 
4-dr., $435. °52 Coronet 4-dr., $380*. 
ORD—'56 Fairlane (8) Victoria, $2,290* 
(ps). °’55 Fairlane (8) Victoria, $1,815*, 
$1,625; 2-dr., $1,675*. ‘54 Country 
Squire, $1,395* (ps); Crest (8) conv., 
$1,195*; Main (8) Ranch Wagon, $1,- 
195, $1,130; 2-dr., $775; 4-dr., $675; 
Custom (8) 4-dr., $880*. ’'53 Main (8) 
Ranch Wagon, $985; Crest (8) Victoria, 
$950. 


Coronet (8) 2-dr., 


$1,890"; 


4-dr., $1,770*. °53 Hornet 4-dr., $605*, 
$510*. °51 Commodore (6) Hollywood, 
$305*. 


KAISER—’54 Manhattan 4-dr., $1,090*. ’53 





| Manhattan 4-dr., $250*. 

LINCOLN — ’51 4-dr., $225*. °'50 2-dr., 
$300*. 

MERCURY—’54 Monterey c~ pe, $1,305*; 
Custom 2-dr., $1,030. ‘53. Monterey 
coupe, $1,190*, $1,160*; 4-dr., $1,010°*; 
Sport coupe, $770*. ‘52 2-dr., $685; 4- 

| dr., $595*. 

NASH—’54 Statesman club coupe, $1,350* 

| (ps); 2-dr., $975*. '53 Ambassador 4- 
dr., $850*; Statesman 4-dr., $745*, $720; 

| Rambler club coupe, $620*. ’'52 States- 

|} man 4-dr., $570, $470*. 

OLDSMOBILE—'56 (98) Holiday, $3,240* 

| (ps); (88) Super Holiday, $2,745* (ps); 

| Deluxe 2-dr., $2,650* (ps). ’55 (98) 

| Holiday, $2,680* (ps), $2,540* (ps); (S88) 
Holiday, $2,245* (ps), $2,200* (ps); 
4-dr., $1,995* (ps). '54 (98) Holiday, $1,- 
900* (ps), $1,875* (ps); conv., $1,795* 

| (ps). 

| PACKARD — '55 Patrician 4-dr., $2,540* 


(ps); Clipper Hardtop, $2,245* (ps). ‘54 
Clipper 4-dr., $1,035* (ps). 


PLYMOUTH—’'55 Savoy (6) 2-dr., $1,450*; 


4-dr., $1,430. '54 Savoy 4-dr., $855, $825, 
$800. °53 Cranbrook 4-dr., $650*, $495; 
(Continued on Page 35, Col. 1) 
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2-dr., $565. °52 Cranbrook 4-dr., $445, 
$350. °51 Cambridge 4-dr., $285; Cran- 
brook 4-dr., $255. 


PONTIAC—'55 Chieftain (8) Catalina, $1,- | 


815* (ps). ‘53 Chieftain (8) station 
wagon, $930* (ps); 2-dr., $800*. ‘52 
Chieftain (8) Catalina, $655*; 4-dr., 
$585*, $440*. °51 Silver Streak (8) 4- 


dr., $285. 

STUDEBAKER — ‘55 Commander club 

coupe, $1,350*. ‘53 Commander Land) 

Cruiser, $525*. °51 Commander 4-dr., | 

$250*. | 
OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Dec. 8.) 

(Above average sale. We had six new 
buyers in this week.) 

BUICK—'55 Special Riviera, $2,025*. '54 
Special Riviera, $1,515*; 4-dr., $1,425*; 
Century 4-dr., $1,510*. '53 Super Riviera, 
$805*. 

CADILLAC—’53 (62) coupe, $1,/895* (ps). 

CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 
160*. ’55 Bel Air (8) Sport coupe, $1,- 
850* (ps); 4-dr., $1,650*, $1,565*; Two- 
ten (6) 4-dr., $1,395*. °54 Bel Air (8) 
2-dr., $975; Bel Air (6) 2-dr., $800. '53 
Bel Air 4-dr., $890; Two-ten 4-dr., $755; 
One-fifty coupe, $515. ‘51 SL Special 
2-dr., $335; FL Deluxe 4-dr., $280*. ’50 
SL Deluxe 2-dr., $275. 

CHRYSLER—’53 NY sedan, $810* (ps), 
$760*. 

PDODGE—’54 Coronet (6) 4-dr., $695*. '52 
Meadowbrook 4-dr., $400. 49 4-dr., $145, 
$125. ’48 %-ton pickup, $200. 

FORD—’'56 Custom (8) 4-dr., $2,145*. °55 
Country sedan, $1,825*; Fairlane (8) 
Crown Victoria, $1,820*; conv., $1,650*; 
Custom (8) 2-dr., $1,395; 4-dr., $1,395; 
Main (6) 2-dr., $1,175; 4-dr., $1,160: 
’54 Custom (8) 2-dr., $980, $900*; 4-dr., 
$915*; Main (8) 4-dr., $895; 2-dr., $850. 
*53 Crest (8) Victoria, $1,020*, $970*; 
Custom (8) 2-dr., $795, $650, $615; Main 
(8) 2-dr., $600. '52 Main (8) Ranch 
Wagon, $740*; 4-dr., $660*; Custom (8) 
2-dr., $530*; 4-dr., $490*; Main (6) 2- 
dr., $405. ’51 Custom (%) Victoria, $535*; 
2-dr., $350; Custom (6) 2-dr., $170*. 
*49 Custom (8) 2-dr., $150*. 

HUDSON—’52 sedan, $610*. 

LINCOLN — ’51 Cosmopolitan club coupe, 
$110*. 

MERCURY—’53 2-dr., $960°; 4-dr., $835. 
"52 4-dr., $610*, S600. °51 4-dr., $445*; 
2-dr., $410*; Sport coupe, $400, $345*. 
*49 coupe, $160*. 

NASH—’53 Rambler 4-dr., $610. 

OLDSMOBILE—’55 (88) Holiday, $2,355* 
(ps), $2,100*; 4-dr., $2,155* (ps); 2-dr., 
$2,035*. °54 (88) 4-dr., $1,565* (ps). '53 
(88) 4-dr., $1,090*. ’51 (98) 4-dr., $500*; 
(88) 4-dr., $400*. 

PLYMOUTH—’55 Bel Air (8) conv., $1,- 
600*; Savoy (8) sedan, $1,225. '54 Plaza 
Suburban, $905. ’53 Cambridge 2-dr., 
$505; Cranbrook 4-dr., $475. '52 Cam- 
bridge 4-dr., $265. '51 Cambridge sedan, 
$245. ’50 Deluxe club coupe, $130. ’49 
Special Deluxe 4-dr., $100. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
635*; 2-dr., $1,420. ’51 Silver Streak (8) 
4-dr., $255*. ’49 Silver Streak (8) 4-dr., 
$110*. 

STUDEBAKER — ’'54 Commander 2-dr., 
$820*. °50 Champion 2-dr., $225. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Dec. 8.) 
(Market good on sharp autos. We had 
@ very active sale today despite 11 below 
zero weather. Sold 59 cars out of 89 of- 
ferings.) 

BUICK—’55 Special Riviera, $1,975*. ’54 
Century Riviera, $1,465* (ps). °53 Super 
Riviera, $1,005* (ps); 4-dr., $930*. '50 
Special 4-dr., $135*. 

CHEVROLET—’55 Two-ten (6) Handyman, 
$1,570; Bel Air (8) 4-dr., $1,550*. '54 
Two-ten 4-dr., $960, $945. °53 Two-ten 
4-dr., $725; coupe, $695; One-fifty 2-dr., 
$635. ’51 SL Deluxe 4-dr., $405, $375*. 
50 FL Deluxe 2-dr., $255, $230*. 

CHRYSLER—’53 Windsor 4-dr., $690*. '52 
Windsor 4-dr., $495*. 

DODGE — ’'53 Meadowbrook club coupe, 
$550. ’°51 Coronet 4-dr., $290. 

FORD — ’55 Fairlane (8) 4-dr., $1,640*; 
Main (8) Ranch Wagon, $1,495; Custom 
(8) 2-dr., $1,350. '54 Custom (8) 4-dr., 
$1,100*, $1,065. °53 Crest (8) Victoria, 
$1,020, $1,000*; Custom (8) 4-dr., $825, 
$790, $785*. °52 Custom (8) 2-dr., $615, 
$510. ’°51 Custom (8) 2-dr., $520; 4-dr., 
$485, $470, $385. °50 Deluxe (8) 2-dr., 
$295. 

MERCURY — ’55 Custom station wagon, 
$2,100. ’°53 Custom 4-dr., $940. '52 Cus- 
tom 2-dr., $645*. °51 4-dr., $310*. ’50 
4-dr., $190. ’49 4-dr., $185. 

OLDSMOBILE—’55 (98) Holiday, $2,450* 
(ps); 4-dr., $2,450* (ps). ’°53 (88) Super 
4-dr., $1,300*; (98) 4-dr., $1,250* (ps). 
*51 (98) 4-dr., $440*. 

PLYMOUTH—’54 Savoy 4-dr., $800. ’53 
Cranbrook 4-dr., $640; Cambridge 4-dr., 
$565. °52 Cranbrook Belvedere, $450. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
045*. '53 Chieftain (8) Catalina, $1,100*; 
4-dr., $865*. ‘52 Chieftain (8) 4-dr., 
$525*; 2-dr., $435. ’51 Silver Streak (8) 
Catalina, $440*. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday, Prices are for sale of Dec. 5.) 
(We have been flashing caution sig- 
nals for the past two months regarding 
new cars. Despite these warnings we are 
loaded each week with new units. Dealer 
stocks of new autos are mounting with 
factory output setting a feverish pace. 
It’s difficult for us to sell over 50 per- 
cent of new-car offerings. Today’s auc- 
tion showed prices are still inflated. Brisk 
bidding by a housefull of good buyers 
was the highlight of the sale, as we sold 
129 cars out of 164 offerings.) 

BUICK—’56 Special Riviera, $2,700* (ps). 
"53 Special 4-dr., $980*. '52 Special 4-dr., 
$500*. °51 Special 2-dr., $550*; Super 
4-dr., $230*. '50 Super Riviera, $335*; 
4-dr., $230°; 2-dr., $180; Special 2-dr., 
$170. °49 Super 4-dr., $165; RM 2-dr., 
$140°. 

CADILLAC—’55 (62) coupe, $3,620* (ps). 
"54 (62) 4-dr., $2,900* (ps). ’51 (61) 
coupe, $1,125*. '50 (62) 4-dr., $1,110*. 

CHEVROLET — '56 Custom (6) station 


Used-Car Auction Prices 


(Continued from Page 34) 
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"50 Cosmopolitan conv., $200*. °49 Cos- 
mopolitan club coupe, $110*. 


MERCURY—’53 4-dr., $910*; conv., $900*. 
"52 4-dr., $535. '51 4-dr., $380*. 


NASH—'53 Rambler station wagon, $735*; 
2-dr., $600*, 
OLDSMOBILE—’51 (S88) 4-dr., $600*. °50 
(98) 4-dr., $180*; (76) 2-dr., $180; (88) 
| conv., $140*. '49 (88) 4-dr., $160. 
PACKARD—’55 Clipper 4-dr., $1,750*. 
wagon, $1,980. ‘55 Two-ten (6) 4-dr., | PLYMOUTH—’53 Cranbrook station wag- 
$1,225. °54 Bel Air 2-dr., $1,000*; Two-| on, $785*, $725; Cambridge station wag- 
ten 4-dr., $1,000*, $950, $875; 2-dr., 2 at on, $750. ‘52 Cranbrook club coupe, 
$870, $850, $800; One-fifty 4-dr., $755; $395; Cambridge club coupe, $285. ’50 
2-dr., $690; 2-ton truck, $930. °53 Bel Deluxe 4-dr., $160, $150. °49 Deluxe 
Air coupe, $830; 2-dr., $685; Two-ten conv., $170. 
4-dr., $730*; One-fifty 4-dr., $470, $440; | PONTIAC—’56 Chieftain (8) Catalina, $2,- 
2-dr., $420. ’52 SL Deluxe 2-dr., $550; 380°, 2 at $2,350*, $2,270*; station wag- 
4-dr., $455, $400*. °51 SL Deluxe Bel on, $2,612*. '54 Chieftain (8) 4-dr., $960. 







Air, $360; 4-dr., $320; SL Special coupe, °53 Chieftain (8) 4-dr., $950* (ps), 

$295; FL Deluxe 4-dr., $290*. 50 SL/| $790*, $650*. '52 Silver Streak (8) 4-dr., 

Deluxe 4-dr., $275; FL Deluxe 4-dr., $550*. '51 Silver Streak (6) coupe, $380; 

$250*; Delivery sedan, $210. '49 SL Spe- Silver Streak (8) 4-dr., $360. 50 Silver 

cial 2-dr., $210. Streak (8) 4-dr., $300; coupe, $220*; 
DeSOTO—’52 Custom club coupe, $350*. 2-dr., $125*; Silver Streak (6) 4-dr., 
DODGE — ’56 Coronet 4-dr., $1,810. °52/ $300. 

Coronet 4-dr., $390*; Meadowbrook 4-dr.,| STUDEBAKER — ’'53 Commander 2-dr., 


$315. '51 Coronet 4-dr., $330*; Wayfarer| $670*. 
2-dr., $300*. ’46 2-ton cab and chassis, | MISCELLANEOUS—’51 Jaguar 4-dr., $810. 
$160. 


FORD — ’56 Fairlane (8) conv., $2,310* | 
(ps); Main (8) Ranch Wagon, $1,980. DYER, IND. 
’54 Main (6) Ranch Wagon, $1,210*; (Dyer Auto Auction. Sale every Fri-| 
Crest (8) 4-dr., $910; Custom (8) 2-dr.,|day. Prices are for sale of Dec. 2.) 
$875. ’53 Crest (8) Victoria, $880; Cus- (Sold 130 cars out of 202 offerings.) 


tom (8) club coupe, $860*; 4-dr., $800*, | BUICK—’55 Century Riviera, $1,990*; | 
$680, $600, $520; Custom (6) 2-dr., $620; Special Riviera, $1,965*. ‘54 Super Ri- | 
Main (6) 2-dr., $570. '52 Custom (6) viera, $1,635*; Special Riviera, $1,500*. 
2-dr., $480*%; Main (6) 2-dr., $410. '51 ’53 RM Riviera, $1,100* (ps); 4-dr., 
Custom (8) 2-dr., $520, $390*, $350*, $955* (ps), $925* (ps). °52 Special 2-dr., | 
$330, $310; Custom (6) 2-dr., $200. '50 $575. °51 Special 2-dr., $445. ‘50 Su-/ 
Custom (8) 2-dr., $250; 4-dr., $200*; per 4-dr., $380*. 





Custom (6) 4-dr., $190. °49 Custom (8) | CADILLAC—’55 (62) conv., $3,675* (ps); 
conv., $270, $110; 4-dr., $160*. (60) Special 4-dr., $3,575* (ps). °54| 
HUDSON—’51 Hornet 4-dr., $220*. (62) coupe, $2,980* (ps). °’51 (62) 4-dr., | 





LINCOLN—’51 Cosmopolitan 4-dr., $375*. $985*. °46 4-dr., $100. 


CHEVROLET—’56 Bel Air (8) 4-dr., $2,- STUDEBAKER — ‘53 Commander club 
350*. °55 Bel Air (8) 4-dr., $1,640* | coupe, $680*; Land Cruiser, $485*; 4- 
(ps); Two-ten (8) 4-dr., $1,490 (ps);| dr., $265*%; Champion 2-dr., $645*. ‘52 


Two-ten (6) 2-dr., $1,300*. °54 Bel Air | Commander Land Cruiser, $285*; Cham- 
2-dr., $1,080*, $1,060*%; Two-ten 2-dr., pion 4-dr., $255*. 
$950, $925*. ‘53 Bel Air 2-dr., $780*, | G 
$705; Two-ten 4-dr., $775, $705, $690, | VALDOSTA A 
$600*. °52 SL Deluxe Bel Air, $555, | 9 E 
$550*; 4-dr., $605, $585, $500*, $480*.| (Tom Hewitt Auto Auction. Sale every 
'51 SL Deluxe 4-dr., $315, $300*, $255*.| Friday. Prices are for sale of Dec. 9.) 
"50 SL Deluxe 4-dr., $170, $145. | (Clean autos still getting the best 
CHRYSLER—’'54 Windsor 4-dr., $1,305*. prices. Sold 164 cars seed of aa ae 
"50 Windsor 4-dr., 2 at $250. | this week for a percentage o > @ very 
DeSOTO—'52 Fire Dome (8) Sportsman, | 800d quota, We had buyers for 250 cars.) 
$520* (ps). sf BUICK—’'56 Special Riviera, 2 at $2,700*. 
DODGE—’52 Coronet club coupe, $330. | °55 Super Riviera, $2,325*; Century 
w300°. "56 " peaton “a) 4 ar $1 006°, | sou"; cr st 610° wan soe, $1, 100°; 
tlle airlane -dr., ‘ ’ ; -dr., , > ’ ’ ’ ; 
$1,490*; Victoria, $1,735*, $1,630*; conv. ; Century Riviera, $1,685, $1,600*. ‘53 
$1,665*. °54 Crest (8) Victoria, $1,300*,| Super 4-dr., $900*, $850*. 
$1,270*. °’53 Crest (8) Victoria, oe’ | aan sae Bee bea — $2,410*, $2,- 
- °. | ey edan, . 
"52 ‘Deluxe (6) fede. "$940. "52 Cantens | CHEVROLET —56 Bel Air (6) 4-dr., $2,- 
(8) 2-dr., $360*%, $330, $310, $295*. °'50| 160*; station wagon, $2,158; otes tas 
Deluxe (6) 2-dr., $160. | $2,220; Two-ten (8) 2-dr., $1,935*°. ’ 
HUDSON—’53 Hornet 4-dr., $600. "52 Bel Air (8) conv., $1,450; coupe, $1,350°, 
Pacemaker 2-dr., $245; Wasp 4-dr., $235. $1,340; One-fifty station wagon, ties. 
*50 Commodore 4-dr., $210*, | 2-dr., $1,010; Two-ten (8) 2-dr., $1, ’ 
KAISER—’52 Virginian 4-dr., $305*. | Two-ten (6) 2-dr., $1,260; Delray coupe, 
MERCURY—’55 Monterey coupe, yee | $1,250. '54 Bel Air 4-dr., $1,140*, $1,- 
"51 “a $330*, $275*, $260°. °50) ame caee ane. © ae a eon 
2-dr., . -dr., : ; Two-ten 2-dr., , 
OLDSMOBILE—’56 (88) coupe, $2,610°, | $710*. '52 SL Deluxe 4-dr., $575, $485*; 
$2,545*. °52 (88) 2-dr., $650°. °51 (98) 2-dr., $500*. 51 SL Deluxe 4-dr., $385. 
ada F420", $385". 49 76) ddr. pause, | DODGE-’'S3 Coronet station wagon, $780 
PaGe)e Clipper Hardon, FEIN; “dete, | FORD “Gs Hairane U8) ttt.” $2080 Ba 
ps); pper ardtop, . ; 4-dr., : airlane -dr., $2, » $2,- 
$1,745* (ps). 075*. °55 Fairlane (8) Crown Victoria, 
PLYMOUTH—’55 Savoy (8) 2-dr., $1,365*.| $1,925*; Victoria, $1,790*, $1,750*, $1,- 
"51 a Belvedere, $360. °49 De-| 700; es sae a eee $1,600; oa 
luxe 4-dr., $130. sedan, $1, ; 2-dr., ,540; coupe, * 
PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 450; Main (8) Ranch Wagon, $1,650; 
525*. ’53 Chieftain (8) Catalina, $1,055*. Custom (8) 2-dr., $1,400, $1,350, $1,130. 
’52 Chieftain (8) 4-dr., 2 at $410*. '51 ’54 Main (8) Ranch Wagon, $1,150; Cus- 
Silver Streak (8) 2-dr., $265. (Continued on Page 36, Col, 1) 
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Powerful 
eye appeal! 
New, dis- 

tinctive can 
...in gold, 
red and blue. 


of even NEW cars 


Tested against leading 10W-30 oils in road 
trials by an independent research organization, 
Havoline Special 10W-30 proved decisively 
best for today’s high compression engines. 








After 15,000 miles of grueling tests, pickup 
and pep of new cars using Havoline Special 
10W-30 actually increased up to 15 per cent 









Tests prove pickup 


THE TEXAS COMPANY 





KS FOR ITSELF... 















and builds 
better profits! 


NEW HAVOLINE SPECIAL 10W-30 
is an all-temperature motor oil that thinks for itself. 
It’s “light” for quick starts, has “body” to with- 
stand engine heat. Guards against wear, exceeds 
“mil sup one” specification — most rigorous 
standard devised for automotive oils. 


* 


NEW HAVOLINE SPECIAL 10W-30 
has a big following ... is getting more regular 
customers constantly ... means bigger unit sales 
. .. repeat business . . . better profits. Backed by 
advertising in the national magazines and on TV, 
HAVOLINE 10W-30 means extra business! 





can be increased! 


...as much as 18 per cent greater than test 
cars using other 1OW-30 oils. Oil and gasoline 
consumption dropped. Wear was negligible. 


Havoline Special 10W-30 keeps engines 
clean, fully protected despite temperature 
changes, assures livelier starts, more engine 
stamina. 






Used-Car Auction Prices 





PONTIAC—’'56 Chieftain (8) Catalina, $2,- 
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; 

| $740*; Crest (8) Victoria, $605; Custom| 

| (8) sedan, $435*. 51 Deluxe (8) 2-dr., ’53 Bel Air 2-dr., $685*, $555. °50 SL 
$275. '49 Deluxe (6) sedan, $135, $100. Deluxe conv., $295. 

MERCURY —- '54 Custom 2-dr., $1,150"; | CHRYSLER—'54 Windsor 4-dr., $800*. '52 





wagon, $1,455. °54 Bel Air 2-dr., $1,160*. 


(ps), $1,700*. ’52 (88) Super 2-dr., $650*. 


Monterey 4-dr., $1,130*%, 2 at $1,100. '52) " . 545* 
Monterey 4-dr., $670. '51 Monterey 4-dr., | a +, ie si 
$300. °49 4-dr., $115. | DeSOTO 53 4-dr., $805. 
NASH —’'52 Statesman 4-dr., $380. '50| DODGE—’'50 Meadowbrook 2-dr., $245. 
5 ‘ Statesman 4-dr., $180. - ~'5 ai 8 -dr. F . 
(Continued from Page 35) OLDSMOBILE—'56 (88) club coupe, $2,-| "Gt Dsoe Canntty sedan, G1 005; ‘Custom 
785* (ps). '55 (98) Holiday, $2,405*; » See 50+ ; — i 
tom (8) 4-dr., $1,025; Crest (8) 4-dr.,, (Market very solid and nice merchan- (88) Holiday, $2,150*, $2,125*, teiee° 4 Viewria, St hese bn oan "sl bee, 
$910; Main (6) 2-dr., $525. '53 Custom dise sold really well. Very few sharp | °54 (88) 4-dr., $1,485*. ‘53 (88) 4-dr.. 4-dr.. $1,500, $1,460: 2-dr. $1,440: Cus- 
(8) 4-dr., $750, $720, $700; 2-dr., $675,| autos were left unsold. Sold 104 cars out $1,135*, $1,100* (ps); 2-dr., $965*. ‘52 som ta) Ser "$1 710* $1 430 $1 415 
$650; Main (6) 2-dr., $475. '52 Main (8)| of 141 offerings.) (88) club coupe, $560*, '51 (88) 4-dr.,| §1.129: Main (8) Ranch Wagon. $1,760. 
Ranch Wagon, $745*. BUICK—'55 Super Riviera, $2,265* (ps),| $300*. '50 (88) 2-dr., $310*. '49 (76)| §1'435, '54 Custom (8) 2-dr., $1,095": 
MERCURY — '55 Monterey Hardtop, §$2,- $2,255* (ps); Special sedan, §$2,150*, 4-dr., $205*. | 4-ar.. $880: conv., $900: Main (8) Ranch 
085*, $1,900*; Custom 2-dr., $1,600, $1,- $2,050*, $1,900*. '54 Special Riviera, $1,-| PLYMOUTH—'54 Savoy club coupe, $785. | Wagon, $1,305 53 Crest (8) Victoria 
575. '54 Monterey coupe, $1,375; Hardtop, 575*; sedan, $1,325; Super Riviera, §$1,- 53 Cranbrook club coupe, $580. 49 De-| 975+ '$870*: conv $700; Custom (8) 
$1,260*; Custom Sport coupe, $1,125. '53 565*, $1,525. '53 Super Riviera, $1,115°; | luxe 4-dr., $155. 4-éP ’ $745,’ $735: 2-ar., $675 $575; 
Monterey coupe, $1,075*; Hardtop, $950*; RM Riviera, $1,040* (ps); Special sedan, | PONTIAC—’54 Chieftain (8) conv., $1,- Main (6) 2-dr.. $465 ™ ea 
Custom 2-dr., $690*. '51 4-dr., $365. | $770. '52 Special sedan, $495, $450*, $350.| 325%; 4-dr., $1,150*; Star Chief (&)| ain (6) re a 
OLDSMOBILE——'56 (98) Holiday, $3,110*| ,,,20 Super Riviera, $450*, $260*. | 4-dr., $1,140*, $1,065. '53 Chieftain (8)|#UDSON—'49 Wasp 4-dr., $135. 
(ps); (88) Super 4-dr.. $2,800* (ps); | CADILLAC—'53 (62) sedan, $1,760*. '52) Catalina, $1,025* (ps); sedan, $645. ’51| KAISER—'51 Manhattan 4-dr., $185, $170, 
Deluxe Holiday, $2,600*' (ps). ’55 (88) | (62) sedan, $1,450°. '50 (62) sedan,| Silver Streak (8) sedan, $325, $315*.| $130. '49 4-dr., $100. 
Super Holiday , $2 225° (ps). 54 (38) | $750*. 49 (62) sedan, $365*; (61) sedan, | "50 Silver Streak (8) 2-dr., $225. | MERCURY '55 Monterey 2-dr., $2,235. ’53 
4-dr., $1,619*. '53' (88) Super Holiday,| opovRoLE | STUDEBAKER—'50 Champion club coupe,| Monterey 2-dr., $1,310, $925. '52 2-dr 
$1 170° $1 100°: (98) 4-dr., $940° | CHEVROLET —’55- Bel Air (8) sedan, $1,-| $150". $600; 4-dr $600 51 ‘'4-dr. $390 af 
PLYMOUTH-_’53 ’ Cambria at i * $575 725*; Two-ten (8) sedan, $1,500; Two-| ae ioe sea ec 4 whe 
L — 5 r ge ~dr., KR 5. ten (6) sedan, $1,470*, $1,385. 54 Two-| FT WAYNE IND OLDSMOBILE—’56 (88) Holiday, $2,575 
52 Cranbrook 2-dr., $535. '51 Cran rook | ten (8) sedan, $1,015.''53 One-fifty sta-| . us ° (ps), $2,540* _ (ps). 55 (88) Holiday, 
4-dr., $250. '50 Deluxe 2-dr., $190. | tion wagon, $900; 2-dr., $590; Bel Air| (Carl Marker’s Auto Auction. Sale every $2,145* (ps). '54 (88) Holiday, $1,880* 
| 


sedan, $750* 





, $730; Two-ten sedan, $775, Tuesday. Prices are for sale of Dec. 6.) | 


710* (ps); Chieftain (8) Catalina, $2,- 700, $685. ’52 SL D Ai 595*: name : : |} '51 (98) 2-dr., $525*. '50 (98) conv 
325°, 55 Star Chief (8) 4-dr., $1,850°;| Sar’, $530, $480, $1000) On Gir’ Rotene| Of teat ery setive. Sold $3 cars out |  soese: (98) 2-dr., $300°, $185. 
Chieftain (8) 2-dr., $1,590°. "54 Chief-| 2-dr., $345*, $285*. 50 SL Deluxe 4-dr.,| BUICK—'55 Super 2-dr., $2,100*; Special) PACKARD—'55 Clipper 2-dr., $2,475* (ps). 
tain (8) 2-dr., $1,020°. °53 Chieftain (8)/ $270*, $240°. 2-dr., $1,895*. °54 RM 4-dr., $1,685*| ‘51 (200) 2-dr., $375*. ’50 (200) 2-dr., 
pany $735*. ’51 Silver Streak (8) 4-dr.,| CHRYSLER—'55 Windsor club coupe, $2,-| (ps): Super Riviera, $1,675*: 2-dr., $1,- $135. 
. : , 000* (ps). | 455*, $1,365*; Century 4-dr., $1,400*. 53) PLYMOUTH—’55 Plaza (6) 2-dr., $1,325. 
STUDEBAKER— 54 station wagon, $960". | DeSOTO—'54 Powermaster 4-dr., $900*. | Special 2-dr., $975*. aseut. be Super "53 Cranbrook 2-dr., $420. '52 Cranbrook 
52 Champion 2-dr., $200. '51 Champion | DODGE—'55 Coronet (6) sedan, $1,550*. 4-dr., $675*. ’51 Special 4-dr., $480, $350.| conv., $405; 4-dr., $305, $265. ’51 Cran- 
4-dr., $200. "53 Meadowbrook 4-dr., $400. | °'50 Super 2-dr., $335, $285. '48 2-dr.,| brook 4-dr., $285, $260, $195. '49 Special 
WILLYS—'49 Jeepster, $295*. | FORD—'56 Custom (8) 4-dr., $2,040*. ’55| $100. '40 2-dr., $275. Deluxe 2-dr., $180; conv., $105. 
| Custom (8) 4-dr., $1,425; 2-dr., $1,400,|; CADILLAC—’54 (62) 2-dr., $2,900* (ps).| PONTIAC — '55 Chieftain (8) Catalina, 
JENISON, MICH. | $1,395, $745. ‘53 Crest (8) Victoria, "52 (62) 2-dr., $1,280*. | $2,020*, $1,980*, $1,865*, °’49 Silver 
: 9 | $1,000;.Custom (8) 2-dr., $760, 2 at| CHEVROLET—’'56 Bel Air (8) 2-dr., $2,-| Streak (6) 2-dr., $110. 
(Grand Rapids Auctions, Inc. Sale every | $740; Custom (6) 2-dr., $700*; Main (6) 090. °55 Bel Air (8) 2-dr., $1,650*%,| STUDEBAKER — '56 station wagon, §$2,- 
Tuesday. Prices are for sale of Dec. 6.) | 2-dr., $415. ’52 Main (8) Ranch Wagon, $1,405, $1,375, $1,285, $1,275; station’ 365*. °55 Champion 2-dr., $975. ’52 

















NOW'!... 


AROUND THE CORNER! 







POWER-SWEEP...a new aid 
to safer driving! 


CLEANS CLEAR 





(@AY| DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 


GENERAL Rochester 1, New York 


MOTORS 


CHEVROLET—'55 Two-ten (6) 


Champion 4-dr., $300. '50-Champion 4- 
dr., $125. 
WILLYS—'48S Jeepster, $205. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Dec. 7. 

(Very active sales. Buying brisk on 
clean autos. Sold 113 cars out of 147 


offerings.) 

BUICK—’51 Super 4-dr., $380*; Special 
2-dr., $330. ‘50 Super Riviera, $430*, 
$355, $350. 

CADILLAC—'51 (62) 4-dr., $1,105*. '49 
(62) 4-dr., $660*; conv., S575*. '48 (76) 
4-dr., $330*. 

CHEVROLET—'54 Bel Air 4-dr., $1,130, 
’53 Two-ten 2-dr., $725. '52 %4-ton pick- 


up, $575. '51 SL Deluxe club coupe, 8515; 






Bel Air, $450; 4-dr., $420; 2-dr., $380, 
$350. '50 SL Deluxe 4-dr., $325, $235; 
2-dr., $315, $250; SL Special 2-dr., $180, 
$100. °49 SL Deluxe 2-dr., $300; 4-dr., 
$275; SL Special 2-dr., $145, °47 FM 4- 
dr., $270. 

DODGE—’55 %-ton pickup, $880. 

FORD—’56 Fairlane (8) 4-dr., $2,115. '55 
Fairlane (8) 2-dr., $1,655*; Custom (8) 
2-dr., $1,430, $1,310. '54 Crest (8) 4-dr., 
$1,620; Victoria, $1,355. '53 Custom (8) 
station wagon, $900; 4-dr., $870, $855, 
$830, $700; 2-dr., $830. '52 Custom (8) 
2-dr., $665, $625*, $510; 4-dr., $665; 
Victoria, $430; Main (8) 2-dr., $150. ’51 
Custom (8) 2-dr., $475, $455, $245; 4-dr., 
$300*, $245; Victoria, $445, $435*, $390; 
Custom (6) 4-dr., $195; Deluxe (8) 2-dr., 
$250. ’50 Deluxe (8) 2-dr., $330; Cus- 
tom (8) 4-dr., $390, $240; club coupe, 
$255; 2-dr., $245, $210. °49 Custom (8) 
coupe, 255; 2-dr $290, $145, $115; 
Deluxe (8) 2-dr., $ 46 Deluxe 2-dr., 


J 
$165. '42 Deluxe 2-dr., $115. 
HUDSON—’'50 2-dr., $100. 


LINCOLN—’49 4-dr., $170. 
MERCURY—’54 coupe, $1,025. °53 2-dr., 
$1,105*. '52 2-dr., $835; 4-dr., $460. ‘51 


Custom club coupe, $280*; Monterey club 
coupe, $310. ’50 2-dr., $435*, $430; 4-dr., 
$310, $210; club coupe, $430. 


OLDSMOBILE—’54 (88) Super 4-dr., §1,- 
680* (ps). '53 (8) 2-dr., $1,240*. '52 
(88) 4-dr., $805*. °51 (88) 4-dr., $635*; 
(98) 4-dr., $430*. 50 (98) 2-dr., $305*; 
(88) 2-dr., $275*. ’°49 (8S) 2-dr., $265; 
(76) club coupe, $250*. 

PACKARD—’50 2-dr., $200. 

PLYMOUTH — '54 Savoy 4-dr., $895. ‘51 


Cranbrook 2-dr., 
$155; 4-dr., $145. 
PONTIAC—’53 Chieftain (8) 4-dr., $850*. 
STUDEBAKER—’48 Champion 2-dr., $110*. 


$405. °49 Deluxe 2-dr., 


| MISCELLANEOUS—'49 Frazer 4-dr., $110. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Dec. 7.) 
(Prices were down on all autos, but 
predominantly so on ’54s and ’55s. Sold 
88 cars out of 140 offerings.) 
BUICK—’55 Super Riviera, $2,225*; Spe- 
cial Riviera, 2 at $2,005*; 2-dr., $1,825*. 
’51 Special 2-dr., $355*. '50 Super 2-dr., 
$215; 4-dr., $100*. 
2-dr., $1,- 


300, $1,290. °54 Bel Air 4-dr., $1,085*. 
’53 Two-ten 4-dr., $625, $615; One-fifty 
2-dr., $585; 4-dr., $235. °52 SL Deluxe 
4-dr., $500, $495; 2-dr., $275; SL Spe- 
cial 2-dr., $400. ’51 SL Deluxe 4-dr., 
$365, $360; 2-dr., $230; %-ton pickup, 
$385. °50 SL Deluxe 2-dr., $180*. ‘49 
%4-ton pickup,, $250. 
| CHRYSLER—’53 Windsor 2-dr., $640*. 


DeSOTO—’'50 conv., $150*. '49 4-dr., $150. 


DODGE—’52 Meadowbrook 4-dr., $310*. 
FORD — ’55 Custom (8) 4-dr., $1,275*; 
Main (6) 2-dr., $1,035. °54 Crest (8) 
station wagon, $1,175; Victoria, $1,040°; 
4-dr., $850*; Custom (8) 2-dr., $905*, 
$845, $805; Custom (6) 2-dr., $800*; 
Main (8) 4-dr., $560. ’53 Crest (8) sta- 


tion wagon, $725; Victoria, $650*; Cus- 
tom (8) 4-dr., $705, $675, $645; Custom 
(6) 4-dr., $605; Main (8) 4-dr., 2 at 
$515. °52 Custom (8) station wagon, 
$580; 4-dr., $470, $340*. 51 Custom (8) 
conv., $285; Deluxe (6) 2-dr., $150; %- 


ton pickup, $310. ’50 Custom (6) 2-dr., 
$150, $115; 4-dr., $100. 

MERCURY—'53 Custom 4-dr., $790*. °52 
4-dr., $495*. 

NASH — '53 Statesman 4-dr., $645. ‘52 
Rambler station wagon, $400. 

OLDSMOBILE—’55 (88) 4-dr., $2,190. ‘50 
(88) 4-dt., $295. 

PACKARD—’53 Clipper 4-dr., $440. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,205. 
’52 Cranbrook 4-dr., $250, $245. ‘51 
Cranbrook Belvedere, $300, $170. 

PONTIAC — '56 Chieftain (8) Catalina, 
$2,485* (ps). '55 Star Chief (8) club 
coupe, $1,860*. '54 Star Chief (8) 4-dr., 
$1,155*. '53 Chieftain (8) station wagon, 
$875*; Catalina, $700. ’52 Chieftain (8) 
Catalina, $570* $400*. ’51 Silver Streak 
(8) 4-dr., $320*, $305*; 2-dr., $310, 


$255. '50 Silver Streak (8) 2-dr., $305. 
WILLYS—'53 Lark 2-dr., $300. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Dec. 7.) 

(Market stronger than it has been in 
the past three months. We recorded & 
high percentage of sales this week as we 
sold 81 cars out of 122 offerings.) 


BUICK — '54 Century Riviera, $1,660*; 
sedan, $1,360*. '53 Super sedan, $980*, 
$890*. ’'52 Super Riviera, $690*. ‘51 
Special sedan, $430. ’50 Super sedan, 
$275. '49 Super sedan, $260, $140. 


CADILLAC—’56 (62) coupe, $4,850* (ps). 
"48 (62) conv., $375°. 

CHEVROLET—’'55 Two-ten (8) 4-dr., $1,- 
315*. '54 Two-ten sedan, $850. ’53 One- 
fifty sedan, $540, $530, $420; Delivery 
sedan, $450. ’52 SL Deluxe sedan, $57 
$570, $520. ’51 SL Deluxe sedan, $360, 
$270. '50 SL Deluxe sedan, $325, $320, 
$310. 49 SL Special sedan, $200, $175. 

CHRYSLER—’52 Windsor sedan, $475. '50 
Windsor sedan, $330. 

DeSOTO—’54 Fire Dome (8) Sport coupe, 
$1,100*; sedan, $1,000*. ‘52 Custom 
sedan, $635°, $400. ‘51 Custom sedan, 
$450, $270. ‘50 Custom sedan, $275 

DODGE—’52 Coronet sedan, $440, $320. '51 
Coronet sedan, $380. 

FORD—’55 Thunderbird, $2,450*. '54 Crest 
(8) conv., §$1,150*. ‘53 Custom (8) 
sedan, $760, $740, $735. '52 Custom (8) 
sedan, $590, $530; Main (8) sedan, $395. 
’51 Custom (8) Victoria, $500, $480; 
sedan, $500; station wagon, $425. ‘49 
Deluxe (8) sedan, $180. 

HUDSON—’52 Hornet sedan, $350. 

LINCOLN—'52 Capri Sport coupe, $550*. 

MERCURY—’53 sedan, $875. ’52 sedan, 
$620, $590. ’50 sedan, $235. '49 sedan, 
$185, $170. 

NASH—’52 Rambler sedan, $440. 50 Am- 
bassador sedan, $180. 

OLDSMOBILE—'53 (88) Super Holiday, 

(Continued on Page 37, Col. 1) 
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$1,130*. '52 (98) sedan, $615*. °50 (98) 
al sedan, $290*. '49 (88) sedan, $140. 
’ pACKARD—'51 sedan, $300. 

9 | PLYMOUTH—'53 Cranbrook sedan, 
) $580; Cambridge sedan, $400. '52 Cam- 
bridge sedan, $350. '50 Special Deluxe 
), sedan, $190, $185. 
t= PONTIAC—'55 Star Chief (8) 
; $2,125" (ps). '53 Chieftain (8) 
), $500. '51 Silver Streak (8) sedan, $325. 
s 49 Silver Streak (8) sedan, $265, $160. 
), §TU DEBAKER—’'51 Champion sedan, $275. 


' NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
5 day. Prices are for sale of Dec. 6.) 
) (Market firm on sharp and clean late 
* model cars. Rough units and convertibles 
) off in price. We sold 102 cars out of 147 
, offerings today, and we could have sold 
) 50 more clean ones.) 


s BUICK — ‘54 Special Riviera, $1,475. °53 
1 Super Riviera, $905*. ‘52 Super 4-dr., 
$675*; Special 2-dr., $550. ‘51 Super 


; Riviera, $510*; RM Riviera, $315*; conv., 
, $310*. '50 Super 4-dr., $200. 

, CADILLAC—'55 (60) Special 4-dr., $3,- 
840* (ps). °54 Ejidorado conv., $3,460* 


) (ps). '53 (60) Special 4-dr., $1,900* (ps). 
; 49 (62) 4-dr., $275*. 
' | CHEVROLET—'55 Two-ten (8) 4-dr., $1,- 


435; Two-ten (6) 2-dr., $1,310, $1,305, 
$1,300, $1,245. °54 Two-ten 4-dr., $960, 
2 at $910, $905, $870, $860; 2-dr., $925, 
2 at $875, $850; One-fifty 4-dr., $785, 


. $730, $695; 2-dr., $765, $740, $725, $700. 
’53 Bel Air conv., $760; Two-ten 4-dr., 
; $730; 2-dr., $760, $720; One-fifty 4-dr., 
$525. "52 SL Deluxe 4-dr., $550; 2-dr., 
$500. '51 SL Deluxe station wagon, $540; 


2-dr., $400; conv., $215. ’50 SL Deluxe 
Bel Air, $290; SL Special 2-dr., $185. 
CHRYSLER—’54 Windsor 4-dr., $875. ’52 





eeercee De 6 


Windsor 4-dr., $395. °51 Windsor conv., | 


$205. 


l DeSOTO—'53 Powermaster 4-dr., $710. '52| 


Custom 4-dr., $385. 

DODGE—’55 Coronet (6) 2-dr., $1,250. °54 
Coronet 4-dr., $1,025. 51 Wayfarer 2-dr., 

. $260. 49 Coronet 2-dr., $180. 

. FORD—’55 Fairlane (8) Victoria, $1,680*. 
’54 Custom (8) 2-dr., $905. ’53 Crest (8) 
station wagon, $860; Custom (8) 4-dr., 
$650, $625. °51 Custom (8) Victoria, 
$500*; 2-dr., $375; station wagon, $425, 
$325; Deluxe (6) 2-dr., $260. '42 station 
wagon, $100. 

HUDSON—’51 Pacemaker 4-dr., $155. 

MERCURY—’55 Montclair Hardtop, $1,900. 

. ’54 2-dr., $1,100. °53 Monterey conv., 

4 $1,000*. °51 4-dr., $300. °50 2-dr., $170. 

+ | NASH—’53 Statesman 4-dr., $575. 

OLDSMOBILE — ’54 (98) conv., $1,650* 
(ps). '52 (98) 4-dr., $625*%; (88) 2-dr., 
$350. ’51 (88) 4-dr., $550*, $400*; 2-dr., 
$530*; (98) 4-dr., $315. ’49 (88) 4-dr., 
$200. 

PACKARD — ’53 Cavalier Hardtop, $805. 
’51 Patrician 4-dr., $345. 

) | PLYMOUTH—’54 Plaza (6) 2-dr., $600. '53 
Cranbrook 4-dr., $585, $540. °50 Special 
Deluxe conv., $275. °49 Deluxe 4-dr., 
$175. 

PONTIAC—’54 Chieftain (8) 4-dr., $900; 

Chieftain (6) 2-dr., $810. '53 Chieftain 

(8) station wagon, $675. °52 Chieftain 


= 





(8) 4-dr., $650*, $550. ’51 Silver Streak 
(8) 4-dr., $450*. 


gq STUDEBAKER — '52 Commander Land 
Cruiser, $265. 

: MISCELLANEOUS — ’54 Opel Hardtop, 
: $805. 

: DENVER 


(Denver Auto Auction. Sale every Friday. 

Prices are for sale of Dec. 9.) 

, (Market good. Sold 138 cars out of 

: 301 offerings.) 

» EBUICK—’56 RM coupe, $3,200* (ps); Cen- 
tury Riviera, $2,950* (ps); coupe, $2,- 

) 875*; Special Riviera, 2 at $2,750*, $2,- 
675*, $2,650*; coupe, $2,750° (ps). °55 
Super Riviera, $2,400* (ps); Special 

: Riviera, $1,950* (ps), $1,940*. '54 Super 

L Riviera, $1,630* (ps). 

$900* (ps). '51 RM 4-dr., $470*, 


Used-Car Auction Prices 


$640, | 


| 


Catalina, 
sedan, | 





"53 RM Riviera, | 


CADILLAC—’'56 (62) coupe de Ville, $5,- | 


180* (ps); coupe, $4,650* (ps). °55 Eldo- 
rado conv., $4,725* (ps); (60) Special 
4-dr., $4,050* (ps); (62) coupe de Ville, 
$3,935* (ps), $3,920* (ps), $3,875* (ps); 
coupe, $3,680* (ps); 4-dr., $3,525* (ps), 
$3,475* (ps). '54 (60) Special 4-dr., $3,- 
395* (ps); (62) coupe de Ville, 2 at $3,- 
300* (ps); conv., $3,265* (ps). °53 (62) 
4-dr., $1,815* (ps). '50 (62) 4-dr., $825. 
CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
385°, $2.350*, $2,135*; Sport coupe, $2,- 
325*, §$2,280*; Two-ten (6) station wag- 
on, $2,090*; Two-ten (8) Handyman, 
$2,065, $2,055; Bel Air (6) 2-dr., $1,950; 
One-fifty (8) 2-dr., $1,600. '55 Bel Air 
(8) 4-dr., $1,710, $1,705*; 2-dr., $1,665, 
$1,405; Two-ten (8) station wagon, $1,- 
680; 4-dr., 2 at $1,440*; 2-dr., $1,405*; 
Bel Air (6) Sport coupe, $1,665; 4-dr., 
$1,665*; Two-ten (6) 4-dr., $1,455; 2-dr., 
$1,325; %,-ton pickup, $1,400; %-ton 


=~ 


pickup, 2 at $1,400, $1,130. '54 Two-ten | 
(6) station wagon, $1,215; 2-dr., $810. | 


’53 Two-ten (6) 2-dr., $700*; 


%-ton | 


pickup, 2 at $620. '52 SL Deluxe Bel| 
Air, $640*. '51 14-ton pickup, $395, $355. | 


"50 1%-ton van, $400; SL Deluxe 4-dr., 
$300, $250. 


CHRYSLER—’55 NY sedan, $2,500* (ps). 
| 


'50 Windsor 4-dr., $310*. 


DODGE—’'56 Custom Royal (8) 4-dr., §2,-| 


830* (ps). ’51 ™%-ton pickup, $315. 
FORD—’56 Country sedan, $2,465*; Fair- 
lane (8) Victoria, $2,280; 4-dr., $2,095* 


(ps), $1,995. °55 Country sedan, $2,050; | 


Fairlane (8) Victoria, $1,925*; Main (8) 
Ranch Wagon, $1,800*; Custom (8) 4- 
dr., $1,520. °54 Country sedan, $1,440; 
Custom (6) 2-dr., $885. °'53 Country 
sedan, $1,250; Main (8) Ranch Wagon, 
$985, $800; 2-dr., $610; %-ton pickup, 
$660; %-ton pickup, $600. ‘52 Custom 
(8) 4-dr., $540. '51 Custom (8) Victoria, 
$335*. '50 14-ton panel, $175. ’49 Deluxe 
(6) 2-dr., $100. ’47 %-ton pickup, $155. 
HUDSON—’50 4-dr., $145. 
LINCOLN — '56 Premiere coupe, 
(ps), $4,200* (ps). '55 Capri coupe, $2,- 
| 700* (ps). '54 Capri coupe, $1,950* (ps). 
MERCURY — '56 Monterey coupe, $2,600. 
55 Custom coupe, $1,765. °54 Custom 
coupe, $1,105. '53 Monterey Sport coupe, 
$865. °51 2-dr., $370°*. 


$4,345* | 











NASH—’52 Delivery wagon, $440. 

OLDSMOBILE — ’56 (88) Super Holiday, 
$3,010* (ps); Deluxe Holiday, $2,820* 
(ps), $2,815* (ps), $2,795* (ps), $2,790* 
(ps), $2,700*, $2,600*; 4-dr., $2,494*. ’55 
(98) Holiday, $2,494*, $2,215* (ps). °54 
(98) Holiday, $2,055* (ps); (88) 2-dr., 
$1,400*. °'53 (88) Super 2-dr., $1,105; 
Deluxe 2-dr., $1,035* (ps); (98) 4-dr., 
$975*. °51 (88) 4-dr., $370. '50 (88) 4- 
dr., $375*; conv., $350*. 

PACKARD — '55 (400) 
(ps); Clipper 4-dr., 
(200) 4-dr., $445*. 

PLYMOUTH—’56 Belvedere (8) Sport se- 
dan, $2,260*,. ’52 Cambridge 4-dr., $290. | 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,790* (ps), $2,640*; Chieftain (8) Cata- | 
lina, $2,400*, $2,375*. '53 Star Chief (8) | 
4-dr., $1,125* (ps). ’51 Silver Streak (6) 
2-dr., $165*. ’50 Silver Streak (8) conv., 
$275*. '49 Silver Streak (8) 2-dr., $210*. | 

STUDEBAKER—’51 1-ton truck, $500. ’50 
Champion 2-dr., $155. 

WILLYS—’56 station wagon, $2,450. 

MISCELLANEOUS — ’50 International %- 
ton pickup, $300. 


MINNEAPOLIS | 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 7.) 
(Market strong on ’53s and older. Used | 
’55s better today. Sold 81 cars out of | 
126 offerings.) | 


Hardtop, $3,300* 
$2,000* (ps). ’52 





| BUICK—’53 Super 4-dr., $910*. ’51 Super 


CADILLAC—'56 (62) coupe de Ville, $5,- 


CHEVROLET — ‘56 Bel Air (8) 


CHRYSLER—'51 Saratoga 4-dr., $410*. 
DeSOTO—'52 Custom 4-dr., $360*. '50 Cus- 


DODGE—'54 


KAISER—’52 Deluxe 4-dr., 
MERCURY—’'53 Custom 4-dr., $940*. 


PACKARD—'54 4-dr., 
PLYMOUTH—'54 Plaza station wagon, $1,-| 


PONTIAC—'56 Chieftain (8) 


4-dr., $365*. ‘50 Special 4-dr., $190*. 


280* (ps). "55 (62) coupe, §3,890* (ps). 
'51 (62) 4-dr., $1,140*. 

Sport 
coupe, §$2,310*. ‘55 Two-ten (8) 4-dr., 
$1,460*, $1,450*, $1,380, $1,370, $1,350. 
‘54 Two-ten 4-dr., $880. ‘53 Bel Air 
4-dr., $755; Two-ten 4-dr., $605. ‘52 
SL Deluxe 4-dr., $410, 2 at $400. '51 SL) 
Deluxe 4-dr., $380. '50 SL Deluxe 2-dr.,| 
$375, 2 at $350, $300, $250. 49 SL Deluxe} 
4-dr., $200, 2 at $175. 


tom 4-dr., $200. 
Coronet 4-dr., $790*. '53) 
Coronet 4-dr., $595*. '52 Coronet 4-dr., 
$410*. 





| FORD—'56 Custom (6) 4-dr., $1,795. °55| 


Custom (8) 4-dr., $1,510*, $1,490. ‘54 
Custom (8) 4-dr., $1,000. 53 Custom | 
(8) 4-dr., $725, $650, $540. '52 Custom) 
(8) 2-dr., $580*, $500. ‘51 Custom (8) | 
2-dr., $350*, $360. '50 Custom (8) 4-dr., | 
$315*, $310*, $240. "49 Custom (8) 4-dr., 
$200*, 2 at $180. 





$110°. 


Custom 4-dr., $185*. 


NASH—’51 Rambler station wagon, $400*. | 
OLDSMOBILE—’56 (98) Holiday, $3,490*| 


(ps). '55 (88) Holiday, $2,210* (ps). '54) 
(88) Holiday, $2,010*. °53 (98) conv., 
$1,700* (ps). | 
$1,000*. 


060. '53 Cranbrook 4-dr., 
$400. ‘52 Cranbrook Belvedere, $565*; 
4-dr., $200. ’'51 Cranbrook 4-dr., $330. 
"50 Deluxe 4-dr., $205. 

2-dr., $1,- 


‘ | Wednesday 

49| active but retail slow here, Good, clean | 

cars are bringing top prices. We had aj} 

good supply of ’56s at auction today. 
© 
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$380*, $350. '50 Silver Streak (8) 4-dr., 
$200*, $190, $180. 


STUDEBAKER—’50 Champion 4-dr., $200. 


* * * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- 


day (Dec. 8). There were over 200 cars at 
the sale today, and over 79 percent of them 
were sold. 


* * * 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 


day (Dec. 9). The weather today was mis- 
erable with snow and ice all over the place. 
In spite of weather conditions, we had 307 
cars listed for sale. 
was in the 80 percent bracket until we 
reached the '55 and ’56 models. The per- 
centage was then somewhat less. 


Percentage of sales 


* * * 


MASON CITY, IA. 


| 
Central States Auto Auction. Sale every | 
(Dec. 7). Wholesale market | 


* © 
HARRODSBURG, KY. 


Blue Grass Auto Auction, Sale every 


* * * 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- | 


910. 55 Chieftain (8) 4-dr., $1,545*. ’54| nesday (Dec, 7). The market has stabilized 
Chieftain (8) 4-dr., $1,140*. '53 Chieftain| on '49 through '53 cars. Today’s sale was | 
(8) Catalina, $1,125*. '52 Chieftain (8)| balanced nicely for both buyers and sellers. | 


4-dr., $400*. ’51 Silver Streak (8) 4-dr., | 


There is no demand for ’56s. | 
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| Texan Reunion— 


G. R. Jones, center, Oldsmobile gen- 
eral sales manager, who was born in 


| Thursday (Dec. 8). A fair sale today, as| Georgetown, Tex., chats with two mem- 
we sold 75 percent of 107 cars consigned. 
$495*, $480,| Market steady. 


bers of a Texas Oldsmobile dealership 
on a visit to that state. At left is Charles 
Nolen, manager Goad Cadillac-Oldsmo- 
bile Co., Austin, and at right is T. J. 
Goad, president. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





Nok 


UNDERCAR SEALER 





FOE 


AND SILENCER 


V Sprays on Quicker 


¥Y Saves Time, 
Trouble, Money!” 


50% More Undercoating 


Jobs from Every Drum 


Check these facts, and you'll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Nokorode... 


Dries faster 


easier 


@ Is guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


LION OIL COMPANY 
EL DORADO, ARKANSAS 


Is sprayed on thinner (c”) 


Lasts longer 
Goes farther 
Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 


| 





a 

















t 

| Lion Oil Company 

| Dept. AN-L 

| El Dorado, Arkansas 

1 Please send me complete information about Lion 
| Nokorode, and how it can increase underbody 
| coating profits. No obligation, of course. 
| Name_ " 
OO “ae 
i 














AUTOMOTIVE NEWS, DECEMBER 19, 1955 





Studebaker Top Prize in Shopping Contest— 


Presentation of a 1956 Studebaker as grand prize served to kickoff the Christmas 
shopping season for South Bend merchants. Sponsored by the South Bend Assn. of 
Commerce, the contest drew over 200,000 entries. Shown with Santa Claus at the 
presentation are, from left: George M. King, association retail division chairman; 
Macelle Newman, winner of the car; Elsie Eldredge, prometion committee chairman, 
and president of Wyman's department store, and W. H. Bruner, association president. 


Dealer Business Counsel 


Public, Not Dealer, Determines Prices 


As Used-Car 
By J. B. Van Tassel 


Dealer Business Consultant 
AT is the list price of a new 
or used car? 

The list price of a new car starts 
with the suggested price of the car 
at the factory. To this price is 
added the cost charges for taxes, 
transportation, handling, prepara- 
tion, advertising, gas, oil and grease 
at point of delivery. 

Dealers usually mark up this 
total cost 33% percent in order to 
produce a 25 percent gross profit 
margin on new-car sales. Now 
we have the suggested delivery 
price of a new car. 

However, even this suggested 
price doesn’t mean a thing to the 
dealer or the public. It is only a 
starting point for one of the most 
vicious trading circles any business 

or businessman ever has had to 
encounter. 

From this point on the law of 
supply and demand takes over and 


Profits Fade 


the public determines the price of 


both new and used cars. 
+ * * 


Public Doesn’t Understand 


OMETIMES I think that if this 

industry of ours were permitted 
by the Department of Justice to 
advertise a uniform delivered list 
price for new cars, the public 
would begin to think in terms of 
a standard price as the price they 
must expect to pay. Then dealers 
would have at least a fair chance 
of making a good return on their 
investments and sales. 


In connection with the used- 
car trade, people should be in- 
formed that they can expect to 
be paid only the cash wholesale 
value for their used cars. Dealers 
should be able to sell their used- 
car tradeins at retail and make a 
gross profit sufficient to at least 
pay the expense of handling them. 


Why should dealers be expected 


Install Rebuilt Engines 


... and watch profits grow ! 


Leading Rebuilders like THE DUNCAN CO., 
Kansas City, Mo., enable you to multiply 
shop volume and profit with better-built, 
easier-to-install rebuilt engines. 


Production rebuilt engines enable you to multiply 
your shop volume...and your profits, too. The 
Duncan Co., like other leading production rebuilders, 
remanufactures engines from the block up with parts 
and procedures that are equal to original equipment 
standards. Because the time-consuming work has been 
done by experts, your best mechanics are freed for 
other profitable service. 


THE DUNCAN COMPANY 
Uses Muskegon Piston Rings 


They know that a rebuilt engine has to perform like a new one. 
That’s why they use only those parts which equal original equip- 
ment standards. And, that’s why they use Muskegon, first choice 
of the majority of leading engine builders since 1921. 

The long life and sure-seating of Muskegon Piston Rings helps 
protect the like-new engine guarantee furnished with each of their 
production rebuilts. 


Engine rebuilders want the advantages of Muskegon like the ex- 
clusive “Unitized” oil control rings... that provide long wearing 
qualities, faster break-in and better performance. This ring is 
actually a three-piece ring, but it’s bonded together to handle like 


a one-piece ring. During engine run-in, the special bonding ad- 


Rebuilt installations usually require only one day 
. +. require less stall and bench area, 


You get more, your customers get more... you both 
profit, from a rebuilt engine installation. 


Cimce 1921... The engime builders source ! 


Patent No. 
2,140,710 


Muskegon Piston Ring Co., 
Muskegon, Michigan 


hesive disappears and the segments are free to form perfect contact 
with the cylinder walls. 
Ask your distributor about his rebuilt engine proposition... or 
write us for the names of the leading engine rebuilders in your area. 


DETROIT OFFICE: 
521 New Center Bidg. 
Telephone: Trinity 2-2113 





to give away part of their new-car 

gross profit through an overallow- 

ance on a used car plus the expense § 

of reconditioning and selling it? 
* * * 


A Used-Car Suggestion 


LSO, consider the investment 

and depreciation involved in 
handling an estimated 1% used 
cars for every new car delivered, 
This is all the more reason why 
dealers should set up a plan of 
merchandising that will give them 
the opportunity to at least break 
even on used cars traded in. 


It seems to me that the first 
logical step in helping to correct 
this out-of-line condition would 
be for all dealers to adopt a new 
code of ethics, namely: “Used 
cars taken in trade on new cars 
at current wholesale prices and 
any allowance above these fig- 
ures be charged to Discounts on 
New Cars.” 

With this policy in effect, dealers 
should follow by setting up in their 

books all used cars traded in at 
current cash wholesale values. 

Then when the dealer sold the 
used car at retail, he would show a 

gross profit in the amount of the 
difference between the cash whole- 
sale value and the retail selling 
price of the used car. 
* = * 


Needed: Used-Car Profits 


_— gross profit on the used car 
should then be sufficient to ab- 
sorb the cost and expense of doing 
business in the used-car depart- 
ment. That is provided, of course, 
the dealer sets up the proper con- 
trols on costs and expenses of oper- 
ations. 


Why should any business be ex- 
pected to handle and merchandise 
a unit that represents a ratio of 
approximately 1% nonprofitable 
deals to each profit deal? Who ever 
heard of a business where a cus- 
tomer expects a $200 credit for the 
payment of $100 in cash? 

Well, that is exactly what hap- 
pens when a customer trades in a 
used car with a cash value of $100 
and expects a credit of $200 on the 
purchase of a new car. It’s like sell- 
ing $100 bills for $50—a good way 
to lose money. 

J. B. Van Tassel will be glad to 
answer any questions you may 
have concerning dealer business 
management. You may write him 
in care of AuTomoTivE News. 


DeSoto Promotes 
7 in Regional, 
District Offices 


DETROIT.—_DeSoto has an- 
nounced seven appointments in re- 
gional and district offices. 


D. L. Alcorn has been named De- 
troit regional used-car manager, 
and R. K. Cullen and J. H. Tidwell 
have been named to similar posts 
in the Minneapolis and Cincinnati 
regions. 

Named regional merchandising 
managers were J. Harrold in Cin- 
cinnati and Roman Serbay in 
Omaha. 


New district managers are W. G. 
Klumpp in the Philadelphia region 
and Lucien Elbert in Butler, Pa., 
in the Pittsburgh region. 


Auto Upswing 


Spending Pace Estimated 
At 24.8 Billion 


NEW YORK.—Consumer pur- 
chases of autos, parts, gasoline and 
oil were credited by L. Walter Lun- 
dell, president, Universal CIT Cred- 
it Corp., as being a major factor in 
the sharp business upswing. 


He said the rate of spending on 
these items was $24.8 billion per 
year. Lundell said 10 percent of 
consumer spending during the first 
half was for auto purchase and 
maintenance. 

Lundell said recognition should 
be given for the part that install- 
ment buying played in the current 
consumer spending. More than 60 
percent of all auto purchases are 
made with installment credit, he 
said. 


Old Timers Elect Maher 


DALLAS. — Edward R. Maher 
(Ford) has been elected a director 
of the Automobile Old Timers — 
sole Texan to serve on the board. 
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1956, deadline, are eligible, accord- | 





Highways 


_ The study of auto insurance rates 
begun three months ago by the 
Pennsylvania State Insurance De- 
partment may show that Pennsyl- 
yania motorists are being over- 
charged. The exhaustive study is 
near completion. 

Francis R. Smith, state insurance 
commissioner, said, “We are almost 
on the verge of the conclusion that 
auto insurance policies sold in 
Pennsylvania are improperly rated.” 

Rating classifications are based 
on the owner’s age, how he uses 
his car and the area in which the} 
car is operated. 

Disclosure of the study came 





after the Pennsylvania Assn. of 
Insurance Agents told Smith that) 


state policyholders were being over- | 
charged $1 million by “irresponsi- 
ble people who had failed in their 
duty to determine the proper rating 
classifications when policies were 
issued.” 


Writer Criticizes 
Unrealistic Laws 


The curse of American highways 
today is the unenforced traffic law | 
and motorists from coast to coast | 
are confronted with traffic regula-| 
tions so unrealistic that police don’t 
even try to enforce them. | 

These are some of the views ex-| 
pressed by Don Wharton in Decem- | 
ber’s Reader’s Digest. 

Noting that the New York State 
traffic law calls for a speed limit 
of 50 miles an hour, he said that 
tests indicate that motorists who 
usually exceed ridiculously low 
speed limits will obey those they 
believe justifiable. 

+ 


* * 
Traffic Safety Bulletin 
Issued for Young Drivers 


A traffic safety bulletin for young 
drivers, entitled Designs for Living, 
is being published by the Inter- 
Industry Highway Safety Commit- 
tee. 

In its sendoff issue, the commit- 
tee said the bulletin would carry 
reports of what young people are 
doing for traffic safety “not only to 
give credit where credit is due, but 
also to stimulate interest and cir- 
culate ideas and suggestions that 
have been helpful to others.” 

* * + 





Oregon Sees Tourist Boom 


The Oregon State Highway Com- 
mission has predicted a _ record 
tourist year for Oregon in 1956. 
Officials placed -the 1955 tourist 
business at an alltime high of $127 
nillion. 


. = 7 
Cory Appeals for E 
Of Tax on Loan Cars 


An appeal for ending Federal 
excise taxes on cars loaned to 
schools for driver training courses 
was made by E. Ray Cory, Aus- 
tin, Minn., chairman of the Amer- 
ican Automobile Assn.’s national 
traffic and safety committee. 

Cory said that more than a 
million high school students will 
get some kind of regular instruc- 
tion this year. Repeal of excise 
taxes on cars loaned by automo- 
bile dealers would further in- 
crease the number who can re- 
ceive instruction. 


= * * 
4AA Again Sponsors 
Safety Poster Contest 


Students in elementary, junior 
and senior high schools have been 
invited to participate in the Ameri- 
tan Automobile Assn.’s 12th Na- 
tional Traffic Safety Poster Con- 

st. 

The contest offers $3,625 in prizes 
and is designed to help students 
put the skills they learn in school 
to practical and constructive use 
for the safety of the community. 
Students who will not have reached 
their 21st birthday by the March 3, | 


ing to the Automobile Club of New 
York. | 


* . * 
N. Y. to Replace Yellow 


With Red on ‘Stops’ 

The State Traffic Commission has | 
disclosed plans to replace yellow 
stop” signs with red signs bearing | 
white letters. 

‘Joseph P. Kelly, motor vehicle | 
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commissioner, said the 12,000 signs | 
would be converted to bring them 
into conformity with those of 43 
states. 





* * *& 
Insurance Cut Again 


For Quebec Motorists 


An improvement in the driving 
records of Quebec motorists means 
1956 automobile insurance rates 
will be lower, according to the 
Canadian Underwriters Assn. 


The Jan. 1 new rates represent 
the second successive year of re- 
ductions. An analysis shows an 
average reduction of 9 percent for 
private passenger cars and 4 per- 


| cent for commercial vehicles. 


* * * 


Maryland Brake Book 


Thousands of Maryland drivers, 
including Gov. Theodore R. Mc-| 
Keldin, were given pocket-size | 
booklets on how to stop smoothly | 
and safely by the Maryland Traffic | 





more aware of the proper use and | 


care of brakes. The booklet—“Stop 
Smoothly Safely”—was prepared by 
the Raybestos division of Raybes- 
tos- Manhattan, Inc., 


Conn. 
* a7 o 


Traffic Peril Compared 
To Dangers of Fire 


Most cities spend more for fire 
control than they do on traffic ac- 
cident prevention, even though 
traffic accidents are a more costly 
problem, both in lives and money, 
according to Arthur O. Dietz, presi- 
dent, C.I.T. Financial Corp. 


“No one would suggest that fire 
protection be relaxed,” Dietz said, 
“yet poorly planned and poorly 
controlled traffic is just as danger- 
ous as fires.” Dietz, treasurer of 
the Automotive Safety Foundation, 
said an important step which must | 
be taken in solving urban traffic 
problems is to assign responsibility 
for all traffic and street adminis- 
tration to a centralized authority 
headed by trained traffic engineers. | 

* x x 


Safety Frames Plates 


Bridgeport, | 


| 
|a $2,500 purchase certificate for a| each 100,000 persons. The national 





Wiseonsin Cities Vie 
For Safety Trophy 

In cooperation with the nation- 
wide traffic safety program con- 
ducted in connection with S-D 
(Safe-Driving) Day, Walker 
Manufacturing Co., Racine Wis., 
has donated a trophy to be 
awarded to the Wisconsin city of 
50,000 to 100,000 population that 
achieves the best accident-free 
record during the 21-day cam- 
paign period. 

Five cities will compete for the 
trophy—Green Bay, Madison, 
West Allis, Kenosha and Racine. 





Gov. George M. Leader’s cabinet, 
have been given gold-plated license 
plate frames carrying the message, 


“Drive Safely.” They were given) 
by J. Guy Hayden, Philadelphia, | 
chairman, safety committee, Penn- | 


sylvania Automotive Assn. 
* + * 


Driving Pledge Drive 
Gives Incentive Prizes 
Prizes totaling $4,500, including 


39 


| Erie Safety Council as incentives 
|to sign a safe driver pledge. 
| In this approach to safety, any 


te oe driver is eligible to sign 


the safe driver pledge and to fill 
out the attached stub for the draw- 
| ing. 

Auto dealers have cooperated in 
underwriting the campaign, and the 
|dealer that redeems the purchase 
certificate will allow. the $2,500, 
even though he is paid only $2,000. 

* * * 


‘Hello, What’s Ahead?’ 


A telephone call will get you 
complete details of driving con- 
ditions along the entire stretch of 
the New York State Thruway. 
The number (Albany 5-3393) is 
connected to an answering de- 
vice that gives callers a complete 
report which will be changed 
when necessary. 

+ 


“ 


Milwaukee Parking’s Safe 


FBI reports indicate Milwaukee 
is one of the safest metropolitan 
areas in the nation for parked 
automobiles. 

The auto crime tabulations year 
show there were 131 thefts here for 


Pennsylvania’s 50 state senators| new car of any make, are being} average for cities of 250,000 per- 
Safety Commission to make them' and 210 representatives, as well as! offered in Erie, Pa., by the Greater| sons or more was 252.40 percent. 


How would you like to have a daily operating 
statement on your desk every morning, showing 
sales, cost of sales and gross profit by every 
department of your business? An Underwood 
Sundstrand Accounting Machine provides these 


figure facts daily. 





An Underwood Sundstrand Accounting Machine gives you 


DAY-BY-DAY CONTROL! 


You, as an automobile dealer, get these four impor- 


tant advantages when you simplify your accounting 


with an Underwood Sundstrand: 


1. 


Daily Operating Statement in minutes, 


not hours! 


2. Monthly Financial Statements in hours, 
not days! 


3. 


Automatic proof of accuracy for every 


item posted! 


4. 


Simultaneous posting and proving of 


statements, ledgers and journals! 


These are just a few of the many benefits that are 
yours with an Underwood Sundstrand Accounting 
Machine. May we tell you about the others, and 
show you a sample system for your franchise? 
Just phone: your local Underwood Office, or write 
to Underwood Corporation, One Park Avenue, 


New York 16, N. Y. Why not do it today? 
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There’s an Underwood 
Sundstrand Accounting 
Machine designed for 
every size dealership. 


CORPORATION 


One Park Avenue. New York 16, N. Y. 
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character of some of the testimony | 
regarding the alleged coercion of | 
|dealers is the testimony of Mr. E. 


|L. Schofield (president of a Rock-| 


‘ford (Ill.) auto heater firm), who | 
|claims that Chevrolet dealers, | 
|whose names he cannot reveal, | 
|have informed his salesmen and 


| sales representatives that Chevro- 


40 
Hufstader Denies Coercion Charges .. . 


GM Claims Only 23% 


and the inference that we exerted 
coercion in forcing parts on ware 
house distributors is unfounded... , 

“Under (General Motors) lib- 
eral return agreement and even 
more liberal repurchase practices, 
it would be of little purpose for 
General Motors to oversell its 


COMMERCIAL 
CAR PRODUCTION 
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Of 1954 Parts Market 


WASHINGTON. — General Mo- 
tors produced less than 23 percent 
of replacement parts for the auto- 
motive industry 
in 1954 although 
it captured more 
than 50 percent of 
new-car sales, 
William F. Huf- 
stader, GM vice- 
president in 
charge of distri- 
bution, told the 
Senate Antitrust 
and Monopoly 
subcommittee. 

Hufstader made 
the statement in answer to charges 
by representatives of parts manu- 
facturing companies who had testi- 
fied previously. 

The parts makers charged that 
GM exerted coercion on its deal- 
ers in various ways, restricting 
their right to purchase parts and 
accessories from independent 
sources. 

In his statement, Hufstader said: 

“General Motors does not sub- 
scribe to the business philosophy 
that a motor vehicle manufacturer 
need not concern itself with the 
motor vehicle replacement parts 
business. General Motors considers 
the broad distribution of its auto- 
motive replacement parts to be 
essential to the effective servicing 
of its products... . 

“The General Motors parts wholr- 
sale plan was designed to broaden 
the availability of General Motors 


W. F. Hufstader 


Tire Output Rises; 
Shipments Fall 


NEW YORK. — Production of 
car tires rose 3.52 percent in Octo- 
ber, but shipments dropped 5.38 
percent, according to the Rubber 
Manufacturers Assn., Inc. 

October output was 8,159,959 
units, compared with 7,882,305 in 


September. Shipments fell from 7,-| 


188,565 in September to 6,801,749 in 
October. The shipment total in- 
cludes original equipment, replace- 
ment and export figures. 

Both production and shipments 
showed big gains for the first 10 
months of 1955. Production was 
81,801,899 units, up 29.6 percent 
from the 63,102,870 produced in the 
first 10 months of 1954. Shipments 
rose 22.4 percent, from 65,643,024 
units to 80,361,589. 


Newberg Hailed 


Dodge Chief Makes Hit 
With Erie Group 

ERIE, Pa. — William C. New- 
berg, Dodge president, made a big 
hit with a three-man delegation 
from the Greater Erie Chamber of 
Commerce which visited Detroit to 
discuss the possibility of Dodge’s 
building a plant in Erie. 

Newberg discussed the situation 


with the Erie representatives and | 


introduced them to W. G. Knuff, 
Dodge director of forward plan- 
ning. They also met with John Von 
Rosen, staff plant engineer for 
Chrysler Corp. 

The Erie delegation was made up 
of Al Appel, a Dodge-Plymouth 
dealer; Oren H. Marshall, C. of C. 
industrial development chairman, 
and John S. Bowman, C. of C. ex- 
ecutive vice-president. 


ear and truck parts to a large num- 


ber of its owners... . 


let Motor Division refused to ac-| 
cept orders for Chevrolet passenger | 
cars without factory installed | 


“On Dec. 31, 1954, there was a heaters.... 


total of 23,622 General Motors 
dealer outlets. ... 


sold 40 percent or more of their 
parts business at wholesale... . 


“These figures dispel any in- 
ference that the plan has gen- 
erated the serious competition 
which other witnesses have sug- 
gested they are receiving from 
dealer wholesalers. 


“General Motors paid excise taxes 


in 1954.0n automotive replacement | 
parts in the amount of 22.9 percent | 
of the total of such excise taxes} 
paid. This may be construed to) 


mean that General Motors obtains 
about 23 percent and the rest of 
the industry obtains about 77 per- 
cent of the total 
| placement parts market. 


“It should be pointed out, how-| 
ever, that about 44 percent of the)! 
total cars and trucks in operation | 
are of General Motors manufac- | 


COUPE. + 6 

| “We are accused of price fixing. 
|Yet the prices-we are accused of 
fixing are the prices of our own 
products. We are not accused of 
| joining with competition in’ fixing 
| prices. The complaint seems to be 
|that the public would be better 
/served if General Motors let the 
|independent parts manufacturers 
establish the prices of General Mo- 
tors replacement parts and if Gen- 
‘eral Motors followed the prices so 
| fixed. 

“We are accused by Mr. Half- 
penny (Harold T. Halfpenny, at- 
torney for the National Standard 
Parts Assn.), of establishing low 
discounts and high prices on so- 
called ‘captive’ items in order to 
subsidize high discounts and low 
prices on items competitive with 
independent manufacturers. . . . 
tion, ‘captive’ parts are those items 
which the independent manufac- 
turers do not elect to manufacture, 
either because the tooling cost is 


to be profitable. In other words, if 


because the independents have 
elected to make them ‘captive.’ .. . 

“While there may be parts among 
the thousands stocked by General 
Motors where the list price ap- 
pears high and the discounts appear 


the vast majority of these items 
are slow-moving... . 

“As a manufacturer we are de- 
sirous that the people who drive 
General Motors vehicles enjoy eco- 
nomical transportation. We are 
desirous that our dealers profitably 
maintain adequate inventories to 
serve the needs of the car owners 
who patronize them. We are also 
desirous that all wholesalers han- 
dling General Motors parts profit- 
ably maintain adequate inventories 
to serve the needs of independent 
garages, jobbers and fleet ac- 
counts. ... 

“In brief, General Motors en- 
deavors to price its parts so as to 
balance the equities of all inter- 
ested . .- Price compari- 
sons at the wholesale level do 
not support the inference of prior 
witnesses that General Motors 
underprices the market at that 
level. ... 

“General Motors categorically de- 
nies that it coerces its dealers either 
directly or indirectly to purchase 
General Motors replacement parts 
from it.... 

“An example of the irresponsible 








Of 15,610 who | 
participated in the plan, only 2,966) 


automotive re-| 


“By their (witnesses) own defini- | 


too high, or the volume is too low | 


these items are ‘captfve,’ it is only| 


low, it must be kept in mind that} 


| stat. 





“I suggest that this committee | 
secure the names of all these 
Chevrolet dealers in the Chicago 
area and call them as witnesses 
to testify on this matter. 


“General Motors is just as anx- 


|ious to seek out the truth on these 
|charges as is this committee. We | 
|cannot defend ourselves against 


such unsupported charges. We are 
vitally interested in getting at the 
bottom of these charges... . 


“Mr. Halfpenny and Mr. Cassedy 
(James W. Cassedy, Washington | 
attorney for the Motor and Equip- 
ment Wholesalers Assn.) have tes- 
tified that United Motors Service 
division in introducing the General | 
Motors car parts program to its| 
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Heupy 
“Who puts out this miscellane- 
ous truck, Mr. Hopkins?” 


distributors presented a_ so-called 
‘package’ and insisted that the 
warehouse distributors purchase 
the package.... 


“This statement is not correct 





parts or overstock its dealers. ., . 
“An insistent complaint relates 
to the advertising of parts distrib- 
uted by the motor vehicle manu- 
facturers as ‘genuine’ parts. 

“A ‘genuine’ Chevrolet part is a 
|replacement part for a Chevrolet 
'motor vehicle. It is distributed and 
| warranted by General Motors Corp, 
|The part is designed and engi- 
|neered for use in Chevrolet motor 
| vehicles by Chevrolet engineers. 


“It may be made by Chevrolet or 
may be made by others for Chevro- 
let to Chevrolet’s manufacturing 
specifications and subject to Chey- 
rolet’s inspection and acceptance, 
Chevrolet has no control over the 
specifications, quality, material or 
workmanship of parts manufac- 
tured by independent parts manu- 
|facturers and sold by them in the 
| replacement parts market.” 





Current Prices on New Cars 


The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,372; 2- 
dr. sed., $2,313; 4-dr. hardtop, $2,484; 2-dr. 
hardtop, $2,413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century—4-dr. hardtop, §$2,- 
980; 2-dr. hardtop, $2,918; conv., $3,261; 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 
$3,205; 4-dr. hardtop, $3,395; 2-dr. hard- 
top, $3,159; conv., $3,499. Roadmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 
2-dr. hardtop, $3,546; conv., $3,659. (Dyna- 
flow standard on Century, Super and Road- 
master. ) 


CADILLAC—Series 62—4-dr. sed., $4,- 
241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado 2-dr. hardtop and conv., $6,501.) 
Series 60 Special—4-dr. sed., $4,992. Series 


| 75—8-pass. sed., $6,558; limousine, $6,773. | 
| (Hydra-Matic and power steering stand- 


ard.) 


CHEVROLET — (Prices are for 6-cyl.| 
models; for V-8s, add $99)—One-Fifty— | 
4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. | 
cpe., $1,700; 2-dr. stat. wag., $2,137. Two-| 
Ten—4-dr. sed., $1,921; 2-dr. sed., $1,- 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, | 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., | 
$2,181; 4-dr. 2-seat stat. wag., $2,229; | 
4-dr. 3-seat stat. wag., $2,314. Bel Air—| 
4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. | 
hardtop, $2,196; 2-dr. hardtop, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. wag., | 
$2,448; 2-dr. Nomad stat. wag., $2,574. 


CHRYSLER—Windsor—4-dr. sed., $2,- | 
824.75; 2-dr. hardtop, $2,859.25; 4-dr. New-| 
port hardtop, $3,082.75; 2-dr., Newport 
hardtop, $2,995.75; conv., $3,290.25; 4-dr. 
stat. wag., $3,552.50. New Yorker—4-dr. | 
sed., $3,727.50; 4-dr. hardtop, $4,050; 2-dr. | 
Newport hardtop, $3,899.50; 2-dr. St. Regis | 
hardtop, $3,943.50; conv., $4,190.75; 4-dr. | 
wag., $4,471.50. (PowerFlite stand-| 
ard on New Yorker.) 

CLIPPER—Deluxe — 4-dr. sed., 
Super—4-dr. sed., $2,866; 2-dr. 
$2,916. Custom—4-dr. sed., $3,069; 2-dr 
hardtop, $3,164. 

CONTINENTAL MARE II — 2-dr. sed.,| 
$9,507. (Turbo-Drive and power steering) 
standard.) | 

DeSOTO — Firedome — 4-dr. sed., $2,- 
632.25; 2-dr. Seville hardtop, $2,688.25; | 
4-dr. Seville hardtop, $2,787.25; 2-dr.| 


| 4-dr. sed., $2,043.54; 2-dr. sed., 
| 4-dr. 


| sed., 


| Crown Imperial—4-dr. 8-pass. 
| 550.50; 8-pass. limousine, $7,684.50. (Pow- 


| 2-dr. 


| 2-dr. sed., 


Sportsman hardtop, $2,808.75; 4-dr. Sports- | 


man hardtop, $2,907.75; conv., $3,035.75; 
4-dr. stat. wag., $3,325.25. Fireflite—4-dr. 
sed.. $3,073.50; 2-dr. hardtop, 
4-dr. hardtop, $3,385.59; conv., $3,498.50. 
(PowerFlite standard on Fireflite.) 
DODGE — Coronet 6—-4-dr. sed., §$2,- 
228.50; 2-dr. sed., 
—4-dr. sed., $2,336.25; 2-dr. sed., §$2,- 
263; 4-dr. hardtop, $2,512.50; 2-dr. hard- 
top, $2,398.50; conv., $2638.50. Royal— 
4-dr. sed., $2,473.75; 4-dr. hardtop, §$2,- 
657.75; 2-dr. hardtop, $2,543.75. Custom 
Royal—4-dr. sed., $2,583.75; 4-dr. hard- 
top, $2,767.75; 2-dr. hardtop, $2,653.50; 
conv., $2,873. Station Wagons 2-dr. 
Suburban 6, $2,452.25; 2-dr. Subyrban 
V-8, $2,560; 2-dr. Custom Suburban V-8, 
$2,689; 4-dr. 6-pass. Sierra V-8, $2,677.25; 
4-dr. 8-pass. Sierra V-8, $2,782.75; 4-dr. 
6-pass. Custom Sierra V-8, $2,829; 4-dr. 
8-pass. Custom Sierra V-8, $2,934.50. 
FORD— (Prices are for 6-cyl. models; for 
V-8s, add $99.98)—Mainline—4-dr. sed., 
$1,835.38; 2-dr. sed., $1,800.20; business 
2-dr., $1,698.12. Customline—4-dr._ sed., 
$1,950.75; 2-dr. sed., $1,905.57. Fairlane— 
$1,998.36; 
hardtop, $2,215.95; 2-dr. hardtop, 
$2,143.88; Crown Victoria cl. cpe., $2,287.65; 
conv., $2,309.97. Station Wagon—(2-dr. 2- 
seat)—-Ranch Wagon, $2,134.95; Custom 
Ranch Wagon, $2,199.50; Parklane, §$2,- 
378.95; (4-dr. 2-seat)—Country Sedan, $2,- 
246.77; (4-dr. 3-seat) — Country Sedan, 
$2,378.95; Country Squire, $2,482.50. 
Thunderbird—2-dr. hardtop, $3,101.50. 
HUDSON — Wasp 6 Super — 4-dr. sed., 
$2,380. Hornet 6 Super—4-dr. sed., $2,729. 
Hornet 6 Custom—4-dr. sed., $2,978; 2-dr. 
hardtop, $3,095. Hornet V-8 Custom—4-dr. 
$3,245; 2-dr. hardtop, $3,388. 
IMPERIAL — 4-dr. sed., $4,780; 2-dr. 
hardtop, $5,042.25; 4-dr. hardtop, oe 
sed., * 


erFlite and power steering standard.) 
KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. 
LINCOLN — Capri — 4-dr. sed., $4,157; 
hardtop, $4,064.50. Premiere—4-dr. 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
(Turbo-Drive and power 


$2,310.50; Medalist 2-dr. sed., 
$2,214; 2-dr. hardtop, $2,445; 6-pass. stat. 
wag., $2,682. Monterey—4-dr. sed., $2,- 
515; 4-dr. spt. sed., $2,611.50; 2-dr. hard- 
top, $2,590; 8-pass. stat. wag., $2,937. 
Montclair—4-dr. spt. sed., $2,746; 2-dr. 
hardtop, $2,724.50; conv., $2,859.50. 


$3,300.50; | 


$2,155.40. Coronet V-8) 


METROPOLITAN Hardtop, $1,445; 
conv., $1.469 (both prices at coastal ports 
of entry). 


NASH—Statesman Super 6—4-dr. sed, 
$2,345. Ambassador Super 6—4-dr. sed., 
$2,644. Ambassador Super V-8—4-dr. sed., 
$2,956. Ambassador Custom V-8 — 4-dr, 
sed., $3,195; 2-dr. hardtop, $3,338. 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,443; 2-dr. sed., $2,378; 4-dr. hardtop, 
| $2,627; 2-dr. hardtop, $2,555. Super 88— 
4-dr. sed., £2,595; 2-dr. sed., $2,529; 4-dr. 
hardtop, $2,836;  2-dr. hardtop, $2,763; 
conv., $2,986. Series 98—4-dr. sed., $3,253; 
4-dr. hardtop, $3,506; 2-dr. hardtop, §3,- 
435; conv., $3,695. (Hydra-Matic and 
power steering standard on Series 98.) 


PACKARD—Patrician — 4-dr. sed., $4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean 
— 2-dr. hardtop, $5,495; conv., $5,995. 
(Ultramatic standard. ) 

PLYMOUTH — (Prices are for 6-cyl. 
models; for V-8s, add $103.25)—Plaza— 
4-dr. sed., $1,892.50; 2-dr. sed., $1,849.50; 
bus. cpe., $1,750.50. Savoy — 4-dr. sed., 
$1,991.50; 2-dr. sed., $1,948.50; 2-dr. hard- 
top, $2,095.75. Belvedere — 4-dr. sed., §2,- 
075.50; 2-dr. sed., $2,032.50; 4-dr. hardtop, 
$2,247.50; 2-dr. hardtop, $2,179.75; conv., 
(V-8 only), $2,443.50. Suburban — Deluxe 
2-dr., $2,162.50; Custom 2-dr., $2,232.50; 
Custom 4-dr., $2,279.75; Sport 4-dr., §2,- 
449 75. 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,259; 2-dr. sed., $2,201; 4-dr. hardtop, 
$2,404; 2-dr. hardtop, $2,331; 2-dr. stat. 
wag., $2,529; 4-dr. stat. wag., $2,612, 
Chieftain 870—4-dr. sed., $2,374; 4-dr. 
hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr. 
stat. wag., $2,709. Star Chief—4-dr. sed., 
$2,488; 4-dr. hardtop, $2,696; 2-dr. hard- 
top, $2626; conv., $2,818; 2-dr. Safari 
stat. wag., $3, 


STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe., $1,982. Commander V-8—4-dr. 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sie—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop; $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 


WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
te Wagon — 2-wheel-drive, $1,- 





New Commercial Car Registrations, 


Two States for November, 1955-1954. 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 


North Carolina 


Brock- | Ch 


way 


Utah 55 | 
‘54| 
55 | 
‘84 
55 | 
‘54| 


Two States Reported 
_ To Date for November 


Year 
To Date 


ev 
rolet 


132 1 

123 1 

1016 

867 

882| 267745 
1110} 247963 


Inter- 
nation- 
al 


116 
112 


‘| 
48 
145 
160 


86322 | 
70354 | 


Dia- 
mond 
T 


2 6. 
Dodge| Ford | (4° 


118 
93 


| 
29 
137 726 


122 542 


56193| 247072 
50192| 228710 


603 
456 


123 
86 


189 

117 

| 40| 
| 28} 
229 | 

145} 
67447 
56695 


| 


4 
4 
* 3057 
2218 


Mack 
63| 
55} 


ao 
59 3 
5902 
5122| 


Stude- 
baker 


Reo White 


2 
i 


Willys 


2057 
1647 


30 
20 


7 

| 
37 
22 


11956 
9671 


24| 
24| 
17| 
46) 
41 
70 
21770 
13468 


18| ‘| 
20 | 
4] _ 30 
5| a7 
6847| 790157 
4246| 700120 


A 
18 
24 


9381 
8418 


1 


2583 
1953 





‘“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is publishedat 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 


New Passenger Car Registrations, One State for November, 1955-1954 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 


Hud- 
son 


*55| 
*54| 
*55| 10 
‘S4| 7 


‘si 


New Hampshire . 


One State Reported 
To Date for November 


"55| 38376 
_'54| 29763 


+3) 


25 
26 


35 
43 


21 
13 


8 
a4) 


s 
56 43 


Cadil 
lac 
4i 
54 


159 
136 


301 
162 


12 
5 


59 
4l 


373 
208 





35 21 
43 24 


=. a ae 
+3) +i) l 


25 8 


46 
26 56 


+1 —10) 


120367| 132847| 99744| 244179) 557994 


81991 
101239| 81177) 62417| 123665| 316996 


71476 


84 159 
43 136 
034764 | 1299932 


584255 | | 144932 


‘“The information contained in this report has been compiled from official] state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the fegistrations 


59 4i| 
54) 
+1 
646994 
436028 


30! 12| 
162 51 


=) a 
Ho 
3140! 


asl 
41 208 

+3) +7) 
312738 | 1640400 
235544 | 1411877 


—8| 


—2/] 
113969 | 1359337 
91029) 1122251 


Chew~ | Olds- 
rolet |mobile 


% 493 
123 475 
96 | 493 
123} 475 4 


14 
12 
14 
12) 


264 
213 


264 78 
213 73 


78 


73 4| 


G.M. 
TOTAL| Kaiser | Willys |TOTAL 


| 
i620) 


K-W | Pack- 


ard 
2 


2 


baker | TOTAL! eous |TOTA 


Wi3 
a5 
1113 
05 


17 
22 


17 


24 
24 


24 


20 4 
5 





+2) | 


501724 
344003 


+1) +2) | 


448310 | 3070334 91 
280037 | 2273348} 8042 


5882 
15611 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 


22 24 
| -7 


+1) +3) oF 
42068 | 6042874 


83742 | i1Eel 
77083| 141520) 23647|4529539 


Sk 
6793| 44536 
23653| 34437 
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| nated his contract and Pontiac did 


: agreement. Bunting, GM said, 
_ Operation. In the immediate post- 


r 


to discuss the sale of his business, 


‘ship. 


‘and it became progressively 


ighlights from Replies to Subcommittee ... 





GM’s Case Against 13 Dealers 


(Continued from Page 2) 
told Pontiac he would be willing 


but four days later changed his 
mind. He received his cancellation 
notice on July 26, 1955. 

On Aug. 16, the Conrad case 
was reviewed by H. E. Crawford, 
Pontiac general sales manager. 
At the close of that meeting, Con- 
rad again advised Pontiac of his 
decision to sell out. Pontiac said 
if he could not sell out by Oct. 31, 
his selling agreement would be 
extended until the sellout could 
be accomplished. 


GM noted that Conrad told the 
committee he could have sold on 
more favorable terms to an indi- 
vidual who became interested 
through a newspaper ad run by 
Conrad. GM said it approved only 
one applicant—the eventual buyer. 

* * * 
SuMPTER Prippy sr. 
Witcox Motor C. (Buick-CHeEv- 
ROLET) 
WAVERLY, Va. 


RIDDY was never a Chevrolet- | 

Buick dealer, but was the son- 
in-law of J. Leo Wilcox, owner of 
Wilcox Motor Co. Wilcox, before 
he died, had told the Chevrolet zone 
manager he was dissatisfied with) 
Priddy’s activities in the dealer-| 


| 
When Wilcox became ill, Priddy 
called on the zone office, said he 
actually had been operating the| 
dealership and wished to be con-| 
sidered the replacement dealer. 


GM, however, set up another 
dealership in the Wilcox territory 
and approved another dealer for 
Waverly. 

The corporation said that per- 
haps Priddy thought the zone 
men “could have worked on this | 
situation a little more closely.” 


It should be appreciated, GM) 
said, “that a zone manager cannot 
possibly get around to calling on| 
every dealer each month in areas 
where there are many small deal- 


erships.” 


* * * 


Ep HAMMER 

Ep Hammer, Inc. 
OLpDsMOBILE) 

SHERDAN, Wyo. 


N EARLY 1955, the Chevrolet 

zone manager recommended that 
Hammer’s Chevrolet-Oldsmobile 
dual be split because of “unsatis- 
factory price and weight class per- 
formance.” 


The dealer was advised last June 
24 that the Oldsmobile franchise 
was being withdrawn, and two 
weeks later he protested the deci- 
sion, saying he could not operate 
at a profit without the dual line. 


A conference was held on Aug. 


(CHEVROLET- 





10 at which the zone manager 
for Chevrolet made a chart pres- 
entation pointing out “the dealer’s 
deficiencies throughout most of 
his entire history as a Chevrolet 
dealer.” 


GM agreed to extend the dual 
for another year on a probationary 
basis. 


In the first nine months of 1955, 
GM said, Hammer’s passenger-car 
penetration in his market was 35.3 
percent, compared with a zone av- 
erage of 40.8 percent and a national 
average of 40.3 percent. 


A deficiency letter was executed 
with Hammer by Chevrolet last 
Sept. 20. 

” * 
W. E. Buntine 
Buntine Pontiac, Inc. 
SHELBYVILLE, DEL. 


UNTING became an associate 
Pontiac dealer Nov. 30, 1927, 
and a direct dealer on June 10, 1934. 
On Sept. 15, 1937, Bunting termi- 


* 


not replace him. 


Because of improving economic 
conditions in 1940-41, Pontiac of- 
fered Bunting another sales 


did not develop a satisfactory 


war period, it said, his sales per- 
formance was only 175 percent, 


worse until it sank to 40 percent 
last June. 


On July 27, GM made a complete | 





presentation of his unsatisfactory 
performance. Bunting offered noth- 
ing in reply. He was notified of 
cancellation and made no appeal. 

* * EJ 


ALBANY Motors Co., INc. (CHEVv- 
ROLET) 
ALBANY, Ga. 


T NO time, GM said, did this) 

dealer obtain market penetra- 
tion comparable to the national 
average, and in 1951 was outsold in 
its area by both Ford and Plym- 
outh. The zone office repeatedly 
called his attention to deficiencies 
of his operation and suggested | 
means for correction. 


At a conference last April, the) 
dealer agreed that his failure to 
get leadership was due to his con- 
servative trading policies. He was 
advised to change the attitude of | 
his sales manager, as well as his| 
own attitude, about aggressive mer- | 
chandising and the selection of 
deals. 


business interests would keep him 
| occupied if he did not have the 

Chevrolet franchise, but that hav- 

ing the franchise helped his other 
lines of business. 

GM said that “due to his atti- 
tude and continuous poor perform- 
ance, Chevrolet had no alternative 
but to refuse to renew his fran- 
chise. 

+ od 
Don B. Rossins 
(Buick) 
Fort SmirH, ARK. 


OBBINS had testified that Buick 


which resulted in an unbalanced 
inventory. 

GM said that the zone office “en- 
deavors at all times to keep the 
dealer’s stock on hand in line with 
good business practices, considering 
the equities of the other dealers in 
the zone.” 





He told zone officials that other 


GM said that while Robbins’ 


shipped to him a disproportion- | 
ate number of higher-priced cars| 
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stock was larger than average in 
his area, his inventories were not 
composed of higher-priced units. 

Robbins’ trouble, GM said, was 
his lack of understanding of the 
market and customer requirements, 
or his inability to control his in- 
ventory, or an inadequate sales 
force, or a combination of these 
three. 


Buick counseled with him for 
several years, GM said, but he re- 
fused to take advice. 


as * a 


Resins charged that Buick 
had appointed eight “so-called 


of his dealerships. 


ulator dealers although it ap- 
points new dealers to serve a 
market where they are required,” 
GM said. 

No new GM dealerships have 
been established within 100 miles 
of Fort Smith for several years, 
| GM said. 

Another Robbins complaint in- 
volved GM’s refusal to permit him 
ito select his own carrier for ship- 
|Ping new cars from the plant. GM 
noted that the problems of distri- 
| bution made it imperative for the 
factory to pick its own carriers 





stimulator dealers” within 100 miles 


“Buick .. . does not have stim- | 


41 


because of space limitations and 
timing and cost factors. 
a ee 

S. W. Fraser 

Bituinestey Pontiac Co. 

PortTLanp, Ore. 

M NOTED that Billingsley was 

owned by A. M. Work and that 
Fraser never had any financial in- 
terest in the operation. He was 
general manager. ; 

Fraser, in his testimony, implied 
that Pontiac had badgered Work 
|into making financial investments 
|in other Pontiac dealerships that 
| were of questionable nature. 

GM said Work invested $40,000 
in Totem Pontiac, Seattle, on Jan. 
| 6, 1941, and sold out late in 1950. 
During this period, it said, profit 
and owners’ salary and bonuses 
produced by the dealership 
| amounted to $614,000. 
| On Apr. 29, 1944, it was said, 
| Work invested $50,000 in Central 
Pontiac Sales, Seattle, and sold his 
| half-interest on March 1, 1953. Dur- 
|ing this period, GM said, total net 
| profit and owners’ salaries amounted 
| to $1,554,000. 
| Billingsley Pontiac, in the com- 
|pany’s estimation, was not able to 
| cope with the competitive situation 
|that developed in 1953. Billingsley 
(Continued on Page 43, Col. 2) 
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LOW COST 





ing smooth, easy, fingertouch steer- 
ing under all conditions. Obstruc- 


tions, chuck holes, 


cannot spin the steering wheel or 
jerk it out of control on vehicles 
equipped with this Booster. Safer 
in traffic... on the farm... in 


the plant. 


EXTRA) Muhile 


Vickers Series S22 is a new, 
streamlined steering booster built 
especially for smaller vehicles. 
The design permits significant 
production economies .. . and 
these economies are passed on to 
vehicle manufacturers. 


SUPERIOR PERFORMANCE 
The Series $22 has excellent op- 






VICKERS IN 


Equip 


CORPORATED, DETROIT, M 


ent News 


ICHIGAN 


SERIES $22 BOOSTER 


SIMPLIFIED DESIGN 


Servo valve is 
smaller. Ease of 
other advantage. 


reduce its cost. 


erating characteristics . . . provid- 


blown tires, etc. 


change. 
DEPENDABLE 


All the “know-how” acquired in 


EASY INSTALLATION 

Oil connections can be placed in 
any one of four positions (90° 
apart) with respect to ball stud. 
This and the compact design make 
installation exceptionally easy and 


NEEDS LESS SPACE 

Design is unusually compact and 
streamlined. Series S22 will go 
into a minimum space and usu- 
ally requires little or no linkage 


simplified and 
ttc ahead manufacture of 


no exception. 


Vickers more than 25 years expe- 
rience with hydraulic power steer- 
ing has gone into the design and 
















the Series S22. 


Vickers hydraulic equipment of 
all kinds has a remarkable record 
of dependability. This booster is 


ASK FOR NEW BULLETIN 


A new bulletin gives more infor- 


mation on the Series S22 together 


with appropriate Vickers Pumps 
and typical circuit diagrams. Send 
for Bulletin M-5107. 


For heavier steering applications 
and longer piston strokes, use 


Vickers Booster Series S23 (see 
Bulletin M-5106) or Model S6-315 


(see Catalog No. M-5101). 
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Fined for ‘Would-You-Take’ 


MILWAUKEE.—A car salesman 
has been arrested for placing 
“would-you-take” circulars on 
parked cars. He was fined. Wiscon- 





sin prohibits placing or throwing 
of any circular, pamphlet or mis- 
sile at, in, or on any vehicle, 
whether or not it is occupied. 








s40HEb. 
pBood 


“Yuh got me! All 1 did was tell Chadwick 
we're putting in a Monoxivent system!” 
£ 


with KENT-MOORE 


MONOXIVENT 





Exhaust Eliminating Fixtures 


If you were to make a list of the features 
you want in an exhaust eliminating system, 
wouldn't it go something like this? . . . rea- 
sonable price, low installation cost, eco- 
nomical operation, time-saving convenience 
and long, trouble-free life. That’s the list 
most automotive servicemen come up with 
and it’s a perfect word picture of Kent-Moore 
Monoxivent Exhaust Eliminating Fixtures. 







KENT-MOORE Organization, Inc. 
5-105 General Motors Building 
Detroit 2, Michigan 





So, whether you're planning a new building 
Or modernizing an existing one, remember 
Monoxivent . .. a name that’s backed by more 
than 15 years of experience in the exhaust 
eliminating field. And remember, too, that 
Kent-Moore offers you FREE engineering 
services to insure proper installation and 
efficient operation of every Monoxivent sys- 
tem. See your Kent-Moore jobber today. 





Bold New Factory Program . . . 


authority in dealer 


cases. 


3. Periodic review with the 
dealer councils of all matters af- 
fecting factory-dealer relation- 
ships, including length of the 
franchise and other aspects of 
the franchise. 

4. Solicitation of the dealer coun- 


dealers and customers. 

5. Concerted action to prevent 
unethical advertising, selling, 
financing or servicing. 

* * 


ok 
6 PRIMARY production reliance 
| ¥e on dealer sales projections and 
| orders to avoid new-car bootlegging 
|and unsound inventory accumu- 
lations. 

7. Study of methods to avoid 
excessive fluctuations in car sales 
and production volumes, and to 
maintain these volumes at levels 
profitable to both dealers and the 
company. 

8. Sharing with dealers the finan- 
cial benefits for future company 
| progress and growing sales volume. 

Romney said that several impor- 
tant planks of the program already 
| were in effect. 

* * 


* 
MERICAN MOTORS and its 
dealers have the opportunity 
|to develop more effective and pro- 
ductive relationships than any the 
industry has known,” Romney com- 
mented. 

“Sound and harmonious fac- 
tory-dealer relationships inevi- 
tably will serve as a cornerstone 
of better customer relationships. 
“Our program is designed to 

avoid unsound practices that have 





ing, and to encourage all American 
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dealer appeals board with final 


2. Election of a Nash dealer 
council and a Hudson dealer council. 





AMC Dealers to Help 
Shape Franchises 


(Continued from Page 1) 


cancellation | ‘today by George Romney, presi- 


crept into automotive merchandis- « after original Installation. 





cils’ advice on all matters affecting) 


Dealer program by Alfred P. 

Sloan jr. many years ago. 

“The wording of these policies, 
and more especially the underlying 
philosophy woven into them, should 
| inspire continuing loyalty between 
American Motors and its dealers, 

“Mr. Romney is deserving of the 
highest praise for taking this forth- 
right and necessary action. The 
policies that have now been estab- 
lished by him reflect the views and 
desires of the entire retail automo- 
bile industry. 

“NADA congratulates American 
Motors and its board chairman and 
president.” 


dealer policies, as announced 





dent, is the most progressive step 
taken by any manufacturer since 
the establishment _of a Quality _ 





NEW BUMPA-TEL SIGN. 
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“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


® Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames e Sheet Steel Face 


® Sign = Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 


® Does Not Interfere with Operation of Trunk Lid 
State Make and Model When Ordering. 


Motors dealers to use methods that Now Offered in Four (4) Options, Unlettered at $12.50, 


are sound and fair to themselves Lettered at $16.50, Lettered and Reflectorized at $21.50, 


and their customers. 


* * 


Lettered on Full Scotchlite Background, the Top Sign for 


E BELIEVE the time has Night Use at $26.50. 


come when the dealers of 
American Motors should have a 
greater participation in matters 


F.0.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


hitherto determined by the com- Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 


pany alone.” 

Romney cited the dealer vol- 
ume investment fund, established | 
@ year ago, as evidence of the 
company’s belief in genuine part- 
nership with its dealers. 

Due in part to the incentive pro- 


vided by the fund, American Mo- 103 NORTH BLANCHE 
tors dealers grew stronger finan- DEPT. 102 


cially and numerically in the past 


year, he said. 
‘ a 


Bell Styles AMC Plan 


As Best Since Sloan’s 
WASHINGTON. — Frederick J. 
Bell, executive vice-president of 
NADA, last week had this comment 
on American Motors’ dealer pro- 
gram: 
“American Motors’ program on 





Obituaries 


A. B. Buchanan 
AKRON.—A. B. Buchanan, 58, former 
St. Louis district manager for Buick, died | 
in a hospital here. He also was a former | 
St. Louis district manager for Willys- | 
Overland. 
* * * 
William D. Gash 
BREVARD, N. C.—wWilliam D. Gash, 84, 
a pioneer in America’s auto sales business, 
died Dec, 10 after a prolonged illness. 
Mr. Gash formerly was president of a 
dealership in Chester, Pa., known as Gash- | 
Stull Co. and also served as parts manager | 
for John Wannamaker, one of Henry Ford’s 
first dealers and founder of the famed} 
New York ane wane mane. | 


Gecune “ Phillips 

ST. LOUIS. — George A. Phillips, 59, 
treasurer and office manager of Big Three 
Motor Sales, Inc. (Studebaker), died Nov. 
28. He joined Big Three last Jan. 1, after| 
10 years with E. B. Jones Motors Co. as 
office manager. 

* * 
Ben F. Forsythe 

FORT WORTH.—Ben F. Forsythe, 32, 
owner of Cherry Lane Motor Co., died 
Dec. 2 when the car he was driving crashed | 
into a stone culvert, 

* * 
Martin Exler 

BUFFALO.—Martin Exler, 55, vice- -presi- | 
dent and treasurer of Great Lakes Motor | 
Corp. (Dodge-Plymouth), died Dec, 9. He| 
started in the business as a dealer for| 
Hudson and Essex autos in 1927 but quit 
in 1931, In December, 1932, he joined Great | 
Lakes. 


| 





Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. | 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


MOUNDS, 


ILLINOIS 
Phone 461 
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for Year Ended October 31, 1955 
Assets 
Cash on hand and in banks $ 5,650,727 
U. S. Government bonds 1,198,596 
Notes receivable, less reserves 58,942,315 
Sundry accounts receivable, etc. 258,722 
Prepaid interest and insurance 244,722 
Repossessed automobiles 61,983 
Fixed assets, at depreciated cost 670,040 
$67,027,105 
Liabilities aD 
Notes payable, unsecured, short term 35,236,500 
Notes payable, unsecured, long term 11,000,000 
Accounts payable, accruals and reserves 3,068,194 
Mortgage on home office building 186,538 
Capital funds: 

Subordinated notes $7,460,000 

Preferred stock 3,000,000 

Common stock and surplus 7,075,873 
Total capital funds 17,535,873 
$67,027,105 


The year of our greatest growth... providing vig- 
orous leadership in automobile financing and con- 
sumer loan operations in the Middle and South 
West. Now serving eight states with 44 discount 
and loan offices. 


A. J. BLASCO 
President” 


J. FRANK HUDSON 
Chairman of the Board 


Annual report available on request. 
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Miller Motor Honored 


BINGHAMTON, N. Y. — Miller 
Motor Car Corp. (Dodge-Plymouth) 
here has been awarded a safety 
plaque for no lost-time accidents 
during a 12-month period. The 
award was made at the annual 
safety dinner for policyholders in 
the Binghamton district of the 
State Insurance Fund. 
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Resume of 


was advised to build a stronger 
sales organization, GM said, but 
made no progress. 

In 1953, GM said, the dealership’s 





sales were 21.6 cars per month, 
short of the average sales perform- | 


ance. In the first six months of 
1954, average monthly sales were 
19.7 cars, compared with the 41 
cars required by GM for an aver- 


Fy age job. 


Work was advised on Sept. 15, 
1954, that his contract would be 
allowed to expire on Oct. 31, 1955. 


+ * * 


ROM OCTOBER, 1954, through 


| Highlights from Testimony .. . 


GM Case 


Against 13 Dealers 


(Continued from Page 41) 


cited; among them was inade- 
quaté facilities. 

A new general manager was 
hired, GM said, but was not given 
sufficient authority and latitude to 
do a satisfactory job. 

Consequently, Kaminsky was no- 
tified last July 7 that his franchise 
would not be renewed. 

When Kaminsky appealed his 
cancellation, Pontiac reviewed the 
unsatisfactory sales performance 
and advised Kaminsky to present 
new facts. GM said Kaminsky pre- 
sented nothing to warrant a change 
in Pontiac’s decision not to renew 
the franchise. 


| ment about 20 percent in the De- 
troit area plants, according to 


S-P Gets Contract 
|George H. Brodie, general mana- 


For Jet Parts |ger of the government and indus- 


| trial products division. 
Corp hae roccited p Mcuithaciliog | ‘The assignment wili be carried 
dollar assignment to manufacture | Out et ~~ oo Packard main 
J-57 parts for the Air Force’s jet | Pha" ee ee 


engine program. | More than 100,000 persons read AUTO- 
The project will expand employ-| MOTIVE NEWS every week! 
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YEAR — MAKE 


Ford 1952-54 
Merc. 1952-55 





STATION 
WAGON 


TYPE 
MAHOGANY 
Type "O" 
MAHOGANY 
Type "yw" 

MAPLE 
pai ence 
MAHOGANY 
“Type "R" 
ASH 
Type “HH 
Application 
Solution 


Original Decal— 
Shipped within Hours After you Order 


SIZE LIST 
20" x 48"|$12.10 
Ford 1955 _ aa | 


(with 5 stripes) 24" x 45") 12.10 


+ FOrd «= Mere, (Re lean. cand Gaca 
Upper Body and Fibreglas 20" x 46") 12.10 
11.30 


20" x 48" 
20" x 46"| 11.30 
2.25 


2.85 


NET 
$9.08 


9.08 
9.08 
8.48 © 
8.48 


1.69 


2.14 
2.85 2.14 


Dealer Cost 











Chev. — Pont. 1949-54 
Olds. 1949-50 
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___ About 2 Rolls 
Bonding Coat " 


~ Clear Sealer " 


4 oz. Jar 
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1 Pt. 
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THE BENMATT a for «ned July, 1955, GM said, 28 different |  *. & ) 
' of your nearest | contacts were made by Pontiac per- WE PAY POSTAGE IF CHECK ACCOMPANIES ORDER Add 35c if Special Deli i 
ORGANIZATION, Inc. representative. | sonnel—all in an effort to assist and Yacer Pontiac, Inc. par aliens * See Desired | 






FACTORY: 
17 €. 15th St., Los Angeles 23, Calif. 






encourage a correction of the rec- 
ognized problems. His performance, 
however, failed to improve to GM’s 


ALBANY, N. Y. 
Lig poppe deliveries by Yager, 
GM said, showed lack of sales 


The 


618 Communipaw Ave. 


Co. 


Largest Manufacturer of Wood Station 
Wagon Parts and Luggage Carriers 


Jersey City, N. J. 


nt At 





satisfaction. He was again advised, | accomplishment. Despite poor sales, 
last July 26, that his contract would |GM said, Yager netted $9,000 per ss 
not be renewed. | month so far in 1955. 

In a letter dated Sept. 20, 1955,| Yager, GM said, has been con- 
Pontiac was accused by Work’s at-/|tent to receive a handsome profit 
torney of unfair distribution prior | Without assuming the obligation of 
to 1950. The letter threatened legal| Providing Pontiac with a “fair 
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New Technique 
100% Accurate 


Now you can set valve 
clearance on most OHV 
gasoline and diesel 
truck engines uniform- 
ly and with micrometer 
accuracy instead of de- 
pending upon individ- 
ual “‘feel’’. 

Check these 

VALVE-GAPPER 

advantages: 

@ Reduces Valve Adjust- 
ment time as much as 
50%. 

@ Eliminate Inaccuracies 
of Individual *‘Feel'’. 

@ No Change in Adjust- 
ment Procedure; ONLY 
Method of Measure- 
ment Differs. 

@ Serviceman can *‘SEE"’ Clearance on Dial Indi- 
cator BEFORE, DURING and AFTER adjustment. 

@ Both Hands FREE to Use Adjusting Tools. 

@ Instantly Spot Defective Hydraulic Lifters, 
**See’’ the condition of lifters... show car 
owners which valves are sticking and noisy .. . 
Use the VALVE-GAPPER to free sticking lifters. 

@ Reduce ‘'Service Comebacks’’ with the VALVE- 
GAPPER. 





vailable to fit almost 








other Diesel 
jobber for the m 
to your needs. 





odel best suited 



















BOTH HANDS 
FREE 


Service man always 
hos both hands free 
to use adjusting tools 
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clearance before, dur- 
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action against Pontiac. 
Pontiac invited Work to a con- 


ference at the factory, which was} 


held Oct. 18, 1955. Fraser accom- 
panied Work. 

GM said, “Pontiac reviewed the 
poor performance of Billingsley 
Pontiac during the previous two 
years. The dealer was given the 
opportunity to present any new 
or different information.” Work 
presented none, GM said. 

“He merely expressed his desire 


for a new selling agreement and| 


asked Mr. Crawford what he should 
do to improve his performance. 
Mr. Crawford reminded Mr. Work 
that Pontiac had suggested what 
he might do in December of 1953 
and at numerous subsequent meet- 
ings.” 
* * * 

J. Ep TRAvis gr. 

Travis Service Co. 

TIAC) 

Sr. CHar.es, Mo. 

M NOTED that the committee 

had been offered “a great deal 
of testimony” concerning the per- 


(Buick-Pon- 


sonal character of Travis. GM said | 


it had never “questioned the good 
moral character and the good pub- 
lic reputation of Travis.” 


The disagreement between Travis | 
and Pontiac, it said, was purely a} 


business matter. In relation to the 
Buick franchise, it said, Travis’ 


sales performance was consistently | 


below the average of all Buick 
dealers. 

Travis, GM said, on many oc- 
casions had been encouraged to 
take necessary corrective meas- 
ures, but that “nothing substan- 
tial was accomplished.” 

GM noted that Travis had said 


GM made no effort to help him} 


dispose of tools and special equip- 
ment. GM said it had accepted the 
return of $7,703.75 in parts, $595.82 
in accessories, $142.50 in signs and 
$234.73 for tools. 


percentage of 40.7—had been spe- 
cifically brought to his attention in 
January, February, March and 
April of 1955. 
* * = 
MiILterR KAMINSKY 
CHATHAM Moror Co., INc. (Cap- 
ILLAC-PONTIAC) 
SavaANNAH, Ga. 
M SAID Kaminsky was told 
early in 1954 that his sales per- 
formance was unsatisfactory. The 
sales manager, it said, devoted only 
half his time to the business and 
the sales force was inadequate. 
On June 5, 1954, GM said, Kam- 


\ insky agreed to provide satisfac- 


tory management, hire additional 
salesmen, and have salesmen make 


'! outside contacts. GM said he failed 


to make any progress toward com- 
mitment. 
In 1954, GM said, Kaminsky 


to be construed as an expression 
of satisfaction with his operation. 
Four specific complaints were 


| share” of new-car sales in the Al- 
| bany market. 

Yager is extremely busy with 
other activities, GM said, and by 
his own admission devotes only 
half his time to the auto business. 
Nevertheless, GM said, early in 
1954 Yager tried to get a Pontiac 
franchise in a neighboring com- 
munity. In October of 1955, GM 
said, he tried again to get another 
| Pontiac franchise elsewhere in 
New York state. 

Hufstader, in presenting this re- 
|buttal, quoted Yager as saying in 
| his testimony, “A basic and funda- 
|mental human desire and need is 
| @ reasonable degree of security and 
tranquillity.” 

Hufstader said he would be glad 
to have Yager visit his office and 
read on his wall a quotation from 
the late Justice Oliver Wendell 
Holmes: 
| “The longing for certainty and 
repose is in every human mind, but 
certainty is generally an illusion 
and repose is not the destiny of 
| man.” 

* * * 

Lez ANDERSON 

(Buick-CHEvROLET-PoNTIAC) 

LAKE Orion, MicuH. 
JUFSTADER, at the beginning 

of his rebuttal, denied that H. 
H. Curtice, GM president, had 
| called Anderson a “Red” at Ander- 
(Continued on Page 45, Col. 3) 





Texas Successor 
To Ousted Dealer 
Stages ‘Zany’ Sale 


| BEAUMONT, Tex. — Hubert Lit- 
tle Buick Co., a newly franchised 
| dealership, is advertising that it 
will sell 150 Buicks in December 
|and is offering the “highest, wild- 
jest tradeins” and “lowest, best 


at last . . . a volume Buick dealer 
in Beaumont!” 

| “Little will take only a small 
| profit per car ... make his profit 
|on high volume (more Buicks sold 
|than ever before in Beaumont),” 
| Says the ad. “He'll trade wild, high, 
|fancy and zany... give long, low 
| terms.” 

The new dealership replaces 
Massey Buick Co., whose proprie- 
tor, Luther Massey, was a Beau- 
mont Buick dealer for 19 years and 
before that a Duncan (Okla.) 


Buick-Chevrolet dealer for 11 years. |, 


| Massey describes himself as “one 
of those dealers” whose contract 
General Motors refused to renew. 
His successor, Massey said, was 
handpicked by Buick and largely 
| financed by the Motors Holding 
division of GM. 
| In transfer of the dealership, 


leased my building,” Massey de- 
|clared. “They left me with 70 used 
|cars and accounts receivable.” 











BE READY? 


Auto dealers report 


20°to50*MORE SERVICE JOBS 


with Executone 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilome 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 





EXECUTONE, INC., Dept. C-5 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
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Address ity 
In Canada—331 Bartlett Ave., Toronto 
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Okays Parley on Dealer Grievances . . . 
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Curtice Agrees to Confer with Bell 


(Continued from Page 1) 


investigation of GM, a flood of con- 
gratulatory telegrams from dealers 
and other interested parties poured 
in to Chairman O’Mahoney, Wy- 
oming Democrat. Many of the wires 
called upon the senator to press 
the inquiry. 
* * 


Dealers Face Subpena 


—. announced that, at 
GM’s request, he would subpena 
several Chicago Chevrolet dealers 
in an effort to clear up charges 
that dealers had been unable to 
purchase new cars from the fac- 
tory unless these were equipped 
with heaters. 

The charges were made under 
oath by a subcommittee investi- 
gator and a representative of E. 
L. Schofield, Inc., maker of car 
heaters. Firms involved were 
identified as Ray O’Connell Mo- 
tor Co.; Lewis Auto Sales, Inc.; 
Nelson Chevrolet Co.; Ideal Rent- 
A-Car Co., and B. & L. Motors. 
The latter two are leasers. 

GM said the Schofield complaint 


had no foundation. Just before the 
curtain dropped on the hearings, 


Bell testified that NADA efforts to) 


talk out industry problems had been 
ignored by Curtice. This appearance 
on the stand was followed by Bell’s 
announcement that Curtice had 
invited him to Detroit for confer- 
ences. 

* * aa 


Text of Bell Telegram 

ERE, in full, 

sent to GM Board Chairman 
Sloan by NADA’s Bell: 

“Now that the first phase of 
the O’Mahoney hearings has been 
completed, I would like to reiter- 
ate personally to you and the 
Board of Directors of General 
Motors the views of General Mo- 
tors dealers as expressed to me 
in many, many telegrams, letters 
and phone calls. 

“First, while generally pleased 
with the extension of the current 
selling agreement to Oct. 31, 1960, 
and while they regard this as a 
step in the right direction, they also 
recognize that there is no great 
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GUARDIAN 
500 NORTH BLVD. 


HERE’S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 
9000 Unit. Compare that output with 
17,000 lumens for the 400-watt 

JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 


Guardian’s full-line catalog. 


Sight comrany 
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Listed by 
Underwriters 
Laborotories, Inc. 
for outdoor 
operation 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from I 
cheerful, well-lighted lots. / 


Add “‘see-ability” and get “‘sell-ability’ / 
with Guardian Fluorescent Floodlights. 
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is the telegram | “ 








benefit in extending for years a 





selling agreement that is inequit-| 7 


able in that it denies to dealers 
certain very basic rights that are 
recognized by any fair-minded 
American. 

“Until these inequities are re- 
moved, the duration of the agree- 


|ment is of secondary importance. 
* 


* * 


Right of Counsel Asked 


ECOND, a vast number of 

dealers who have never had 
occasion to make themselves fa- 
miliar with the machinery of the 
General Motors dealer-relations 
board are shocked to learn that at 
these hearings the dealer is not 
permitted to be accompanied by 
Counsel although the General 
Counsel of GM is a member of the 
board. 

“They do not agree with the 
statements of General Motors 
officials as given in last week’s 
hearings that such a procedure 
can be regarded as ‘impartial,’ 
and they most strongly request 
that immediate changes be made 
which will permit any dealer tak- 
ing advantage of the appeal pro- 
cedure to be accompanied by his 
attorney. 

“Third, in condemning the prac- 
tices of bootlegging, GM officials 
stated that it is difficult to do a 
policing job to find out which 
dealers are selling in the bootleg 


market. 
* * - 


Bootleg Data Offered 


— has in its possession thou- 
sands of motor and serial 
numbers and other information 
which it has made available to 
GM in the past and will gladly 
continue to make available if GM 
will use the information to help 
clean up new-car bootlegging as it 
affects GM dealers. 

“At the close of the hearings 
on Friday evening, Mr. Curtice 
invited me to come to Detroit to 
talk with him. 

“IT have always been availabie 
for such discussions, and I am 
highly gratified to have received 
Mr. Curtice’s invitation, which I 
regard as _an indication that per- 
haps some simple remedies can 
be found which might conceivably 
remove the need for legislative 
action. 

“Certainly, I am confident that 
the world’s largest corporation has 
it within its power, if it so desires, 
to eliminate the present inequities 
and, by so doing, strengthen the 


economy. 
* Oo” 


Senators Congratulated 


“Mi ASSOCIATES join me in 
sending warm regards to you 
and the executives of the General 
Motors Corp. and expressing the 
hope and conviction that manufac- 
turers and dealers can soon move 
forward together with loyalty and 
faith in a common endeavor.” 

In making public his wire to 
GM directors, Bell also took occa- 
sion to praise the manner in 
which the O’Mahoney hearings 
were conducted. 

“Senator O’Mahoney and his 
colleagues deserve the congratula- 
tions and grateful thanks of all 
small businessmen,” Bell asserted. 

“I am confident that the light 
which they have thrown upon the 
present inequitable relationship be- 
tween factory and dealer ultimately 
will prove of untold benefit to the 


economy of the nation.” 
* x * 


Pa. Blasts Contracts 


"anovan its general manager, | 
Claude S. Klugh, the 3,000-| 
member Pennsylvania Automotive) 
Assn. wired Senator O’Mahoney to 
commend him for the “fairness” 
with which he conducted the hear- 
ings. 
In his telegram to O’Mahoney, 

Klugh quoted from a message to 
Frederick J. Bell, NADA execu- 
tive vice-president, in which he 
told Bell that “I know you will 
not allow the five-year agreement 
to fool you.” 

Klugh questioned the value of 
extended agreements if demands 
were made on dealers to maintain 
factory quota on percentage of| 
sales “with implied threats of added 
dealers in the zone of influence” or} 
if “stringent requirements as! 








At Windup of GM Hearings— 





Final stages of the Senate's study of General Motors brought out, as witness and 


rapt spectator, the company’s chairman of 


the board and former president, Alfred P, 


Sloan jr. (right). With him is the current president, Harlow H. Curtice, who seems to 


have his fingers crossed. 





expensive operating facilities are| 
not met.” 
* * * 


‘42 Percent or Else’ 


LUGH declared: “What good is 
a franchise if Chevrolet 
demands 42 percent of price class 
or else; if Buick demands 12 percent 


of the market or else; if Oldsmobile} 
requires 10 percent of the market| 


or else; if dealer is convicted before 
he appears before the General 
Motors packed jury in case of 
appeal from cancellation of fran- 
chise.” 

Klugh said that “comments 
from GM dealers in various sec- 
tions of Pennsylvania indicate 
that although press releases may 
lead the public into believing that 
GM has done something wonder- 
ful for its dealers, dealers have 
not been fooled and realize, for 
example, that the 90-day cancella- 
tion clause has not been changed. 

“They know,” Klugh said, “that 
they still have the 90-day cancella- 


| O’Mahoney: 





tion clause hanging over their 
heads.” 
” *x 


‘Pressure’ Still Problem 


T THE advice of GM dealers, 
Klugh added: 

“Dealers contend that regardless 
of testimony about cars being 
shipped only on order that the old 
price-class-or-else policy has not 
been changed and that they must 


voluntarily—and I use this word} 


voluntarily advisedly—order cars in 
line with factory demands and 
many times under pressure which 
is, according to dealer statements, 
seldom if ever put in writing.” 
Anent bootlegging, Klugh asked: 





“How can GM be serious about 
eliminating bootlegging when 
they continue to manufacture 
motor vehicles in such large vol- 
ume that many dealers in order 
to maintain price class or market 
penetration required of them are 


How to Get 
Texts of Vital 


Documents 


While the supply lasts, Auto- 
motive News will be happy to 
start a new readers’ subscription 
with the Dec. 12 issue, which 
includes two historic auto docu- 
ments. ... 

1 Complete text of Prof. 
Charles M. Hewitt’s detailed 
analysis of the new-car dealer 
selling agreement, and... 


2. Text of President H. H. 


Curtice’s 15,000-word statement 
detailing the development and 
growth of General Motors Corp. 
Both of these documents, 
given before the Senate anti- 
trust and monopoly subcommit- 
tee, should be read and pre- 
served for future reference. 
To get your copy of these 
texts, just send your subscrip- 
tion now and we will start it 
with the Dec. 12 issue. 
Circulation Dept., 
Automotive News, 
2666 Penobscot Bidg. 


| plorable. 





Detroit 26, Mich. 


forced to bootlegging as the only 
method of disposing of surplus 
vehicles?” 

In conclusion, Klugh told 
“You understand that 
dealers can still be pressured, 
coerced or intimidated into doing 
things that are unsound financially.” 

* * * 


Gov. Faubus Chimes In 


|b grongprccne were not the only ones 
to congratulate O’Mahoney on 
his handling of the investigation. 
The senator received the following 
wire from the governor of Arkan- 
sas, Orval E. Faubus: 

“I am thoroughly familiar with 
the problems and unrest and un- 
certainty and the outright fear 
of failure which prevails among 
the dealers of my state. 

“For this reason, I was glad to 
sign into law a dealer-manufac- 
turer licensing law passed by our 
1955 Legislature, hoping that such 
legislation would not only protect 
the buying public but would re- 
lieve the retail automobile dealer 
in some small measure. 

“I have followed with great in- 
terest your committee hearings. 
May I personally congratulate and 
commend you on your impartial at- 
titude. Please don’t stop now. It 


is indeed an acute problem.” 
x Ea cd 


Lewmaker Aroused 


ENATOR Robert S. Kerr, Okla- 

homa Democrat, told O’Ma- 
honey: “I join the automobile 
dealers of Oklahoma in urging you 
to pursue your investigation of 
General Motors’ relationship with 
their dealers to the end that basis 
may be established for legislation 
compelling fair and equitable 
dealers’ contracts.” 

From O’Mahoney’s home state, 
Clint Core, president of the Wyo- 
ming Automobile Dealers Assn., 
wired the senator that “the auto- 
mobile dealers of Wyoming are 
extremely proud of the fair way 
you are conducting the hearings, 
and we are 100 percent behind 
you. Thanks for everything.” 

Said the South Dakota Auto 
Dealers Assn.: “Curtice action on 
selling agreements commendable, 
but contractual terms remain de- 

We urge that the com- 
mittee be not misled by one con- 
fession when there are a multitude 
of contractual provisions that 
should be corrected.” 

* * * 

North Carolina Applauds 
Tes president of the North Caro- 

lina Automobile Dealers Assn, 

Charles G. Conn jr., told O’Maho- 
ney that “the members of our as- 


| sociation wish to express their ap- 


preciation to you for the interest 
you are displaying in behalf of 
their problems as small business- 
men.” 

Not all the telegrams struck @& 
harmonious note. Carl Lane, ex- 
ecutive vice-president of the Con- 
necticut Automotive Trades Assn. 
wired O’Mahoney: 

“Some of our Buick dealers in 
Connecticut think that your com- 
mittee should know that certain 
dealers were asked on Saturday by 
their Buick factory representative 
to send congratulatory wires to 
Harlow Curtice and, if they saw fit, 

(Continued on Page 46, Col. 1) 
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Car, Truck Output Estimates 


By Automotive News 








Cars and Trucks, 
U. S. and Canada....202,554 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 


4 PASSENGER CARS 
A (U. S. PRODUCTION ONLY) 
sy Week Week Jan. 1 dan, 1 
Ended Same Ended December, To To 
3 Dec. 17, Week, Dec. 10, 1955, Dec. 18, Dec. 17, 
+ 1955 1954* 1955* To Date 1954* 1955 
ICAN MOTORS 4,400 46 4,087 9,994 94,406 157,468 
} Hudeoa .......................... 1,300 28 1,005 2,739 31,226 51,070 
SIRS tececbvapesstveiesocreucesse 3,100 18 3,082 17,255 63,180 106,398 
GHRYSLER CORP. .... 28,775 33,910 31,685 175,319 673,904 1,316,624 
- Chrysler 4,680 3,781 7,397 94,651 168,472 
- DeSoto 2,840 2,853 6,820 65,676 125,528 
SS scdichcanteennsssavesoniee 7,994 7,101 16,131 139,849 302,793 
Plymouth ....000......-........ 17,500 18,396 17,950 44,971 373,728 719,831 
FORD MOTOR .............. 47,940 41,525 48,364 119,227 1,618,661 2,171,588 
Continental .................. me eh, 74 Me eat 1,079 
Sees 38,500 35,128 38,757 95,907 1,337,625 1,707,123 
IED bciccesias:seccsusistesoe 1,270 606 1,115 2,902 34,718 38,691 
Mercury ou... 8,100 5,791 8,418 20,234 246,318 424,695 
GENERAL MOTORS .. 82,932 75,361 89,716 208,368 2,743,354 3,861,116 
RE iodo sssscvessaniinscbessice 16,712 12,416 18,370 42,463 508,310 754,234 
II oss ssesictsivecusuoscae 3,560 3,204 3,826 8,329 117,903 146,828 
Chevrolet o............000000. 38,300 38,795 41,325 95,233 1,350,797 1,767,423 
Oldsmobile .................... 12,760 9,891 14,487 33,534 415,870 622,596 
Pontiac ooo... 11,600 11,055 11,758 28,809 350,474 570,035 
KAISER MOTORS ..... .......... Oe ces 1) ache 16,672 5,799 
SR Se ee OREN oo aa ee 5,803 1,021 
intone onic aan Me™ sciuc >t Se 10,869 4,778 
BoP CORP. ....0......0000.....:. 4,420 820 4,557 11,033 111,158 173,774 
EE ee 1,200 565 1,367 3,086 26,365 67,048 
Studebaker .................. 3,220 255 3,190 7,947 84,793 106,726 
Total Cars, U. S............ 168,467 152,022 178,409 423,941 5,258,155 7,686,369 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended December, To To 
Dec. 17, Week, Dec. 10, 1955, Dec. 18, Dec. 17, 
1955 1954* 1955* To Date 1954* 1955 
CHEVROLET ............... 8,300 5,891 8,782 20,346 314,141 390,172 
DIAMOND T .................. 100 98 89 225 3,367 5,076 
MN doses cabssasiSiswenescs: 100 60 100 233 2,788 3,667 
=e 1,600 2,137 1,323 3,462 91,212 93,859 
Ee 8,050 7,853 8,217 19,917 290,072 361,602 
I Sacco 2,100 1,259 2,589 4,949 73,707 100,133 
INTERNATIONAL ..... 3,090 1,855 3,579 8490 89,977 124,455 
199 354 915 6,892 14,778 
104 15 203 7,125 5,124 
pola 501 1,175 15,235 17,868 
230 364 874 10,377 14,618 
2,085 1,749 4,126 73,447 15,637 
MISCELLANEOUS ...... 85 113 85 210 5,664 4,810 
Total Trucks, U. S. .... 26,573 21,884 27,757 65,125 984,004 1,211,799 
Total Cars, Trucks, 
MO is ah cae 195,040 173,906 206,166 489,066 6,242,159 8,898,168 
Total Cars, Trucks, 
INN 2S siccosandesece: 7,514 6,028 7,281 17,257 337,924 441,132 
Grand Total, 


179,934 213,447 506,323 6,580,083 9,339,300 


Anderson Gives View 


Of GM’s Testimony 


WASHINGTON.—L. C. Anderson, 
president, L. C. Anderson, Inc., 
Lake Orion, Mich, a former 
Chevrolet-Pontiac-Buick dealer, has 
issued a statement here regarding 
testimony of William F. Hufstader, 
GM vice-president, before the 
Senate antitrust and monopoly 
subcommittee. 

Anderson previously testified to 
the subcommittee about the loss of 
his franchises after, he said, a 
speech he had made was reprinted. 
The statement follows: 

“My rebuttal to the ‘press release’ 


testimony of General Motors 


regarding my dealership will be 
prepared and submitted to the sub- 
committee for the record. 

“I have never issued a press 
release about GM earnings or poli- 
cies, except that I once made a 
speech that got into print. 

“Mr. Hufstader’s figures concern- 
ing my former dealership are very 
interesting and misleading. It’s 





Parma Motors Builds 


' CLEVELAND. — Ernest Gerzeny, 
president of Parma Motors, Inc., 
has announced the construction of 


| a $100,000 showroom for his DeSoto- 
| Plymouth dealership. 


very easy to lump sums to gain a 
calculated impression, particularly 
in these times of inflated values. 


“What Mr. Hufstader didn’t say 
is that my dealership lost money 
during the past two years and that 
the profits he quoted for the imme- 
diate postwar years were far below 
average for a dealership of my size. 
In other words figures can be 
accurate but it’s mighty easy to 
come up with a set of figures to 
establish a desired point, if you 
work hard enough and are clever 
at it. 


“T don’t think a salary of $22,400 
a year is excessive for management 
of a business grossing $3,000,000 a 
year—certainly not in terms of the 
quality of management GM re- 
quires. As for the 10-year profits 
in my dealership that he has indi- 
cated, it’s all represented in brick, 
mortar and equipment in the build- 
ing I was asked to build to ade- 
quately serve GM interests in 
the area of my franchise. 

“Throughout this controversy I 
have sought to be fair with GM 
and fully protect its interests from 
a public standpoint. This is the first 
prepared statement to the press I 
ever have made on this subject.” 


3 GM Units Slow Up... 





Car Output Cut 5%, 
But Tops Year Ago 


(Continued from Page 1) 


weeks of this year produced 7,686,-| despite a slowdown at Mercury. 


369 cars, or approximately 153,727 
cars a week, according to AUToMo- 
TIVE News estimates. 
* * + 
HE slowdown at the two Chrys- 
ler Corp. divisions was the re- 
sult of the continuation of the Budd 
Co. strike, while GM spokesmen 
attributed cutbacks at Buick, Olds- 
mobile and Chevrolet to the divi-| 
sional halting of Saturday output. 
Highlight of the coming week’s 
operation will be the production 
of the 9-millionth vehicle of 1955 
by U. S. makers. It is now 
expected the milestone will be 
reached Wednesday (Dec. 21). 


As of last Saturday, the manu- 


facturers also found themselves) week, jumping car output to 1,270 


313,631 units short of 8 millionth 
ear of 1955. To reach that mark, 
they will have to produce an aver- 
age of nearly 29,000 cars a day, 
according to Automotive News es- 
timates. 

Ford Motor Co. continued to) 
Produce at a near-record pace 





on a six-day schedule, was forced 
to cut production to 8,100 units last 
week because of manufacturing 


the division’s new four-door hard- 
top into production. The previous 
week the division produced 8,418 


Ford division, working 13 of its 
15 car assembly plants on Satur- 
day, turned out 38,500 cars last 
week to edge Chevrolet out of 
the top producing spot by 300 
units. Ford produced 38,757 cars 
the previous week. 

Mercury, with none of its plants 


changes that had to be made to get 


cars. 
* * * 

ae was the only division 

to schedule an increase last 


units from the 1,115 turned out the 
previous week. Continental sched- 
uled 70 units last week, as com- 
pared with 74 for the previous 
week. 

Chrysler Corp. sliced output 
from 31,685 units during the week 


45 


week, but its cutback was caused 
chiefly by a parts shortage 
brought about by the Budd strike. 

Two divisions were forced to 
slow assembly operations due to 
the strike; Chrysler chopping its 
output from 3,781 units the previ- 
ous week to 2,400 last week, and 
DeSoto was forced to hold produc- 
tion to 2,175 units last week, as 
compared with 2,853 the previous 
week. 

* * * 

LTHOUGH neither scheduled 

Saturday operations, both 
Plymouth and Dodge kept pace 
with the previous week’s produc- 
tion. Plymouth turned out 17,500 
cars last week, as compared with 
17,950 the previous week, while 
Dodge dropped slightly from 7,101 
units the previous week to 6,700 
last week. : 

Studebaker-Packard’s output 
dropped ‘137 units last week, as 
the Budd strike also played havoc 
with assembly operations at Pack- 
ard. 

American Motors Corp. sched- 
uled output of 4,400 cars last week, 
as compared with 4,087 the previ- 
|ous week, with Hudson making the 
biggest increase—from 1,005 the 
previous week to 1,300 units last 
week. Nash built 3,100 cars last 
| week, as compared with 3,082 dur- 
|ing the week ended Dec. 10. 

Truck output totaled 26,573 units 
last week, as compared with the 





ended Dec. 10 to 28,775 cars last 


27,757 produced the previous week. 


Highlights of GM’s Case Against 13 Dealers 


(Continued from Page 43) 


son’s hearing before the dealer re- 
lations board. Hufstader explained 
that Anderson perhaps had over- 
heard him address Curtice as “Red,” 
which Hufstader said was “a com- 
mon practice” with him (Huf- 
stader). | 


Between July, 1954, and May, 
1955, GM said, Anderson held five! 
meetings with H. E. Crawford, | 
Pontiac general sales manager. At} 
each meeting, GM said, Anderson 
expressed his dissatisfaction with 
and objection to the Pontiac policy 
of granting discounts on new Pon- | 
tiacs to employes with management | 
responsibilities. 

At one meeting, GM said, Ander- | 
son said he might want to sell out. | 
Crawfard said if that’s what he 
wanted to do, Pontiac would assist | 
him in every way possible. 

On Dec. 6, 1954, Anderson again 
objected to any policy of selling 
cars to employes at a discount. 
He repeated his objections on 
Dec. 31 of that year. 

On May 6, 1955, GM said, Ander- 
son again protested the Pontiac 
discount plan and accused Pontiac 
of selling cars through its retail 
store at prices lower than dealer, 
prices. 

On June 7, Anderson spoke at the | 
Oxford (Mich.) Rotary club and 
bitterly criticized the auto industry | 
generally, and by implication, Pon- | 
tiac in particular, GM said. 

On June 27, Anderson was ad- 
vised by Pontiac that “since he 
seemed to be irrevocably commit- 
ted to complete disagreement 
with General Motors policy with 


| 











respect to employe discounts, it 
would be impossible to continue 
a successful business relation- 
ship.” 

GM concluded that there is no 
substance to Anderson’s charge 
that he was obliged to lose money 
in providing warranty service on 
cars sold to employes under the) 
discount plan. 

” 


' 


* * 


James T. Hamrick 
Hamrick Motor Co. 
BILE) 
Mosite, Ata. 
T WAS recalled that Hamrick 
testified that the factory sold 
new cars to others, including deal- 
ers, at less than Hamrick’s cost; 
that he had been ordered to build 
a new building; that the factory 
required dealers to include certain 
optional equipment on a stated per- 
centage of orders; that he had 
been unfairly treated in car allo- 
cations, and that his selling agree- 
ment had been unjustly terminated. 
GM said Hamrick’s charges on 
sales of new cars at less than dealer 
cost was based on a case in which 
Hamrick collected the balance on 
a@ new car sold overseas. A down- 
payment of $970 had been made, 


(OLDsMo- 





GM. said, about which Hamrick 
knew nothing. 


GM said Hamrick added a | 


paint and body shop to his facili- 
ties and extended his service de-. 
partment, but did so entirely on 
his own initiative. Oldsmobile pol- 
icy, GM added, is to require 
“adequate” physical facilities. 

Oldsmobile policy, GM said flatly, 
is that there are no requirements 
of any kind with respect to order- 
ing cars with accessories, or spe- 
cial equipment. 

oe * * 
AMRICK’S sales performance, 
GM said, was consistently far 
below the zone average and even 
farther below the national average. 
His new-car stock exceeded that of 
other dealers in the zone, GM said. 

GM said Oldsmobile offered him 
an opportunity to expand his vol- 
ume in line with the market poten- 
tial, but that Hamrick declined be- 
cause he did not wish to increase 
his capital investment and facili- 
ties. 

“This unsatisfactory situation 
was repeatedly discussed with 
Mr. Hamrick without results,” 
GM< said. 

Last March 24 Hamrick told the 
zone manager that if Oldsmobile 
were unsatisfied, he would resign 
the selling agreement. Oldsmobile 
advised him on July 15 it was not 


allowed to expire on Oct. 31. 
~ oo 


x 
J. B. Smaz gr. 
(OLDSMOBILE) 
Conway, ARK. 

T WAS denied that Silaz was able 


to obtain only half the cars he} 


sold, as he had testified. GM said 


he actually sold the same number} 
|he received for the years 1949-1955| signed to establish a continuing 


(through September). 

GM denied that any Oldsmobile 
dealers were overloaded with cars. 

In referring to Silaz’ testimony 
that he was compelled to accept) 
cars at a delivery point 175 miles} 
away, GM said that full loads of| 
cars are delivered to the dealer’s| 
door, while split loads are shipped | 
to a point most convenient for the) 
dealers being serviced. They are 
delivered to the nearest available) 
warehouse space and, GM admitted, | 
the location can be “substantially | 
distant” from the dealership. 

Silaz testified further that he | 
had been required to accept a | 
specific testing machine for his | 
shop and that Oldsmobile had | 
selected an operator for him, had | 
required Silaz to send him to 
school and that Silaz later dis- 
covered the operator could neither 
read nor write. 

GM said that the testing equip- 
ment referred to is essential to a 
dealer who wants to provide satis- 
factory service. As to the operator, 
selection and training is entirely 
the dealer’s responsibility, GM said. 
The. zone office denied that it had 





| recommended any operator to Silaz, 
| GM said. 

* * * 
ILAZ also testified that he had 

been required to purchase a 
| stock of parts running back three 
| years when he signed his franchise 
|in 1949 and that there was no pro- 
vision in the selling agreement cov- 
ering this matter. 

GM said: “We assert that Mr. 
Silaz has deliberately misled the 
committee or he has not read the 
Oldsmobile selling agreement.” 

The agreement, GM said, re- 
quires that a dealer carry “an 
adequate number and assortment 
of parts and accessories to render 
proper service to owners... .” 

Oldsmobile will take back any 
parts and accessories from dealers 
within 30 days of receipt, GM said, 
and will take back, in event of 
termination, any parts the dealer 
has on hand for the current and 
three preceding models. 

It was denied that Silaz had been 
forced to purchase a plastic car 
hood for his 1949 demonstrator. 
Many dealers never purchased the 
item, and some purchased several, 
GM said. 

a * ” 


N REFERRING to Silaz’ testi- 
mony that he had been compelled 
| to purchase Dealers Guild magazine 
and Rocket magazine, GM said 


| satisfied and the agreement was/| that Oldsmobile had no such maga- 


;zine as Dealers Guild, but that it 
did have a Service Guild Program, 
| which is designed to train mechan- 
|ics in proper service and repair 
procedures. This program is volun- 
| tary, GM said. 

Rocket magazine, GM said, is a 
| publication sent at dealers’ request 
to Oldsmobile owners and is de- 





| relationship between the dealer and 
his customers. The cost, GM said, 
jis 96 cents per name per year. 
Part of Silaz’ testimony charged 
that he had been required to pur- 
chase special tools despite the 
absence of any such requirement 
in his selling agreement. How- 
ever, GM noted, the contract 
states: “Dealer will buy such spe- 
cial tools developed by seller, as 
seller shall deem necessary for 
dealer to render proper service to 
Oldsmobile owners. .. .” 

Silaz said he had never been vis- 
ited by any field personnel except 
his district manager. GM said rec- 
ords show he also was called on by 
the zone manager, regional man- 
ager and service manager, as well. 

GM said that, in its opinion, Silaz’ 
displeasure with GM is “based on a 
fundamental disagreement as to the 
function and responsibility of an 
automobile retail dealer.” 

Apparently he wishes to operate 
as a broker rather than as a dealer, 
GM said, and added that this is 
contrary to the basic policy of the 
corporation. 
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Further Franchise Gains Eyed o's 


Curtice Okays Parley 
With Bell on Dealers 


(Continued from Page 44) 


wire your committee that they were 
perfectly happy with their factory- 
dealer relationship. 

“These newly appointed Buick 
dealers felt that they could not re- 
fuse this request since it was pre- 
sented as a way of gaining favor 
with the factory.” 


* * * 


Michigan Adds Voice 


oe Michigan Automobile 
Dealers Assn. dispatched a 
flurry of telegrams, the one to O’- 
Mahoney quoting the following re- 
solution adopted by MADA di- 
rectors: 

“Resolved, that we go on rec- 
ord giving you and your commit- 
tee and the National Automobile 
Dealers Assn. our thanks and 
support for bringing to light 
some of the inequities in the poli- 
cies and practices of the present 
automobile distribution system. 

“We strongly urge that you con- 
tinue until all the inequities in the 
contracts and practices are} 
corrected.” 

Telegrams to Michigan’s senators 
—Republican Charles E. Potter and 
Democrat Patrick J. McNamara— 
called upon them to support the 
present investigation “aimed at 
correcting the gross inequities in 
the automobile distribution system | 

which have developed since mid-| 
53” and urging the senators “to| 
act immediately in our behalf.” 
* * . 


Word to Factory Chiefs 


GM Board chairman Sloan— 

and to top men in Ford Motor) 

Co., Chrysler Corp., American Mo- 

tors and Studebaker-Packard—the 

Michigan dealers sent this resolu- 
tion: 

“Resolved, that the distribution 
policies and practices which the 
major automobile manufacturers 
have followed for the last 30 








MIDDLE ATLANTIC 


NEW YORK CiTY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





AUTO AUCTION 


TIM ANSPACH 


“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


New Jersey's 
Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunelien 2-0915 and Dunellen 2-9849 


‘wording of present cancellation) 








months are unacceptable to us 
and inconsistent with your Quali- 
ty Dealer concept. 
“We urgently request your emi- 
nent leadership intercede in the in- 
terests of an immediate and equit- 
able solution.” 

Regarding GM’s extension of sell- 
ing agreements to five years, the 
cincinnati Automobile Dealers Assn. 
notified NADA: 

“Some dealers contacted here are 
of the opinion that the term of 
agreement is useless without a 
change in the present cancellation 
clause. 

* * * 


Would Publicize Terms 


_ HAS been suggested,” the Cin- 
cinnati dealers said, “that 
the press be provided with exact 


clause of the contract so that the 
public can intelligently evaluate 
the worth Mr. Curtice’s announce- 





Extra Copies 
Of Dee. 12 Issue 


Automotive News still has 
available a few copies of its Dec. || 
12 issue, which contains com- 
plete texts of two historic 
auto documents: Prof. Charles 
M. Hewitt’s detailed study of the 
dealer franchise agreement and 
President H. H. Curtice’s 15,000- 
word report on the growth and |) 
development of General Motors 
Corp. © 

These are documents you will 
want to preserve for reference 
all through your business life. || 
Copies are available, at 25 cents || 
each, while the supply lasts. Ad- 
dress: Circulation Dept. Auto- || 
motive News, 2666 Penobscot || 
Bldg., Detroit 26, Mich. 


| 
| 
| 
| 


EAST NORTH CENTRAL 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock-here 
—Why not visit us real soon? 


Michigan's Finest Sale 








Titles and Checks Guaranteed 
12:30 —- SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





'said of the Washington hearings 
|that “you can’t please everybody.” 


|Kahn, a Pontiac dealer for just 


ment concerning the extending of 
the one-year contract to the five- 
year contract. 

“Our members heartily indorse 
your very splendid effort and urge 
vigorous continuation.” 

The North Dakota Automobile 
Dealers Assn. appealed to one of 
the investigating senators for aid 
against “strong-arm tactics” of 
car manufacturers. 

George Dixon, association secre- 
tary, wired Senator William 
Langer, North Dakota Republican, 
that “this automobile business is 
in bad shape, with the factories 
forcing their overproduction down 
dealers’ throats here in North Da- 
kota and elsewhere.” 

The association said that small 
dealers who had struggled for 
years made money after the war 
“but now the factories, with their 
unfair methods and overproduction 

methods and overproduction 
strongarm tactics, etc., are forcing 
these well-earned dealers’ profits 
out of the dealers’ possession and 
back into the coffers of the big 
boys.” 

Dixon noted that there were 
more than 500 dealers in North 
Dakota. 


* * + 


2 Miami Dealers Praise 


Their Relations with GM 


MIAMI.—When a Miami newspa- 
per went looking for dealer com- 
ment on the Senate’s investigation 
of General Motors, it came up with 
four GM dealers—two who praised 


|GM and two who wouldn’t talk. 


Anthony Abraham (Chevrolet) 


“Individually,” Abraham said, 
“I’ve never been asked to do any- 
thing involuntarily or buy any- 
thing I didn’t need. It’s unfortu- 
nate that a company which has 
contributed so much to the devel- 
opment of this country should be 
subjected to this sort of thing. 

“Very reasonable people” is the 

label put on GM by Burton S. 





over a year. 
“As a matter of fact, they bend 


| over backwards to help us out,” 


Kahn said. “Naturally, they want 
you to sell cars, but you can’t 
squawk when you’re making 
money.” 





EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


Auctioneers: Col. W. E. “Bill” Nagy and 
W. T. “Tom” The Great Father and 
Son Combination. 
THURSDAY at 12:30 
U. S. 24 and U. S. 16 
On the Outskirts of Detroit, Mich. 








EAST SOUTH CENTRAL 





JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 





Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 





All cars paid for by our own check through 
the First National Bank of Englewood. 








Cincinnati Dealers Elect Officers— 


Newly elected officers of the Cincinnati 


Automobile Dealers Assn. are, from left: 


William Judd (Chrysler-Plymouth), president; W. J. Sander (Ford), past president; 
Erdie Turner, secretary; George Hagen (Buick), vice-president, and Clifford Jacobs 


(DeSoto-Plymouth), treasurer. 





Yager Calls GM Testimony 
‘Below the Belt’ Attack 


ALBANY, N. Y.—M. H. Yager, 
Pontiac dealer who testified before 
the Senate subcommittee during 
the General Motors study, has 
issued a statement concerning testi- 
mony given by representatives of 
the corporation. 


(William F. Hufstader, GM dis- 
tribution vice-president, told the 
subcommittee of Yager’s financial 
success, but questioned his accom- 
plishments as a dealer.) 


Yager’s latest statement said, in 
part: 

“To take up the Senate’s time for 
a@ personal ‘below the belt’ attack 
on me, instead of dealing with the 
import of my 22 pages of factual 
testimony can only be because of 
irate temper and not considered 
judgment on their part. 

“In my testimony, I specifically 
admitted financial success.... Their 
statement can only serve to point 
up to the public the extent of my 
financial exposure in taking a stand 
that I feel a deep conviction is 
oe 

“I stated I did not want to see 
General Motors ‘cut to ribbons’ but 
apparently that is the verdict they 
have decreed for me. 

“During the hearing, I specifi- 


cally prefaced my statement saying 
that I was not there to make a 
personal plea for aid in any way, 
but rather wanted to devote my 
allotted time ... in dealing with the 
broader aspects of malignant con- 
ditions that are eating at the 
vitals of the nation. 

“Public reaction reflected to me 
since my statement indicates most 
everyone except the management 
of General Motors knows that 
something is vitally wrong... .” 





O’Mahoney, Monroney 
Due at NADA Parley 


WASHINGTON.—Two senators 
who head subcommittees investi- 
gating the automotive scene will 
be featured speakers at the 
NADA convention Jan. 28-Feb. 1. 


Senator Joseph C. O’Mahoney, 
Wyoming Democrat, will appear 
at the dealer gathering Monday, 
Jan. 30, and Senator A. S. Mike 
Monroney, Oklahoma Democrat, 
will deliver the main address next 
day. Another scheduled speaker is 
Secretary of Commerce Sinclair 
P. Weeks. 
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Reaching an estimated 150,000 readers 
automotive industry. ees ae 
INSERTION. POSITION WANTED ADS 


TWENTY-TWO CENTS (22c) 
llc PER WORD. PAYMENT IN ADVANCE OF 


Tae way 


engaged in all branches of the nation's 


PER WORD FOR EACH 


INSERTION REQUIRED. Ads may be signed with full name ond address at regular 


rates. Add One Dollar ($1) per 


Box Number ads are forwarded to advertiser 
TEN DAYS IN ADVANCE OF PUBLICATION DATE 


column inch. CLOSING 


abe Eel lied upon request 
pp is} | 


WANT AD DEPT 


HELP WANTED 


GENERAL SALES MANAGER wanted by 
well established General Motors dealer- 
ship in southern Ohio city with ability 
and proven experience to develop and 
maintain a sales force capable of deliv- 
ering 400 new cars per year and give us 
the.thirty-day used car turn-over we must 
maintain. The man we want must be 
able to operate a volume dealership in 
clean business-like manner profitably and 
successfully in today’s market. This is a 
splendid opportunity for the man of un- 
surpassed ability—attractive salary and 
bonuses. Please do not apply unless you 
have a proven record of accomplishment, 
have the finest character and very best 
references—must stand rigid investigation 
of your past performance. Send full 
resume, which will be confidential. Box 
5574, c/o Automotive News, Detroit 26. 


WANTED — SERVICE manager for west 
coast dealership, selling 500 Chevrolets 
and Buicks yearly. City of 25,000. Salary 
and pbonus—$10,000 per year. Answer 
Box 5606, c/o Automotive News, Detroit 
26. 

SUCCESSFUL USED CAR advertising plan. 
Complete supplies and merchandising pro- 
gram for world’s finest advertising plan. 
Quarterly packages, completely new ma- 
terials. Exclusive territories open for 
sales reps. No servicing . . . automatic 
repeats. Write stating your present lines. 
Joe Fisher, Searcy Corp., 401 Central 
Bidg., Portland 5, Ore. 


insertion for use of a box number 


AUTOMOTIVE NEWS 
DETROIT 26 





Replies to 


unopened. Display ads: $12.30 per 


Contract 


2666 PENOBSCOT BUILDING 
MICH 


HELP WANTED 


OPPORTUNITY 
DENVER, COLORADO 


SALES MANAGER—Top notch man for volume 
GM deal. The man that | want must be et 
perienced and aggressive, with a proven sales 
record in a volume operation. Send complete 
resume with recent photograph. Compensa- 
tion open. Replies held strictly confidential. 
Box 5629, c/o Automotive News, Detroit 26. 


nn TT 


GENERAL SALES MANAGER — Ford 
dealer. $10,000 plus. Contact Mr. Rey- 
nolds, Executives’ Personnel Service, 1334 
Book Bidg., Wo. 1-3480, Detroit. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News, Enclose 4 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 























GENERAL 


ACCOUNTANT—BUSINESS manager, 


OPPORTUNITY WANTED! | 


AUTOMOTIVE BOOKKEEPER, 


FoR § 








ERAL MANAGER PRESENTLY 
employed but want to make change. 
‘Formerly ten years with a division of 
“General Motors Corporation. Six years 
a successful Chevrolet dealer and six 
“years president and active manager of 
jarge volume dealership in metropolitan 
“city of 600,000. Interested in deal where 
fowner wants fast turn-over and volume 
operation. Thoroughly familiar with all 
phases of dealership management with 
“modern volume and merchandising meth- 
ods, Can relieve owner of everything but 
icy making. Box 5620, c/o Automotive 
ews, Detroit 26. 


WANTED—POSITION AS general manager 


or sales manager for dealership in 
‘Florida. If you are willing to pay a 
» good price for a job well done, I am your 
man, Have had over twenty years’ 
experience in both wholesale and retail 
field. Am presently employed and only 
reason for desire to change is health of 
son, Past record will prove ability. Prefer 
Ford products. Box 5617, c/o Automotive 
News, Detroit 26. 





FACTORY POSITION—Top retail salesman 


with management and used car experi- 


ence. College graduate, young and ag- 
gressive. Box 5634, c/o Automotive 
News, Detroit 26. 





SALES MANAGER AVAILABLE for GM 


or Ford dealer. Twenty years’ experience 
in retail and management—good closer, 
good profit record and has used car 
conditioning and turn out know how. 
Prefer five to eight hundred car poten- 
tial. Interested only in plain hard work 
and very good five figure income. No 
telegrams. Reply by letter only. Presently 
employed. Box 5618, c/o Automotive 
News, Detroit 26. 


MANAGER. Aggressive execu- 
tive with 18 years’ experience in all 
phases of dealership management. Can 
take complete charge and assume full 
responsibility for a profitable operation— 
even in today’s market. My management 
ability and character will pass the most 
rigid investigation. Box 5619, c/o Auto- 
motive News, Detroit 26. 








38, 
large volume New York GM _ dealer 
experience. Will assume heavy responsi- 
bilities and control expenses. Daily 
operating reports; taxes; prompt, 
realistic, accurate financial statements. 
Highest recommendations. NYC vicinity. 
Write Box 5600, c/o Automotive News, 
Detroit 26. 

Manager 
Now employed 


general sales manager. 
medium sized dealership, dual franchise 
southeast. Thoroughly experienced all 
phases retail management for profit and 
volume. Desire opportunity in larger deal 
with possibility of higher earnings. Box 
5621, c/o Automotive News, Detroit 26. 
graduate 
accountant. Young, veteran. Relocate 
within 100 miles N.Y.C. Box 5584, c/o 
Automotive News, Detroit 26. 


BUICK SALES MANAGER—Detroit area. 


Young, aggressive, hard working, experi- 
enced in selling, appraising and closing. 
Able to assemble top Buick salesmen im- 
mediately. Large personal following. 
Good factory connections. Box 5633, c/o 
Automotive News, Detroit 26. 

INTERESTED IN SALES position as fac- 
tory representative. 
dealer experience—all departments. 
gle, 29 years old. Will travel. Box 5631, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE | 
DEALERSHIP HANDLING CHEVROLET, 


Selling over 300 cars per year, located 


in thriving single New England town of | 


almost 60,000—adjacent to a large city. 
Highly profitable operation and only rea- 
son for sale is opportunity to buy much 
larger Chevrolet deal. No real estate; 
clean parts inventory, tools, furniture and 
fixtures at write down figure. Not neces- 
Sary to purchase used cars or accounts. 
Must have factory approval. Box 5627, 
c/o Automotive News, Detroit 26. 


ALE — ESTABLISHED dealership 
handling Pontiac. Located at Lowell, In- 


diana, on U.S. 41 and Indiana 2—ap- 
proximately 50 miles from Chicago. Low 
rent, good lease. Average 200 cars per 
year. $15,000 will handle. Peterman Pon- 
tiac, 140 W. Commercial Ave., Lowell, | 
Ind. 

DEALERSHIP HANDLING Chrysler and 
Plymouth in northern Oregon. 400 new 
car potential. 700 used car potential. Will 


sell at inventory; 
niture and 


equipment, fur- 
lease beautiful 


parts, 
fixtures. Will 


building. Owner retiring or will stay as | 
c/o Auto-| 


partner if desired. Box 5608, 
motive News, Detroit 26. 
AGENCY HANDLING Chrysler-Plymouth 
in southern Ohio. Small 
established 25 years. Makes greater net 
than larger dealers 


this deal. $15,000 cash required. Box} 
5603, c/o Automotive News, Detroit 26. 
AUTOMOBILE DEALERSHIP Good! 
$50,000 setup at right price. Established 
23 years. Best promising new cars to 
sell. Good manager or sales manager can 


purchase for $12,000 down. Balance from 


profits. For details write Box 606, Cum- 

_ berland, Maryland. 

DEALERSHIP HANDLING Pontiac in 
San Francisco area. Terrific potential. 
Now handling 100 new units per year 
Buy stock and equipment only. Approxi- 
mately $12,500 plus working capital. 
Must have factory approval. Box 5604, 
c/o Automotive News, Detroit 26. 


€M DUAL HANDLING 
24 Cadillacs per year. Smal! town with 
rich trading area. Good service facilities 
Sales over half million. Will sell or rent 


real estate. Requires factory approval and 


Detroit 26. 


Nine years thorough | 
Sin- | 


dealership, | 


It will pay to check | 


75 Oldsmobiles and! 





$30,000 cash. Box 5624, c/o Automotive 
_ News, Detroit 26. 
GM AGENCY — BEST LINE. 200 units. | 
i Very profitable. No real estate Excellent | 
' Kentucky location. Write Box 5623, c/o} 
Automotive News, Detroit 26 
| DEALERSHIP HANDLING Pontiac in Wis: | 
consin. 150 car potential. No real estate. 
Write Box 5626, c/o Automotive News, 


| 


Located in Charles City, 
community and home of Oliver Corporation 
with a yearly gross of $350,000. Reason for 
selling, illness in the family, Clean business. 
No used cars or accounts receivable. A few 
new cars if you want them, Building just all 
redecorated this year—equipment and every- 
thing only four years old. All current parts 
and accessories, 
sale or will lease. $4500 down. Easy terms on 
the balance. Will take any reasonable offer. 
Must be sold. Write, wire or phone. 


AVAILABLE 


* Buy Right 


429 S. Western Ave. 


of your 
| theme integrity creates volume which en- 
ables top deals. Forcefully sells your com- 
pany. Would this unique service be worth 
| 22¢ a day? Details without obligation from | 


2 Depot Plaza 


P. ©. Box 2055 


DEALERSHIPS AVAILABLE 





MUST SACRIFICE AT ONCE! 


Franchise Handling DeSoto-Plymouth 


lowa. Choice farm 


Nothing old. Building for 





RICKEY'S 
800 E. Clark Phone 239 Charles City, lowa 
FOR SALE — SOUTHERN automobile 


agency handling dual independent lines. 
250 car volume. Very attractive proposi- 
tion. Box 5625, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 








PRESENT CHEVROLET DEALER looking 


for larger dealership, planning potential 
must be above 300. Prefer southeast 
region Replies treated confidentially. Box 
5622, c/o Automotive News, Detroit 26. 





EXPERIENCED general 
manager with money to invest in dealer- 
ship. One of ‘‘Big Three’’ — Michigan, 
Illinois, Indiana, Wisconsin. Box 5602, 
c/o Automotive News, Detroit 26. 





WANTED—GM DEALERSHIP. Texas or 


Louisiana Gulf Coast area. Prefer Cad- 
illac dual deal, consider other. 25,000 
Population up. Adequate capital. Box 
5632, c/o Automotive News, Detroit 26. 





DEALER SERVICES 








Inventory Service 
Buying or Selling a Dealership? 


© Sell Right 


Parts—Accessories—Equipment 


e e A disinterested certified physical 


Inventory will save you money @ @ 
DON’T GUESS—BE SURE 


Call or write for service details. 
Automotive Inventory Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-6445 


Western Dealers Attention 
Los Angeles 5, Calif. 
Du 9-5095 


Ad Idea Ups New Car Sales! 


Young, energetic advertising firm has 
come up with a fresh advertising idea 
for new car dealerships that quickly steals 
the show from competition, increases new 
car sales. The idea is for sale exclusively 
to one dealer in each market on first 
come basis. Inquiries processed by date 
of postmark. Costs nothing to look. Write 
or wire Box 5630, c/o Automotive News, 
Detroit 26. 


3RD PARTY ENDORSEMENT 








integrity plus ad-service with 


MERITSEAL, INC. 
White Plains, N. Y. 





BUSINESS OPPORTUNITIES 


Florida Car 


Rental License 


1 — 50 Unit Drive - Ur - Self 
License available in Fort Laud- 
erdale, Florida. This type of 
business is the fastest growing 
in the country today. Present 
owner is assuming full time bus- 
iness in north and has license 
available in fast growing Fort 
Lauderdale, Florida. 


Interested parties address in- 
quiries to 


Box 5612, c/o Automotive 
News, Detroit 26 





schoo! in Kinsman, Ohio. Three bedroom 
home also available. Kinsman Motor 
Sales. 





CAR AUCTIONEERS! 


Excellent Connecticut Location 


1400’ frontage on Route U. S. 5-Conn. 15, 
the State's Major Artery. 

4 miles south of Hartford. 

30,000 Sq. Ft. Building under construction, 
| will complete to suit. 

Up to 90 Acres of Land. 

|“In the Heart of Prosperous Connecticut” 


Write, Wire, or Phone 


Telephone EDison 4-4115 


1 
| 





USED CAR LOT, garage, service station. 
Land, buildings, inventory ready to oper- 
ate. $18,500 for everything. Available 
immediately. Routes 5 and 7 next to| 


| THE 


| Pascone Construction Co., Inc. | 


Bridgeport, Conn. Da 


1 
| 
' 


BUSINESS OPPORTUNITIES 


DEALERSHIP HANDLING CHEVROLET 
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—Sales and service and Texaco station. 


Located live town Mississippi. 
748.38. 
Sales Co., 


7-5345. 


Owner will sacrifice. 
1775 Broadway, 


With 
property on plot 75x175. Receipts—$274,- 

Rendlog 
NYC. PL 


AGENCY HANDLING STUDEBAKER, 


Packard sales and service. 


Located 


thriving town northeastern Arkansas. Es- 
tablished 1936. Nicely appointed show- 


room. Rent $250 includes large used car 


lot, body shop. Receipts—$144,752. Will 


show $14,000 net for 1955. Owner's 
sacrificing. Rendlog Sales Co., 1775 
Broadway, NYC. PL 7-5345. 


CARS FOR SALE 





New York's Largest 
Taxicab Dealer 


Two city blocks of late model, 
good, conditioned, clean, 


former taxis. 
‘53 DeSotos - - $ 99.00 
$299.00 


(Full Price) 


"54 orerren -_ «= 


"54 Fords, ‘Plymouths, Chev- 
rolets - - = - 


$349.00 
(Full Price) 


55 Fords, ‘Plymouths, Chev- 
rolets - - - = $679.00 


(Full Price) 
Special prices on large 
quantities 


See Mr. Henry Becker 
KING FORD 


351 Grand Concourse (140th St.) 
Bronx, N. Y. 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 


| CHEVROLETS, FORDS, ow 


Deluxe and Standard— 
Many two-tones 


| Now available at Hertz Stations in the fol- | 
lowing cities: Philadelphia, Baltimore, Wash- 
C., Pittsburgh, Akron Cleveland, | 
Cincin- 
Kansas City, Lin- | 
coln, Neb., Oklahoma City, + Fort Worth, Dal- | 


ington, D. 
Detroit, Flint, Chicago, 
nati, Louisville, St. Louis, 


Milwaukee 


las, ‘New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
229 S. Hanson St. 
1. E. Spatig, Used Car Mgr. 








CARS WANTED 


Philadelphia, Pa. | 
Sherwood 8-1500 


SPECIALTY: Service Shop Equipment, Tools, 


FOR SALE—PARTS, 
county wide Mercury dealership, northern 
Wisconsin. For details, write Box 5628, 








FLXIBLES, GM’s, PARLOR buses, school | 
Box 681, Manchester, Conn. 


WILL BUY USED school buses—36 to 66 


PARTS FOR SALE 


LARGE QUANTITY T92 Borg-Warner new 
transmissions. 
Crosley car. Address C. D. Gill, 
Industrial Park, Charleston, S, C. 


in the 
Stark 


Same as used 


tools, equipment— 


c/o Automotive News, Detroit 26. 


NEW LINES WANTED 


EXPORTER 


With Field Representatives 


Accessories. 


LEAVING FOR SOUTH AMERICA 
Will add lines to supply established 
customers. 

Write for appointment 
or 
Send your offers with catalogs to 
Box 5613, c/o Automotive News, 
Detroit 26. 





BUSES FOR SALE 





buses—new and used. Cousins Bus Sales, 


BUSES WANTED 


passengers. One or twenty, also airpor- 
ters. Dealer, Box 5616. c/o Automotive 
News, Detroit 26. 





ANTIQUE CARS FOR SALE 





FOR SALE — 1926 Pontiac 4-door sedan. 





Restored to original condition, Very nice 
—$750. Fausnight Pontiac Sales, Hart- 
ville, Ohio. | 





M LISC ELLA NEOUS 








| 





PIERCE-ARROW — WILL buy several 


models. H. Reeves, 
lando, Fla. 


oP, 


in 
original clean condition. Interested in all 
Box 3385, Or- 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0O.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 


Largest Buick Parts Dealer in U. S. 
1000 S. Wabash Ave., Chicago, Ill. 


Phone WAbash 2-1030 


UNDERSIGNED  Ex-Ford 
approximately—$40,900, 
of cost in their 
Weston, W. Va. Lewis Motor Sales, 
Weston, W. Va., Shavers’ (Ford) 
Inc., Sutton, W. Va. 


entirety. 





OUR BUYER GUESSED WRONG!I!!!! 


$8,000 INVENTORY 


OF MODEL “A” PARTS AVAILABLE FOR 
IMMEDIATE! DELIVERY 


Call or write 
KOPLIN LINCOLN-MERCURY, INC. 
North Broad St. Elizabeth, N. 
Elizabeth 4-6100. 





dealers 
offer their parts inventories in bulk. Cost | 
Will sell at 50% 
Phone 365, | 
Inc., | 
Sales, 





a 


J. 





WANTED—USED AVIATION engine stand | 


Ebert Mo- | 


or its equal. Full particulars, 
Pa. 


tor Co., S. Broad St., Lansdale, 


OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet I.C.C. Requirements 


MOTO-MATIC 
TOW - GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 


| 











At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division | 
PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 


MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic Braking 


Is the Cheapest 
INSURANCE 
You Can Buy 


COMPLETE with 
Guide Cables and $ 61 45 
BRAKE HOOK-UP.......... 


Meets ALL I1.C.C. Requirements 
2 « . 


WITH BRAKE HOOK-UP 


ONLY. .*°51* 


LESS 


Meets I.C.C. Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made) 
Carrying Bags $2.00 & $3.50 
SAFETY CHAINS, set of 2, only $2.50 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles $1 3.95 
(Add 55c¢ for Padlock with 2 Keys) 


QUICK-TOW Bumper- 
to-Bumper Tow Bar 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


40 So. Clinton St., Chicago 6, Ill. 





$50.00 REWARD FOR information leading 
to the recovery of a 1952 Mercury 
Monterey, serial No. 52SL 83289 M, 4- 
door ivory and light green color, Owned 
by one calling himself Toms John, license 
No. Ohio 5WY. This man travels with a 
group of gypsies who move from one 
trailer park to another. Have you heard 
of such a group in your town? Call 
collect Wooster, Ohio. HOward 2-3891. 





ATTENTION, 
MANUFACTURERS REPS. 


‘pO YOU NEED NEW LINES? 


Automotive News can help you by 
| bringing your wants to the atten- 


| tion of manufacturers. 
|An advertisement in this section 


will do the trick at a nominal 
cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


One Year $8 [] or 


Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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This is a year’s end tribute to all the Dealers 
on the vast Porcelainize program who are building a 
tower of strength by giving their customers the 


best that money can buy — PORCELAINIZE ‘ 


FREEMAN & FREEMAN, Inc. © Denver 3, Colorado 









